1 
24 
ot 
i 
Vi Ps 





PLIANCES 





JANUARY, 1945 


Twentieth Annual Office Specialties Section—Pages 13 
to 19 + Blazing Post-guerra Trails in Latin America 


—I1 - Inter-American Business in Utilities for the 


Office—12 + You Can’t Get Business Sitting in Your 


Office—20 + How to Assure Lasting Good Will of Cus- 
tomers—22 + Sales Meetings Are Essential During War- 


time—23 + Merchandising Skill Decides Profits—25 












































n° = 

A FULL HOUSE. Despite wartime short- @. FIVE ACES. Webster has no trick «?, SPADE FLUSH. Webster's year-in 
ages, there are no shortages of Webster deals. You can always be assured of fair and year-out national advertising program 
carbon papers and typewriter ribbons. You dealing with this company. More than a does the spade work which digs up sales 
can have a full house. half century in business proves it. for you. 
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Gf. STRAIGHT. You have nothing to DD. EXTRA CARD. You get extra help 6. ROYAL FLUSH. Your Webster fran- 
fill in when you deal with Webster. It’s a from Webster's smart new packaging, eye- chise makes you a sure winner. MultiKopy 
complete line of carbons and ribbons for appealing point-of-sale displays and con- and other blue chip Webster brands pile 
every purpose. sumer folders up repeat sales. 


F.S. WEBSTER COMPANY 


13 Amherst Street - Cambridge 42, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
posse ssions and Mexico--one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
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by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
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interest to this trade. All 
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accepted manuscripts will 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manuf acturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal 


A Dawn Mfg. Corp., Ltd. 200 M Ss 
Acco Products, Inc. 140 Dayton Stencil Works 195 Mailers’ Service & Equip. Co.....181 | Sengbusch Self Cl. Inkst'd Co...149 
Ace Fastener Corp. 185 Dick, A. B., Company - 33 Manifold Supplies Co. 35 Service Flag & Emblem Co.......189 
Acme Bulletin & Dircty. Corp...195 Domore Chair Co. ree Markilo Co. 194 Service Products Co. 171 
Acme Staple Co. 196 Downey, C. L., Co. 189 Markwell Mfg. Co..... 119 Shallcross Co., The 154 
Acme Visible Records Inc. 123 ; Master-Craft Corp., Div. S.-W. 65 Shaw-Walker Co. 79 
Adirondack Chair Co. 153 E Meilicke Systems, Inc. ...196 Sheaffer, W. A., Pen Co. 61 
Agency Paper Co.. Reese | | Eaton Paper Corp. 173 Meilink Steel Safe Co. ...180 Sheppard, C. E., Co. 104 
Aigner, G. J., Co. 168, 169 Ehrlich Upholstery Works ..184 Metal Specialties Mfg. Co...........203 Shipman-Ward Mfg. Co. 184 
All-Steel-Equip Co. 116 Esterbrook Pen Co., The 92, 173 Meyer & Wenthe, Inc. 161 Sikes Co., Inc., The ee 
Allen Calculators Inc. 133 Eversharp, Incorporated 85 Michigan Desk Co. 186, 187 Sinclair & Valentine Co. 191 
Allen & Co. 17 Miller-Bryant-Pierce 174 Smead Mfg. Co., Inc., The 67 
Allied Metal Products Mfg. Co. 82 F Mimeograph acco Smith, L. C. & Corona Type- 
Amberg File & Index Co. 113 Faber, Eberhard, Pencil Co.....191 Mittag & Volger, Inc. wee 73 writers, Inc. 37 
Amer. Hair & Felt Co. 68 Fair Furniture Co. 180 Monroe Cale. Machine Co. ..1385 Smith Metal Arts Company, 
Amer. Passbook Co. 194 Federal Fibre Corp. 189 Moore Push Pin Co. ..196 nen 86 
Ames Supply Co. - 60 Feldeo Loose Leaf Corp. 175 Mutschler Bros. Co. 188 Speed Key Mfg. Co. 194 
Anderson-Hickey Co., Inc. 66 Friden Calc. Mach. Co. 129 Myrtle Desk Company 143. Speed-O Print Corp...........109, 110 
as ae mag omar >. = 39 Fritz-Cross Company "192 ~ — os Co. aa 
d oteei Sales VOFrp...J0, YO, vl, vs Fulton Specialty Co. 157 - Staedtier, J. 5., inc. 9: 
yearn, a. : oe National Blank Book Co. . 93 Standard Dup. Machs. Corp.......107 
Autopoint Company 37 G National Desk Co., Inc. 16 Starkey Paper & Supply Co. 195 
B General Fireproofing Co. 56, 57 Neva-Clog Products, Inc. 89 a — Lent Co. 201 
General Pencil Company 106 New England Woodworking ced a k's = 5 
Bainbridge, ae & Haupt, . Gits Molding Corp. 192 pe ae 144 a - = . Co. 55 
eo ig 188 Globe-Wernicke Co., The 44, 45 New Indiana Chair Co. 2 7] 3.4 Soa 
ankers Box Co. 62,163 Graff, Geo. B., Co. 177 orcor Mfg. Company lee = eee ee ca 
Barkley, C. L., & Co. .- 62 Graphic Duplicator Co. 153 Norta Distributing Co. 178 Sun Rubber Company 156 
Bates Mfg. Company itis 81 Gregory Fount-O-Ink Co. 124 Northern States Envelope Co.....114 atoms gd _ 203 
— Pi sae argh os et Guide System & Supply Co. 120 er ee 203 
Bo _— bg nn CC - 78 Gunlocke, W. H., Chair Co. 117 0 , 
oorum ease Co. - 75 Gunn Furniture Company 200 Oakville Company 103 
Brewster Mfg. Company ee Office Seosielee Mfg. Co. 188 Technygraph Co., The .205 
British Staty Te t —ie H Old Town Rib. & Car. Co 59 Tiffany Stand Div. - - 82 
ritish Staty. Exporter 205 i . S 5 Ney2 ‘co we. oe eee Todd Company, Inc., The 182 
Brown, Arthur, & Bro. as 146 Hall-Welter Co. 200 Oxford Filing Supply Co. 155 ivesetiar Baltemest Co. 190 
Browne-Morse Co. 127 Hedges Mfg. Company 158 > 
Buckeye Ribbon & Carbon Co....198 Herring-Hall-Marvin Safe Co...201 I U 
Bureau Systems Company 203 eee The ol Pacific Cb. & Ribbon Mfg. Co... 99 Und d Elliott. Fist Cc 
iness Efficiency Aids..............199 latt-bus ompany 5 Peerless Imperial Co., Inc. 53 ngerwood 110) isnher Lo. 
Business Efficiency Aid Higgins Ink Company 197 Peerless Steel Equip. Co. 197 Back Cover 
Cc High Point Bndg. & Chair Co...151 Perma-Bilt Equipment Co. 190 United Autographic Reg. Co. 132 
Cardinell Corp. .... 178 Hunt, C. Howard, Pen Co. 170 para ie Co., Ine. 181 = ond — yo = = 
Century Leather Furn. Co.........100 oto Materials Co. 190 2 i : de eas 
. n I " r U. S. Victor Fountain Pen Co. 
Clarotype Co., The 196 Plastex Company ......................-- 195 
Codo Mfg. Corp.... 108 Imperial Desk Co. 138 oo te mega Co. 121 Inc. 208 
Cole Steel Equipment Co. 147 Imperial Mfg. Co. 53 *’ronto File Corp 111 : 
Colonial Company “194 Imperial Methods Co. 167 . iat aa V 
Columbia Rib. & Car. Mfg. Co... 43 Indiana Desk Co. 112 ail Mfg. Co. 74 
Columbia Steel Equip. Co. 125 Int’] Business Machs. Corp.........204 Quality Park Envelope Co 139 Van Dyke Industries 172 
Columbia Trading Corp. 191 Invincible Metal Furniture Co.193 Victor Adding Machine Co. 159 
Commercial Controls Corp. 145 Victor Safe & Equip. Co. 148 
Commonwealth Publishing Co. 51 J y 4 Ww 
Consolidated Stamp Mfg. Co.....194 ERR . Red Feather Products, Ltd. 101 
Continental Ink Co. 195 Jasper Chair Co...... 142 Regal Typewriter Co. 205 Wabash Filing Supplies, Inc. 88 
Cook, The H. C., Co. 191 Jasper Desk Co., The : 134 Remington Rand, Inc. 160 Wansco Paper Products Co., 
Cooke & Cobb Company 166 Jasper Office Furniture Co. 152 Rex-O-Graph, Inc. 64 Inc. . -- 105 
Copy Papers, Inc. ..136 Jasper Seating Co. 170 Reyburn Mfg. Co., Inc. 102 Warshaw Mfc. Co. 157 
Copy Right Mfg. Corp. 190 Rite-Line Sales Co., Inc. 161 Webster, F. S., Co. 2 
Corona Typewriter 87 K ne ag ag Co. ..195 Weis Mfg. Co..... 69, 70, 71, 72 
Corry-Jamestown Mfg. Corp...90, 91 Kahn. David, Inc. 141 ivet-O Mfg. Co. 195 Wells Office Furn. Co. 164, 165 
Cotterman, I. D. ....194 enn Sitenn tow n 209 Roberts Number. Mach. Co.......166 Wilson Jones Co. 49 
Cram, The George F., Co...........176 Krumwiede, Elmer, & Associ- _ Roberts, Weldon, Rubber Co.......199 NNER HIRI coi cescpussciooanecmsscanencce 196 
Cramer Posture Chair Co........... 128 ates 150 Rochester Wire-O Binding Co...196 | Wood Office Furn. Institute...... 83 
C-Thru Ruler Co. ..118 Rockwell-Barnes Co 196 Woodstock Typewriter Co. 198 
- , Rol-Dex Company 80 a Sees ee 158 
4 Ross-Gould Company 47 . 
Daco Card & Index Co. 194 Leopold Co. 87 Royal Metal Mfg. Co., The 206 \ 
Darnell Corp., Ltd. 190 Little, A. P., Inc. 150 Royal Typewriter Co. 41 Yawman and Erbe Mfg. Co.....183 


PWANTS AND LOR SAIL | 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED SALESMEN WANTED 

OFFICE EQUIPMENT EXECUTIVE over twenty years’ successful experience as AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
wholesale and retail salesman, agency supervisor and branch manager, desires spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
adequate postwar opportunity. Knowledge of office furniture, printing, station- papers, etc., has territory openings for steady, reliable type of salesmen who are 
ery, filing systems, loose leaf and visible. Practical engineer understands pro- workers. New exclusive products have created an unusual opportunity for able 
duction processes. National manufacturer preferred. Address A-37, care Office representatives. Permanent post-war employment. Opportunity for excellent 
Appliances, Chicago 6. earnings. Salary and expenses paid. See display ad in this ee Write 
RETAIL STATIONERY SALESMAN recently released from military service desires Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 
to locate in Los Angeles or in Phoenix, Ariz. Previous experience of 18 years " ss lta 
has been in the middle west where he did inside and outside selling, part of the WE WANT TWO good Calculating Machine Salesmen (NO HAS-BEENS). We pre 

. : : > fer men now in Service Department with predilection for sales. We will train 
time specializing in office furniture, filing equipment, and printing. Age 36, you. Men selected must have High School education, be neat in appearance and 
available on short notice. Address A-30, care Office Appliances, Chicago 6. must have ambition. The territory is a lucrative one, the service we render is 
SALESMAN WITH EXCELLENT RECORD is open for a new connection with estab- pre-eminent. If you are selected you will be paid a drawing account. Address 
lished manufacturer. Experience includes filing equipment and supplies, ribbons N-151, care Office Appliances, Chicago 6. 
and carbons, and other stationery products. Territory covered practically entire 
Mississippi Valley from Duluth to New Orleans, Cleveland to Denver. Interested SALESMAN WANTED TO REPRESENT nationally known New York manufacturer 
particularly in Middle West or South. Has real creative sales ability. Address of carbon papers, etc. in Chicago and several surrounding states. Excellent 
A-32, care Office Appliances, Chicago 6. opportunity for experienced man with following in this trade. Tell your story in 
SALESMAN THOROUGHLY GROUNDED in filing equipment and supplies as well _ letter to N-153, care Office Appliances, Chicago 6. 
as nearly every other product sold by commercial stationers, seeks connection, SALESMAN WANTED FOR SIX SOUTHERN states to represent nationally known 
preferably New England. Experience includes retail, manufacturers’ representa- manufacturer of c arbon papers, etc. Side-line man considered. Give experience 
tive and home office. Best of references. Address A-34, care Office Appliances, in letter to Box N-156, care Office Appli¢ ances, Chicago 6. 


Chicago 6. 

MAN OR WOMAN with enough Commercial experience to intelligently handle 
SALESMEN WANTED Telephone Sales. Freedom to develop and expand this portion of a large busi- 

_ ness. Expe nses paid for interview. Permanent position. A. Pomerantz & Com- 

SALESMAN to sell systems in a city in the Southwest _ firm of long standing, pany, 1525 Chestnut Street, Palladelphia 2, Pennsylvania. 

representing the best manufacturers in the country 58, care Office Appli- —_ ete 

ances, Chicago 6. WANTS AND ‘FOR SALE, “Continued page “ (opposite) 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


EXECUTIVES WANTED 


ASSISTANT STATIONERY BUYER. Age 26 to 40 yrs., interested in an excellent 
post-war position. Must have complete knowledge of stationery line, handled 
in Chain and Variety Stores. Give details with qualifications and salary. Address 
N-154, care Office Appliances, Chicago 6. 


WANTED—MAN EXPERIENCED primarily in office supplies to assist in manag- 
ing a growing book, gift, picture-framing, office and school supply business under 
owner in.a mid-western growing community of 25,000. In reply give full par- 
ticulars, salary desired and bonus arrangement, if any. Address N-159, care 
Office Appliances, Chicago 6. 


AN EXCELLENT OPPORTUNITY for a capable and experienced salesman of office 
equipment and stationers supplies, who will also be able to act as manager of 
the stationery department in a well established and suscoestel business. Salary 
and working conditions will be attractive. Address N-155, care Office Appli- 
ances, Chicago 6. 


WANTED MACHINE DESIGNERS 


WANTED MACHINE DESIGNER for permanent position with experience in de- 
signing adding, calculating or bookkeeping machines. State experience, salary 
expected, age and when available. If now enagaged in war work, please do not 
apply. Address N-157, care Office Appliances, Chicago 6. 


WANTED MACHINE DESIGNER, draftsman for permanent postwar postion. We 
have immediate openings in our development department for designer and 
draftsman desiring to become connected with a company having assured postwar 
business in the manufacture of adding, calculating and bookkeeping machines. 
In reply, state age, education, experience and salary expected. If now engaged 
in war work, please de not apply. Box N-161, care Office Appliances, Chicago 6. 


MECHANICS AND REPAIRMEN WANTED 


MECHANIC—Long, well established, financially sound, new L. C. Smith and office 
machine dealer, needs an additional man. Work principally all makes of used 
typewriters. Good working conditions. Permanent position. Clear record neces- 
sary. Send full particulars regarding experience, references and compensation 
expected. All answers treated confidentially. O .D. Morrill, Ann Arbor, Michigan. 


SERVICE DEPARTMENT SUPERVISOR needed for Branch Office of nationally 
known typewriter, to assume full charge. Must be experienced mechanic, able 
to direct servicemen. Good salary and bonus with overtime. Permanent position 
and excellent chance for good man desiring advancement. State experience, ref- 
erences—enclose photo. Replies confidential. War Manpower Commission rules 
observed. Address N-150, care Office Appliances, Chicago 6. 


VICTOR ADDING MACHINE CO. has openings for experienced mechanics and 
salesmen in Los Angeles, San Francisco, and Seattle. Permanent positions with 
good income. Give full details in first letter. Replies held confidential. K. Vasen, 
Western Regional Manager, 720 So. Flower St., Los Angeles 14, California. 


WANTED EXPERT MECHANIC on Burroughs machines who could learn repairing 
of Remington Accounting Machines and other makes. Should make not less than 
$400.00 a month on our profit sharing plan. Address N-149, care Office Appli- 
ances, Chicago 6. 


TYPEWRITER AND ADDING MACHINE repairman, good chance for the right man 
with leading Royal dealer in California’s ideal coast city. Write I. A. Cleveland, 
735 Broadway, San Diego 1, Calif. 


W ANTED—Type writer Mechanic for permanent position; high wages, plus com- 
mission. Van's Typewriter Co., 407 Liberty Street, Peoria 2, Il. 


THIRTY-NINE-YEAR-OLD WEST COAST office machine business needs experi- 
enced typewriter mechanic. Permanent position, high salary. Give full particu- 
lars regarding experience and references. Address N-162, care Office Appliances, 
Chicago 6. 


WANTED—Combination Typewriter and Adding Mec —7- Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. ells St., Chicago 6, 
Illinois. 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


TYPEWRITER AND OFFICE MACHINE MECHANIC, $75.00 per week and bonus, 
permanent. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Mich. 


COMBINATION SERVICE-SALESMAN, typewriter or adding machines. Good 
salary and commission. Repair experience necessary. J. S. Teeter, 5108 Hohman 
Ave., Hammond, Ind. 


REPRESENTATIVES AVAILABLE 


AN ORGANIZATION composed of men experienced in Office Appliances, Business 
Systems, Methods, etc., calling directly on Business and Industry throughout the 
States of Oklahoma, Arkansas, Texas, Louisiana, Mississippi and western half of 
Tennessee can handle one or two addtional lines. We now have six offices estab- 
lished in this territory. Write Distributor, 1314 San Jacinto St., Houston 2, 
Texas. 


CAPABLE, SUCCESSFUL AGENT or Dealer, under 45, financially responsible, is 
open to new line or lines due to war c asualty of past business. Only lines of sin- 
cere manufacturer considered. Experience covers mechanical equipment and 
thorough knowledge of forms, systems installations, and office layout. Past con- 
tacts cover entire Pacific Coast. Will operate out of San Francisco. Address 
A-39, care Office Appliances, Chicago 6. 


OFFICE MACHINE DISTRIBUTORS in mid-western city of 750,000 want to ex- 
pand their business into other lines. We are interested in hearing from manu- 
facturers of office equipment, business machines and allied products. We have 
been selling direct to offices for about fifteen years, representing new and estab- 
lished manufacturers successfully. Selling organization adn financial resources 
above average. Address A-41, care Office Appliances, Chicago 6. 


SALESMAN WITH NEARLY TWENTY YEARS experience traveling the Southeast 
has ample time to do justice to an additional commercial stationery line. On 
best of terms with dealers throughout ten southern states. Interested in filing 
equipment and supplies, writing materials, or any office supply specialty. In 
addition to road work for manufacturer, experience includes buying for out- 
standing retailer, giving broad acquaintance with all sorts of office devices and 
systems. Address A-35, care Office Appliances, Chicago 6. 











WEST COAST SALESMAN representing one stationery specialty manufacturer has 
ample time and ability to handle an additional major line sold by commercial 
Stationers and department stores. Long in the field, enjoys top reputation with 
dealers from Denver west. Interested only in line of merit which will justify 
time and expense of conscientious travel and representation. Address A-33, care 
Office Appliances, Chicago 6. 


SALESMAN REPRESENTING ONE manufacturer in territory from Richmond, Va., 
and Cincinnati, Ohio, to the Gulf has capacity for one additional line to sell to 
commercial stationers. Well known in the territory. Present connection and 
record best references. Address A-31, care Office Appliances, Chicago 6. 
WASHINGTON, D. C., AGGRESSIVE ORGANIZATION with fine government and 
commercial contacts. Desirous of obtaining additional lines of office specialties 
Suitable for Government schedule. Address A-40, care Office Appliances, Chi- 
cago 6. 


PATENT & MFG. TOOLS FOR SALE 


FOR SALE—Valuable patent and tools to manufacture the established Dex Copy 
Holder, owing to development of other items more closely associated with our 
major line. RIVET-O MFG. COMPANY, Orange, Massachusetts. 


OFFICE APPLIANCES, January, 1945 


EXPORT REPRESENTATIVES AVAILABLE 

MANUFACTURERS OF OFFICE MACHINES and appliances interested in develop- 
ing new sales organizations and dealerships in various parts of Continental 
Europe and the Near East are invited to write to successful organizer who has 
had twenty years experience selling office equipment abroad as dealer and repre- 
sentative of American producer. Now in United States. Has excellent knowledge 
of possibilities in different countries. Knows languages. Able to establish deal- 
ers, instruct them and their salesmen in correct sales procedure. Address A-29, 
care Office Appliances, Chicago 6. 


EXPORTERS ATTENTION—Manufactures of office machines and appliances ia- 
terested in building new sales organizations and dealerships in Czechoslovakia, 
Hungary, Roumania, Turkey, Egypt, Palestine, Syria, or ANY OTHER country, 
are invited to get in touch with successful organizer who has had twenty years 
experience selling office equipment abroad as dealer and representative of 
American producer. Now in United States. Has excellent knowledge of possi- 
bilities in different countries. Knows languages. Able to establish capable deal- 
ers, to instruct them and ae salesmen in correct sales procedure. Address 
A-36, care Office Appliances, Chicago 6. 


EXPORT SALES MANAGERS with sucessful stationery sales record abroad seek- 
ing exclusive representation of additional stationery lines for overseas markets 
on a commission basis. Address A-38, care Office Appliances, New York 17. 


MOHD. NOUR SALAH JAMJOOM & BROS. General Merchants and Commission 
Agents, Jeddah, Hijaz, Saudia Arabia. Let us represent you in Saudia Arabia. 


WANTED TO BUY RETAIL BUSINESS 
SMALL STATIONERY, OFFICE MACHINES Store or will buy interest and man- 


age machines department. 15 years’ experience. Address N-152 care Office 


Appliances, Chicago 6. 
RETAIL BUSINESS FOR SALE 


FOR SALE TYPEWRITER and Adding Machine Business in eastern city of over 
2,000,000 population. Going profitable business established seventeen years. 
Largest independent rental business in east. Well stocked with typewriters. 
Owner retiring. $20,000.00 will handle. Write for particulars. Box N-160 
care Office Appliances, Chicago 6. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now requires 90 to 150 days’ time. We 
especially feature ‘‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We feature Gold 
Pen Points and Repairing. Mail all makes to ONE place for better service. 
ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and 
Repair Co. (Est. 1904), 38 So. State St., Chicago 3. 


ADDING MACHINE PARTS, TYPE, etc. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


TRADE SCHOOLS 


TYPEWRITING REPAIRING—Original, simplified Home Study Course. Students 
operating own repair shop. Weber Typewriter Mechanics School, Box 269, 
Osborn, Ohio. 


TYPEWRITER OVERHAUL CHECK SHEETS 


INCREASE Your Typewriter Overhaul capacity up to 25%. Checking sheet 
invented by former instructor eliminates oversights—reduces service calls. 
Simple to use. Fits all makes. Cost only 2c per machine. Trial order of 100 
sheets $2. Postpaid. Business Machines Service, Wahpeton, North Dakota. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, Dic- 
taphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 S. 


Wells St., Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comptom- 
eters, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highe st cash _ prices. International Office Appliances, Inc., 326 
Broadway, New York 7 7. 

BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, rebuild. 
Comprehensive service for dealers. Adding and Bookkeeping Machine Service 
Co., 1307 Grand, Kansas City 6, Missouri. 





ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., Mil- 
waukee 3, Wis. 

QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, com- 
plete. Inquiries solicited on all types = other machines. American Business 
Machines, 135 Grand St., New York 1: ¥. 


DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of | dictating equipment. W a for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York ; » # 


KARDEX, ACME, all makes used visible — equipment. Thousands of recon- 
ditioned cabinets, panels, books, always on hand. ——— service and prices 
to aanlaek for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 
Broadway, New York 12, N. Y. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought —_ e sae: Universal Office Equipment Co., 
7-9 Waverly Place, New York : Y. 


WANT TO BUY 2 or 4 drawer fire file, letter or legal—Shaw-Walker, Remington 
Rand or Victor. The Book Exchange, 152 Willey St., Morgantown, W, Va. 


MULTIGRAPH RIBBONS—and other wide inked sian re- -manufactured, algo 
silk ribbons. New ribbons of all kinds in the reel. Dealer propostiion. Lewis, 
113 West State, Milwaukee. 
VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Eighth Street, St. Louis 
1, Mo. 

WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8 x 5 size, 
complete with card holders. Advise what you have available. E. H. Heineman, 
Box 552, St. Louis 1, Mo. 


ACME (Insite) 8 x 5—14 and 23 drawer units, also 6 x 4 and 5 x 3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 13, 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full 7 << ao to dealers. 
Commercial Card System, 135 Grand St., New York 13, N. 

FOR SALE TWO Underwood-Sundstrand Accounting Mac hines, suit feed 18- inch 
carriage, mounted on double pedestal six-drawer desk, by owner who has had 
them in use and under maintenance up to this time. Write Zant Office Machines 
Company, Rockford, Illinois. 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 














































obligation. 

Adding Machine Parts Calculating Machines, Used Desk Lamps temington Rand, In 160 
Ames Supply Co ( Mailers’ Service & Equip. ¢ 18 Dawn Mfg. Co 200 Rockwell-Barnes Co 196 
Shipman-Ward Mfg. Co INd Shipman-Ward Mfg. ¢ 184 Smith Metal Arts ¢ Ir gH Shaw-Walker Co. 79 

Adding Machine Rolls & Paper Carbon Papers Van Dyke Industries 172 LL are mage & Equip. Co...................148 
Miller-Bryant-Pierc: 174 See Ribbons and Carbor Desk Pads & Tops Veis Mfg. C 69, 70, 71, 72 
Rockwell-Barnes Co ) Card Index Boxes and Trays Aigner, G. | 0 68, 169 Filing Cabinets, Insulated - 

Adding Machines All-Steel-Equip. ¢ 1 Fair F SBE Co 180 Meilink Steel Safe Co 130 
Allen Calculstors, In , Amberg Wile & Index < 112 Sun Rubber Co Lit Shaw Walker Co. 79 
Friden Calculating Mach. Co 129 Art Metal Construction ( 39 Wilson Jones C 1 Victor Safe & Equip. ( l4s 
Monroe Cale. Machine Co 13 Art Steel § 95, 96, 97, 98 Desk Pen & Ink Sets Filing Cabinets, Metal 
Remington Rand, In 160 Cole Steel 1 ( 147 Gregory Fount-O-Ink ¢ 124 All-Steel-Equip. Co 116 
Smith, L. C., & Corona Type Columbia Steel Equip. ¢ 125 Sengbuseh Self Cl. Inks Cr 149 Anderson-Hickey Co 66 

writers 7 Corry-Jamestown Mfg. ¢ 0, 91 Sheaffer, W. A., Pen Co l Art Metal Construction Co 39 
Vietor Adding Machine ¢ 0 General Fireproofir { rhe 56, 57 Desk Trays Art Steel Sales Corp 95, 96, 97, 98 

Adding Machines, Rebuilt & Used Globe-Wernicke Co., The 44, 45 Aigner, G. J., 68, 169 Browne-Morse Co ; tt 
Mailers’ Service & Equip. Co 81 Guide System and Supply ¢ 120 ket. Metal Sanstruction 4 39 Cole Steel Equipment ( 147 
Shipman-Ward Mfg. Co 1X4 Hedges Mfg. Company 158 Art Steel Sales Corp 15. 96. 97. 98 Columbia Steel Equip Co 125 
Underwood Elliott Fisher... Back Cover Imperial Methods | 16% Corry-Jamestown Mfg. Co 0. 91 Corry-Jamestown Mfg. Co mur. 3) 

. Invincible Metal Furn. ¢ 193 General Fireproofing Co., The 5B 57 General Fireproofing Co., The 6, 57 

Adhesives | Fs New England Woodworking Co 144 Globe-Wernicke Co.. The if 45 Globe-Wernicke Co., The 44, 45 
(See Inks, Adhesives, et« Noreor Mfg. Company 188 Hedges Mfg. Com pans 158 Invincible Metal Furn. Co 193 

Arch and Clip Board Files Peerless Steel Equip. ¢ 197 Imperial Methods Co 167 Peerless Steel Equip. C 197 
Globe-Wernicke Co.. The 44, 45 Pronto File Corp 111 Peerless Steel Equip. ( 197 Shaw-Walker Co. . 79 
Rockwell-Barnes Co 19 Shaw-Walker ¢ 79 Service Products (: 171 Victor Safe & Equip. Co 148 
Service Products Co 171 Weis Mfg. Co 69, 70, 71, 72 Shaw-Walker Co 79 Weis Mfg. Co 69, 70, 71, 72 
Shaw-Walker Co “y Wells Office Furniture ¢ 64, 165 Weis Mfg. Co 69. 70. 71. 72 Yawman and Erbe Mfg. Co 183 
Yawman and Erbe Mf Co 183 Yawman and Erbe Mf ( 18 Yawman and Erbe Mfg. Co 183 Filing Cabinets, Wood 

Ash Trays and Stands Card Indexes, Mechanical Desk Work Distributors Art Metal Construction Co 39 
Fair Furniture Co 180 Rol-Dex Co 80 Art Steel Sales Corp 95. 96. 97, 98 Art Steel Sales Corp 95, 96, 97, 98 
Smith Metal Arts Co., Inc 86 Cash Boxes Globe-Wernicke Co., The 14,45 ~ sarong ige, Kimpton & Haupt, Ine 168 

Associations, Manufacturers Art Steel Sales Cory 17, 98 Victor Safe & Equip. Co 148 ebedap tis cee Cc Nid 12% 
Wood Office Furniture Institute 8&3 Cole Steel Equipment Co 147 Wilson Jones Co J General Fi. e cy , Ce T! 

Atlases, Geographical General Fireproofing C« rl 56, 57 Desks Globe-Wernicke Con The ; 

Cram, George F., ( 176 Casters, Caster Bearings, Slides = ree Construction Ce 39 Imperial Methods Co 
yarnell Co 190 rt Steel Sales Corp 95, 96, 97, $ i 2g , 

Autographie Registers Darnell Corp Rica aieee ca. eee Endione Desk Co. 

United Autographic Register ¢ 132 Celluloid Envetopes Columbia Steel Equip. C 125 fichigan Desk Co : 
: See Envelopes, Ce J Dla Ste quit 0 25 New England Woodworking (¢ 

Bank Supplies . Corry-Jamestown Mfg. Co 90, 91 Peerless Steel Equip. Co 
Downey, C. L., Co 89 Chair trons ts General Fireproofing Co., The......56, 57 Perma-Bilt Eqipment Co 

Bankers Note Cases solens Products Co 78 Globe Wernicke Co., The 14 45 Shaw Walker Co 
Art Steel Sales Corp 5, 96, 97, 98 Chair Mats Gunn Furniture Company 200 Victor Safe & Equip. Co 
General Fireproofing Co 56, 57 Office Specialty Mfg. C« 188 Imperial Desk Co 138 Weis Mfg. Co. 69 
Globe-Wernicke Co., The 14, 45 Service Products ¢ 171 —— Desk Co... 112 Wells Office Furniture Co 
Victor Safe & Equip. Co 148 Chairs, Folding oe bys ul Furn, +H Yawman and Erbe Mfg. Co 

Binders, Catalogues and Periodical Adirondack Chair (« 153 Jasper Office Furniture ¢ 152 Filing Supplies 
Acco Products, Inc 140 Noreor Mfg. Comp 188 Michigan Desk Co 186. 187 Acco Products, Inc 140 
Amberg File & Index Co 113 Royal Metal Mfg. ¢ 206 Myrtle Desk Co 143 Aigner, a. J. Co 168, 169 
Master-Craft Corp., Div. S-W 65 Chairs, Office National Desk Co., Ir 76 Amberg File and Index Co 113 
National Blank Book Co ) right Chair Cc 188 Peerless Steel Equip. ( 197 Art Metal ¢ onstruction Co 39 
Sheppard, The ©. E., Co 4 Cramer Posture Cl ‘ 128 Royal Metal Mfg. Co 206 Barkley, ( L., & Co b2 
Wilson Jones Co 1 Domore Chair Co 77 Shaw-Walker Co 79 toy mete Co. . 127 

Binders, Permanent Storage Ehrlich Upholstery Works 184 Victor Safe & Equip. Co 148 faeces: ie elgg 90 a 
Zoorum & Pease Co 7 Fritz-Cross Compat ) Wells Office Furniture (¢ 64, 16 = . as 0. re 
Master-Craft C orp., Div. S-W 65 General Fireproofin: Co., TI 6, 57 Yawman and Erbe Mfg. 183 Dace gee ~ sie Tt = 194 
Sheppard, The C. E., Co 104 Gunlocke, The W. H. Chait 117 me ; re ik Mada agra amet A a 
aoe Rig y . 4 Hich Point Bendit & Cl Co... 151 Diaries (See Memo Books Globe Wernicke Co., The 14, 45 
Wiles Jone Co 19 Jasper Chair Co 142 Drafting Instruments & Equipment esata Wetee upply Co tay 

Blackboards Jasper Seating Co 170 —— Arthur, & Bro 146 N < : ~~" - : ye 
x oa - Ps Michig wm d = ae M4 ae = orthern States Envelope Co 114 
Service Products Co 171 fichigan Desk C« 186, 187 ‘ardinell Corp 178 Oxford Filing Supply Co 157 

r hair 26 icati ; a ‘4 Ws : ; 4 

Blank Books onl ary re cies a piaieetilies Machines & Supplies Pronto File Corp 111 
soorum & Pease ) 7 SI} Q Walk re “79 Autocopy, Inc 189 Quality Park Envelope Co 139 
National Blank Book Co 4 Shaw-Walket A Sainbridge, Kimpton & Haupt 168 Rockwell-Barnes Co 196 
Rockwell-Barnes (« 196 Sikes Co., The oS Columbia Rib. & Carb. Mfg. Co 13 Shaw-Walker Co 79 
Wilson Jones Co 19 Sturgis Posture Chair ( 58 Copy Papers, Inc 3 Smead Mfg. Co., Inc., The 67 

Blue Print and Plan File Cabinets Wells Office Furniture ¢ 64, 165 Dick, A. B., Company Victor Safe & Equip. Co 148 

All-Steel-Equip. Co 1lf Chairs (Posture) Graphic Duplicator Co 3 Wabash Filing Supplies, Inc &8 
Anderson-Hickey Co ( sright Chair Co | Heyer Corp., The 207 Warshaw Mfg. Co. 167 
Art Metal Construction Co 39 Cramer Posture Chair ¢ Manifold Supplies Co 35 Weis Mfg. Co. 69, 70, 71, 72 
ar moe Ss iles Corp 95, oF Meee Domore Chair ¢ Miller-Bryant-Pierce 174 Yawman and Erbe Mfg. Co 183 
srowne-Morse Co. ; 27 ¥ ritz-Cross “ ompany Mimeograph 33 : 

Cole Steel Equipment Co 147 teneral Fireproofing Co., The 56, 57 Mittag & Volger, Inc 73 ity ‘ts Co 11: 
Columbia Steel Equip. Co 12% Gunlocke, The W. H. Chair Co 117 Old Town Ribbon & Carbon Co a9 Sur Rubbe "C 158 
Corry-Jamestown Mfg. Co 90, 91 High Point Bending & ¢ te 151 Red Feather Products. Ltd 101 § 1 ibber 0 
General Fireproofing Co., TI 56, 57 Jasper Chair Co 142 Rex-O-Graph, In 64 Flags, Reemployed Service Men's 
Globe-Wernicke (o., The 14, 45 Jasper S g 170 Shalleross (o., The 154 Service Flag & Emblem Co 1x9 
os —_ Furn. Co 19 Shaw- Co 79 Sinclair & Valentine Co 191 Folders (See Filing Supplies) 

*eerless Steel Equip. Co 197 Sikes Co., The 63 Smith, L. C., & Corona Tws 7 ‘ a 
Pronto File Corp l Sturgis Posture Chair ¢ 58 Speed-O-Print Corp 109, 110 Fountain Pens, Mfrs. us rm ia 
Shaw-Walker Co. 79 Wells Office Furniture ( 64, 165 Standard Dupl. Machs. Corp 107 oe ella lrg im Mas 

d Erbe ( : 2 Supply So O5 wversharp, corporates So 
Yawman and Et Mfg. ¢ ° Chairs, Tablet Arm Starkey Pape r & Supply 8 19 Kahn, David, I 

Bond Boxes j ate ° Technygraph, The 205 - . id, In . 141 
Art Steel Sales Corp 15. 96. 97, 98 Jasper Chair Co 142 Victor Rafe & Kaui. < 148 Sheaffer, W. A. Pen Co 61 
General Fireproofin Co.. The "56. 57 Jasper Seating Co 170 rs bape pti coca tees U. S. Victor Fount. Pen Co., Inc 203 
sol en ana ean : “Zan New Indiana Chair ¢ 126 Duplicating Machines, Used 
Globe-Wernicke Co., The 14,4 Graphic Duplicator Co 1: Globes, Conereeienl 

Book Cases Check Book Covers & Passbooks Mailers’ S stort Mentha +t Cram, The George F., Co 176 
All-Steel-Equip. ( 116 Amer. Passbook (*¢ 194 “a 2 lb pails cat Gummed Cloth Rings 
Art Metal Construction ¢ 39 Check Protectors & Writers Envelope Sealers Graff. Geo. B Me 177 
trowne-Morse Co 127 Hall-Welter Co 200 Commercial Controls Corp 145 aris aT i Peg 09 
Corry-Jamestown Mfg. Co 90, 91 Todd Company In r 182 Standard Dupl. Machs. Corp 107 Warshin Mfe ; 4 
General Fireproofing Co., The M6, OT Checks, Stamped Metal Envelopes se Aginees , ‘s 
Globe-Wernicke Co., The 4, 45 Dayton Stencil Works 195 Cooke & Cobb Company 186 Gummed Tape & Sealing Machines : 
Gunn Furniture Company 200 Meyer & Wenthe. Ir 169 Globe-Wernicke Co . 44.45 Metal Specialties Mfg. Co 203 
Michigan Desk Co 186, 187 Clip Board Northern States Envelo ( 114 Reyburn Mfg. Co. 102 
New England Woodworking ( 144 4 sper ve , Af : Quality Park Envelope Co 139 Honor Rolls 
Peerless Steel Equip. Co 197 nae Arch and Clip Board Files) Smead Mfg. Co., Inc., The 67 Acme Bulletin Directory Corp 195 
Shaw W alker Co 79 Coin Bags, Trays & pangs §- Wilson Jones Co 19 U. S. Bronze Sign Co 195 
on eee Supplies, in secre: Be “ya ae 8 Cory dedihi Envelopes, Celluloid Income Tax Data Files 

8 Mig. ( y, al il iz ° o Bhs i ISD 16 > , i Swateme ( on° 
Yawman and Erbe Mie. cc » pantera pee oe» A 168, te Bureau Systems Co 20 

Bookkeeping Machines anaes Wretineta Ts 140 : Index Card Signals 
Int'l Business Machs. Corp 20 Copy Right Mfc. « 190 Erasers Cook, H. C., Co. 191 
Underwood Elliott Fisher Back Cove D wih Mf c can Tl on Faber, Eberhard, Pencil ¢ 191 Graft, Geo. B., Co 177 

Box Letter Files Rite- Mig, Corp a 161 Roberts, Weldon, Rubber Co 199 Victor Safe & Equip. Co 148 
Ambers Wie & Index Co Wells Office Furniture Co 64. 165 Expense Books Index Tabs 
Art Steel Sales Corp 95, 96, 97, 98 Seach Publishing ¢ 19 Aigner, G. J. Co. 168, 169 
Cole Steel Equipment Co 17 Costumers ; Amberg File and Index Co 113 

Globe Wernicke Co., The 4 4s Fair Furniture Co 180 Eyelets & Eyelet Famesers Rarklos a ars om eee 

Hedges Mfg. Company ‘Ine Globe-Wernicke Co., The 4, 45 Bates Mfg. Compan; 81 Globe-W apes a +4 
a eerless Steel Equip. Co 197 Rivet-O Mfg. Co 195 Hlobe-Wernicke Co., The 44, 45 

Rockwell- Bz oO Peerl Steel Equip. ¢ 197 g. . : : ‘ ‘ 

OCKWe oe ( ) 7 4 ; 4 Guide System & Supply Co ...120 
Weis Mfg 69.70.71. 72 Shaw-Walker Co 79 File Boxes, Fibre Collapsible Markilo Co : .-.194 

Brief & Deon Cases Vogel-Peterson Compat LOd Bankers Box Co 162. 163 Master-Craft Corp., Div. S-W._..... 65 
Master-Craft Corp., Div. S-W f Wells Office Furniture ( 64, 165 tarkley, C. L., & Co 62 Reyburn Mfg. Co. . 102 
Stationers Loose Leaf Co 201 Cushions & Pads, Chair Globe-Wernicke Co., The 14, 4 Shaw-Walker Co 79 
Stein Bros. Mfg. ¢ 179 Brewster Mfg. Compar 122 Guide System & Supply Ce 120 Sheppard, The C. E., Co 104 

Calculating Devices Century Leather Furn. ( 100 Oxford Filing Supply Co 155 Speed Products Co 115 
Colonial Company 194 Fair Furniture Co 180 Pronto File Corp wsevnenseab LY Victor Safe & Equip. Co 148 
Hiatt Bush Co 154 Sun Rubber Co 156 Weis Mfg. Co.. 69, 70, 71, 72 Inks (Writing), Adhesives, Etc. 

Meilicke Systems, In A 96 Dating Stamps File Boxes, Metal Higgins Ink Co........ 197 
ge gua Ward Mfg. Co 184 fates Mfg. Company 81 Art Metal Construction ( 39 Rivet-O Mfg. Co 195 
Victor Safe & Equipment Co 148 Consolidated Stamp Mfg. 194 Art Steel Sales Corp ’ 97, 98 Stewart, R. A., & Co 55 

Calculating Machines Fulton Specialty 157 Cole Steel Equipment ¢ 14 Inkstands 
Allen ¢ alculat ors, Inc 133 Meyer & Wenth« In 161 mre Jamestown Mfg. 90, 91 Sengbusch Self Cl. Inkst'd Co 149 
Friden Caleulating Mach. C 129 Rivet-O Mfg. Co 195 Globe-Wernicke Co., The 44, 45 Knives, Office 
Monroe Cale. Machine Co 1: Stewart, R. A., & Co Peerless Steel Equip. Co 197 Gits Molding Corp 192 
Victor Adding Machine C 159 Superior Type Co ah) Pronto File Corp 111 (Continued on page 7) 
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THE CLASSIFICATIONS 
(Continued from page 6 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co 
Smead Mfg. Co 
Warshaw Mfg. (« 
Weis Mfg 
Ladders, Library, Store & Vault 
Cotterman, D 


Co 69, 70, 71 


Leads for Mechanical Pencils 
Autopoint Company 
Eversharp, Incorporated 
Faber, Eberhard, Pencil Co 
Kahn, David, In 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen ¢ 

Leather Goods 
Stein Bros. Mfg. Cc 

Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery Works 
Gunlocke, The W. H. Chair Co 
Jasper Chair Co 
New Indiana Chair C¢ 

Letter Trays (See Desk Trays 


Library Equipment 
All-Steel-Equip. Co 


Art Metal Construction Co 

Art Steel Sales Corp 95, 96, 97, 
Corry-Jamestown Mfg. Co 90 

General Fireproofing Co.. The rt 

Globe-Wernicke Co., The 44, 


Peerless Steel Equip. Co 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 
Lockers and Storage Cabinets 

All-Steel-Equip. Co 

Anderson-Hickey Co 

Art Metal Construction Co 


Art Steel Sales Corp 95, 96, 97, § 
Browne-Morse Co 

Corry-Jamestown Mfg. Co 90 
General Fireproofing Co., The aT 
Globe-Wernicke Co., The 14 
Invincible Metal Furniture C¢ 


New England Woodworking Co 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 

Locks, Drawers, Showcases, Etc. 
Wonder Lock 

Loose Leaf Books & Systems 
Amberg File and Index C¢ 
Boorum & Pease Co 
Feldco Loose Leaf Co 
Master-Craft Corp., Div. S-W 
National Blank Book Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Co 

Loose Leaf Metals and Devices 
Columbia Tra re Corp. 
Sheppard, The E., Co 
Wilson Jones Co 

Loose Leaf Sheet Covers, 
Aigner, G. J., Co 
Markilo Co 
Wilson Jones Co 

Mail Distributors 
Globe-Wernicke Co., The 14 
Victor Safe & Equip. Co 

Mailing Machines 
Commercial Controls Corp 
Standard Dupl. Machs. Corp 

Map Tacks 
Graff, Geo. B., Co 
Moore Push Pin Co 

Maps 
Cram, The George F., Co 

Matched Office Suites 
Art Metal Construction Co 


General Fireproofing Co., The 56, 57 
Globe-Wernicke Co.. The 14 
Leopold Co 


Royal Metal Mfg. (« 
Shaw-Walker Co 
Memorandum Books 
Boorum & Pease Co 
Master-Craft Corp., Div. S-W 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 
Memorandum Devices 
Autopoint Company 
Bates Mfg. Company 


Mending Tape 
Reyburn Mfg. Co 
Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 
Meyer & Wenthe, In 


Moisteners 
Metal Specialties Mfg. (Cc 
Rivet-O Mfg. Co 
Sengbusch Self Cl. Inkst'd 
Sun Rubber Co 
Numbering Machines 
Bates Mfg. Company 
Roberts Numbering Mach. Co 
Office Partitions and Railings 
Globe-Wernicke (o., The 14 
Office Printing Outfits 
Fulton Specialty Co 
Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 


Wilson Jones Co. . 
Paper 
Agency Paper Co. 


Eaton Paper Corp.. 
Rockwell-Barnes Co 
Wansco Paper Products Co., Inc 
Paper Clamps 
Acco Products, Ine 
Cook, H. C., Co 
Esterbrook Pen Co., The 92 
Graff, Geo. H., Co 
Hunt, C. Howard Pen Co 
Vail ‘Manufacturing Co 
Paper Clips 
Oakville Company 


OFFICE APPLIANCES, 


Celluloid 
168, lf 


196 
14 


109 
157 


195 
169 


203 


.-.103 


Paper Fastening Machines 


ce Fastener Corp 185 
Acme Staple Co Loe 
Bates Mfg. Company 81 
Markwell Mfg. Co 119 
Neva-Clog Products, Inc So 
Speed Products Co 115 
Victor Safe & Equip. (« 148 
Paper oo Stickers 

Feldco Loose Leaf Corp 17 
Paper Fasteners & Washers 

Oakville Company 103 


Paste (See Inks Adhesives, Et 
Pencil Sharpeners 
Hunt, C. Howard, Pen ¢ 10 
Pencils, Mechanical 
Autopoint Compar 
Eversharp, Incorporated 85 
Rite-Rite Mfg. (¢ 195 
Sheaffer, W \ Pen 61 
Pencils, Wood Cased Lead 
Faber, Eberhard, Pencil Cc 191 
General Pencil Co Lit 
Staedtler, J. S., Ir 194 
Swan Pencil ¢ 203 
Pens, Steel 
Esterbrook Pen ¢ The 2, 3 
Hunt, C. Howard, Pen Ce 170 
Sengbusch Self Cl. Inkst'd (<¢ l 
Pins and Pin — 
Oakville Comp: 103 
Vail Mfg. Co 74 
Platens, Typewriter 
Ames Supply Co 60 
Postal Meters 
Commercial Controls Corp 145 
Postal Scales 
Commercial Controls Corp 145 
Typewriter Equipment (¢ 
Presentation Covers 
Amberg File and Index (« 1 
Oxford Filing Supply Co ! 
Smead Mfg. (¢ 67 
Price & Sign Markers 
Fulton Specialty Co 
Stewart, R. A., & 
Superior Type Co 





Publishers 
British Stationery Exporter 205 
Punches 
Acco Products, Inc 140 
sates Mfg. Company Ss] 
Boorum & Pease Co., The 75 
Globe-Wernicke Co.. The 14, 45 
Metal Specialties Mf Co 2038 
National Blank B ook C« 93 
Wilson Jones C 19 


Push Pins 
Moore Push Pin 


Ribbons and Carbons 


198 
| ri 16 


Allen & Co 177 
Ames Supply Co 60 
suckeye Rib. & Carbon ( 198 
Copy Papers, Inc 13¢ 
Codo Mfg. Co 108 
Columbia R. & C. Mfg. 43 
Little, A. P., In 150 
Manifold Supplies Co ‘ <oss OO 
Miller Bryant-Pierce 174 
Mittag & Volger, Inc 73 
Old Town Rib. & Carb. Co 59 
Pacific Car. & Rib. Mfg. Co . 99 
Peerless Imperial Co. 53 
Phillips Process Co. 181 
Regal Typewriter Co 205 
Remington Rand, Inc 160 
Royal Typewriter Co., Inc i] 
Shallcross Co., The 400.4 D4 
Shipman-Ward Mfg. Co. 184 
Storms, H. M., Co 94 


Underwood Elliott Fishet Back Cover 
U. S. Typewriter Ribbon Mfg. Co 
Webster, F. S., Co "a 
Write, Inc 158 
Rubber Bands 
Faber, Eberhard, 
Rubber Stamps 
Meyer & Wenthe, Inc 161 
Stewart, R. A., & Co 55 


Superior Type Co = 55 


Pencil Co 191 


Rubber Type 
Fulton Specialty 
Stewart, R. A.. & 


Superior 
Rulers, 

C-Thru 
Safes 

Art Metal Constr 

General Fireproof 

Globe-Wernicke ¢ 


Ruler 


Type Co 
Transparent 


uctior i 
ing r 
( The 


Herring-Hall-Marvin Safe ¢ 


Invincible Metal 


Furniture ¢ 


Meilink Steel Safe ¢ 


Remington Rand 
Shaw-Walker Co 
Victor Safe & Eq 


Yawman and Erbe 


Scrapbooks 
Globe-Wernicke 
Weis Mfg. Co 
Wilson Jones Co 

Secretary Desks 


Inc 


uip. 
Mfg. ¢ 


Art Metal Construction (« 


General Fireproof 
Globe-Wernicke ¢ 


ing Co.. The 


rH) The 


Peerless Steel Equip. ¢ 


Shaw-Walker Co 

Wabash Filing Si 
Shelving 

All-Steel-Equip 


ipplies, Inc 


Art Metal Construction (« 


Browne-Morse Co 
Corry-Jamestown 
General Fireproofi 
Globe-Wernicke ¢ 
Shaw-Walker Co 


Mfg. (« 
ing Co., The 
‘o., The 


Signs, Changeable Letter 


Acme Bulletin & 


Sleeve Protectors 
Plastex Company 


Slide Rules 


Dir. Corp 


C-Thru Ruler Co 


Stamp Affixers 
Commercial Conti 
Standard Dupl. 4 


Stamp Pads 
Bates Mfg 
Fulton Specialty 
Meyer & Wenthe 
Phillips Process 
Rivet-O Mfg. Co 
Rockwell- Barnes 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
of its various commissions this bureau calls 


In the 


execution 
upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 


office equipment, 


supplies names of manufacturers of 


any article wanted, puts man and job together, pre- 


pares advertising copy, 


furnishes list of 


desirable 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
_ Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 

turers, 
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Peerless Steel Equip. Co. 97 
Pronto File Corp 1} 
Rockwell-Barnes Co. o6 
Shaw-Walker Co. 79 
Weis Mfg. Co. ...69, 70, 71, 72 
Yawman and Erbe Mfg. Co. 183 
Store Fixtures and Equipment 
All-Steel-Equip. Co. .. 116 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co............. 130 
Tables 
Art Metal Construction Co 3Y 
Browne-Morse Co. .. 27 
Corry-Jamestown Mfg. Co 90 (91 
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Globe-Wernicke Co., The 44, 45 
Mutschler Bros. Co , 188 
Peerless Steel Equip. Co 197 
Shaw-Walker Co. ................. 79 
Victor Safe & Equip. Co 148 
Wells Office Furniture Co 164, 165 
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Remington Rand, Inc. ; 160 
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Reyburn Mfg. Co......... ad 102 
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Tyoe, Typewriter 
Ames Supply Co. 60 
Shipman-Ward Mfg. Co. .... 184 
Typewriter Cleaning Material 
Ames Supply Co. 60 
Bainbridge, Kimpton é & asattaiae Inc...168 
Cardinell Corp. _ 178 
Clarotype Co. ...... 196 
Mittag & Volger, Inc.............. on Oe 
Norta Distributing Co. 178 
Red Feather Products, Ltd.................101 
Regal Typewriter Co... jens 205 
Rivet O Mfg. Co a 195 
Shipman-W ard Mfg. Ce cn 184 
Wonnter, Te: &¢Mtanccnania ae 
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Ames Supply Co. ..... 7 60 
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Shipman-Ward Mfg. Co.. 184 
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Ames Supply Co. ..... wd 60 
Shipman-Ward Mfg. Co. .. 184 
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PATENTS 


Copies of patents shown poe can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,362,445. Fastener. Clarence M. Blodgett, New 
York, N. Y. Application December 20, 1941, Serial 
No. 423,718. Granted November 14, 1944 

2,362,496. Double Post Card and Return Envelope. 
George Jo Mess, Indianapolis, Ind. Application May 
13, 1943, Serial No. 486,754. Granted November 14, 
1944, 

2,362,582 Stylus Holder. Willie T Pearson 
i Miss. Application March 9, 1944, Serial 

Granted November 14, 1944. 

2,362,633. Register. Stuart Hilder, Arlington, Va., 
assignor to Monroe Calculating Machine Company, 
Orange, N. J., a corporation of Delaware. Applica- 
tion November 17, 1943, Serial No. 510,617. Granted 
November 14, 1944. 

2,362,641. Strip Serving Machine. Theodore H. 
Krueger, Stratford, Conn., assignor to Better Pack- 
ages Incorporated, a corporation of New York. Ap- 
plication August 19, 1942, Serial No. 455,311. 
Granted November 14, 1944. 

2,362,663. Marker for Cylindrical Objects. Roy W. 
Redin and Samuel M. Behar, Chicago, lll., assignors 
to The Superior Type Company, Chicago, Ill., a cor- 
poration of Illinois. Application May 17, 1943, 
Serial No. 487,232. Granted November 14, 1944. 

2,362,702. Caleulating Machine. Samuel I. Krieger, 
New York, N. Y. Application June 30, 1942, Serial 
No. 449,053. Granted November 14, 44, 

2,362,709. Caleulating Machine. ‘Thomas O. Mehan, 
Park Ridge, Ill., assignor to Victor Adding Machine 
o., Chicago, I1l., a corporation of Illinois. Application 
November 21, 1941, Serial No. 419,823. Granted Novem- 
ber 14, 1944. 

2,362,715. Registering Means for Duplicators and 
the Like. Carl H. Olsen, Chicago, IIL, assignor 
to Henry Hildebrandt, Chicago, Il. Application 
December 30, 1941, Serial No. 424,876. Granted 
November 14, 1944 

2,362,727. Mechanical Pencil. Blanchard D. Smith, 
Atlanta, Ga., assignor to Scripto Manufacturing Com- 
pany, Atlanta, Ga., a corporation of Georgia. Ap- 
plication March 23, 1943, Serial No. 480,222. 
Granted November 14, 1944. 

2,362,746. Chair. Nicholas A. De Vries, Flushing, 
N. Y. Application June 9, 1942, Serial No. 446,337. 
Granted November 14, 1944. 

2,362,755. Gummed Paper Moistener. Theodore H. 
Krueger, Stratford, Conn., assignor to Better Pack- 
ages Incorporated, a corporation of New York. Ap- 
plication March 7, 1942, Serial No. 433,737. Granted 
November 14, 1944. 

2,362,877. Typewriter Desk. William J. Bargen, 
Waukegan, Ill. Application March 26, 1943, Serial 
No. 480,691. Granted November 14, 1944. 

2,362,895. Duplicating Machine. Frank Ronald 
Ford, Sparkbrook, Birmingham, England. Application 
December 11, 1941, Serial No. 422,501. Granted 
November 14, 1944. 

2,362,948. Fountain Pen. Walter Dorwin Teague, 
River Farm, and Walter Dorwin Teague, Jr., Alpine, 
N. J., and Stowe Myers and Douglas D. Andrews, 
New York, N. Y., assignors to W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, a _ corporation of 
Delaware. Application November 24, 1943, Serial 
No. 511,524. Granted November 14, 1944. 

2,362,952. Master Sheet Blank Means. Lawrence 

A. Watkins, Hamilton, Ontario, Canada, assignor to 
Ditto, Incorporated, Chicago, Ill., a corporation of 
West Virginia. Application January 21, 1941, Serial 
No. 37! . Granted November 14, 1944. 
2 ,363, 054. Chair. Frank D. Fields and Glenn D. 
Wood, Elkhart, Ind., assignors to Posture Research 
Corporation, Elkhart, Ind., a corporation of Indiana. 
Application June 3, 1942, Serial No. 445,569. Granted 
November 21, 1944. 

2,363,096. Printing Device. George R. Sullivan, 
Cleveland, Ohio, assignor to Addressograph-Multi- 
graph Corporation, Wilmington, Del., a corporation 
of Delaware. Application August 16, eae Serial 
No. 407,109. Granted November 21, 194 

2,363,114. Setting Device for “a Edwin 
F. Britten, Jr., Short Hills, N. J., assignor to Monroe 
Calculating Machine Company, Orange, N. J., a cor- 
poration of Delaware. Application June 4, 1943, Serial 
No. 489,689. Granted November 21, 1944. 

2,363,163. Moistening Device. John B. Tweeten, Los 
Angeles, Calif., assignor of one-half to Robert L. 
Parker, South Pasadena, Calif. Application July 6, 
1942, Serial No. 449,970. Granted November 21, 
1944, 

2,363,277. Adhesive Tape Dispenser and Applier. 
Arthur A. Anderson, Rose Township, Ramsey County, 
Minn., assignor to Minnesota Mining & Manufacturing 
Company, St. Paul, Minn., a corporation of Delaware 
Application January 1, 1944, Serial No. 516,717. Granted 
November 21, 1944 

2,363,314. Sletting Machine. Hyman E. Golber, Chi- 
cago, Ill., assignor to Multi-Sort Systems Incorporated, 
Chicago, Ill., a corporation of Illinois. Application 
October 7, 1942, Serial No. 461,177. Granted Novem- 
ber 21, 1944. 

2,363,355. Edge Binding for Sheet Holder Covers. 
William Percival Pitt, Union, N.J. Application July 21, 
1942, Serial No. 451,728. Granted November 21, 1944 

2,363,369. Inkwell. Roy Eugene Stroh, Brookline, 
Pa., assignor to The Turner and Harrison Steel Pen 
Manufacturing Company, Philadelphia, Pa., a corpora- 
tion of Pennsylvania. Application February 3, 1944, 
Serial No. 520,860. Granted November 21, 1944 

2,363,417 Methoc of and Apparatus for Making Zig- 
zag or Fan- Fotded Assemblies of Series Connected En- 
velopes. Vincent E. Heywood, Worcester, Mass., as 
signor to United States Envelope Company, Springfield, 
Mass., a corporation of Maine. Application July 15, 
1941, Serial No. 402,524. Granted November 21, 1944 

2,363,490. Reversing Attachment for Duplicating Ma- 
chines. Gordon Campbell Avery, Washington, D. C. 
Application April 18, 1942, Serial No. 439,568. Granted 
November 28, 1944. 

2,363,554. Trip and Control Mechanism for Mail- 
Treating Machines. Commodore D. Ryan and Edward 
P. Drake, Los Angeles, Calif., assignors to Commercial 
Controls Corporation, a corporation of Delaware. Appli- 
cation June 23, 1941, Serial No. 399,324. Granted 
November 28, 1944, 

2,363,601. Duplicating Pad or Pack. Edward Z. 
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2,306,003 2,344,198 
Lewis, Evanston, Ill., assignor to General Manifold & 2,363,989. Attachment for Typewriters. Jesse A. Pitt- 
Printing Co., a corporation of Pennsylvania. Applica- man, Nashville, Tenn. Application ~~ 12, 1943, Serial 
tion September 27, 1941, Serial No. 412,631. Granted No. 494,379. Granted November 28, 1944. 
November 28, 1944 2,364,025. Complementary Totalizer. Hugo Ernst 
2,363,661, Carbon Paper and Its Holder. William J Kammel, Zella-Mehlis, Germany; vested in the Alien 
i Chicago, Ill. Application May 12, 1944, Serial Property Custodian. Application February 28, 1939, 
5,219, Granted November 28, 1944. Seria) No. 259,030. Granted November 28, 1944. 
PR .— —- aes SB. Nome’. 2,364,087. Paper Guide. Albert W. Metzner, Dayton, 
akland Cali, SSGLEDr SO Sriten Varculering mache Ohio, assignor to The Standard Register Company, Day- 
Co., Ine., Ay: corporation of Caterers. Application ton, Ohio, a corporation of Ohio. Application May 2:8, 
April 8.1941, Serial No. 387,408. Granted Novem- 1941, Serial No. 395,631. Granted December 5, 1944 
9 ‘ Combination Binder and Clip. Emmett E 2,364,093. Chair Construction. John B. O'Connor, 
Ward. " Stox kton, Calif. Application May 21, 1943, Serial Aurora, lll., assignor to Lyon Metal Products, Incorpo- 
No. 487 877 Granted November 28, 1944 rated, Aurora, Il., a corporation of Illinois. Application 
2,363,766. Pressure Compensator for Duplicating Ma- October 21, 1937, Serial No. 170,256 Granted De 
chines. ‘Robert Alonzo Williams, Chicago, Ill., assignor cember 5, 1944 
to Ditto, Incorporated, Chicago, Ill., a corporation of 2,364,198. Pencil Sharpener. Roman de Maiditch, 
West Virginia. Application September 18, 1942, Serial Montauk Point, N. Y Application March 10, 1944, 
No. 458,782. Granted November 28, 1944. Serial No, 525,828. Granted December 5, 1944. 
2,363,806. File Folder Seal. Thomas E. Robinson 2,364,261. Chair. Glenn D. Wood, Elkhart, Ind., 
Tulsa, Okla. Application March 4, 1944, Serial No assignor to Posture Research Corporation, Elkhart, Ind., 
525.078. Granted November 28, 1944 a corporation of Indiana. Application April 23, 1943, 
2 363.248. Plastic Loose Leaf Binder. Charles Ed- Serial No. 484,141. Granted December 5, 1944. 
ward Emmer, Chicago, Ill, assignor to General Binding 2,364,278. Follower for File Drawers. Fred C. Drebes, 
Corporation, Chicago, Ill., a corporation of Illinois Chicago, Ill., assignor to Boynton & Company, Chicago, 
Application January 2, 1943, Serial No. 471,175. Granted Ill., a corporation of Illinois. Application February 8, 
November 28, 1944 1943, Serial No. 475,074. Granted December 5, 1944. 
2,363,935. Chair. Arthur R. Boerner, Milwaukee, 2,364,479. Drawer. Lester F. Schroeder, Grand 
Wis., assignor, by mesne assignments, to Automatic Rapids, Mich., assignor to Metal Office Furniture Com 
Products Company, Milwaukee, Wis., a corporation of pany, Grand Rapids, Mich., a corporation of Michigan 
Wisconsin. Application February 3, 1941, Serial No. Application May 11, 1944, Serial No. 535,145. Granted 
377,084. Granted November 28, 1944. December 5, 1944 
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BUSINESS OPPORTUNITIES 
Wanted Abroad 


Welch Firm Seeking to Represent American Office Machine Lines.— 
R. J. Weaver, owner-manager of Weavers, Trinity Crescent, Llandudno, 
Wales, has announced that his business will shortly be taken over by a 
limited company which will distribute cash registers, typewriters, and 
adding, calculating and bookkeeping machines and equipment throughout 
the British Isles. The new organization desires to add a number of 
such machines of American make, with top quality and design being the 
first and final consideration. Interested manufacturers of these lines in 
the United States should contact Mr. Weaver at the above location 
immediately. 





Lines Wanted for Windsor, Ontario, and Near-by Areas.—A. Whitley, 
Limited, is in the market for any office product which can be sold as a 
specialty, whether mechanical, furniture, or other product except stationery. 
Lines now handled include Royal typewriter, Mimeograph, Todd check- 
writers, R. C. Allen adding machines, and steel files. The firm is also 
interested in filing supplies, desk accessories and similar goods essential 
to complete file and furniture installations. Territory covered includes 
group of counties opposite Detroit area. Mr. Whitley and an associate 
called upon several United States manufacturers in early December. 


Johannesburg Firm Desires to Add Agencies.—Premier Office Appliances, 
Marshdale Building, Johannesburg, Union of South Africa, is interested 
in establishing sole distribution rights in South Africa as representatives 
of American manufacturers specializing in office equipment (except office 
furniture), novelties and school equipment. The company, now exclusively 
buying on their own account, specializes in introducing new gadgets and 
devices in offices and government schools. A member of the firm is pre- 
pared to make a buying trip to the United States, should a sufficient num- 
ber of contacts warrant this step. 


English Distributors Seek Office Machine and Equipment Lines.—G 
Scott & Sons, Ltd., 156 Brooklands Road, Sale, Nr. Manchester, have 
expressed an interest in expanding their office machine and equipment 
lines on the English market. The major part of Great Britain could be 
covered by the organization, with dealers in the principal cities and 
towns, with whom the necessary contact is already established, as the 
principal outlets. Office machine and equipment manufacturers in the 
United States who desire to expand their export sales should address 
all communications to W. E. Pritchard, secretary. 


Near East Firm Desires Immediate Tie-up for Post-war Office Lines.— 
The Palestine Egyptian Trading Company, P. O. Box 847, Jerusalem, Pales- 
tine, has announced its interest in establishing new or closer contacts 
with American manufacturers or exporters of stationery, office equipment, 
filing cabinets and supplies, office machines, leather goods and office sup- 
plies. The firm desires to serve as agents for these lines, both in the 
Near and Middle East. Banking and commercial reference are available to 
inquirers. 


Peruvian Distributor in Need of Additional Office Lines._.J. Gonzales 
N., Pasaje Olaya 139, Casilla 2728, Lima, Peru, is particularly interested in 
obtaining lines of fountain pens, pencils, desk sets, office furniture and 
general office supplies for resale or on a distributor basis in his country. 
Manufacturers seeking to expand their Latin American business are asked 
to send price lists and catalogs to the above address immediately. 


Office Equipment Lines Sought for Colombia.—Amaya Escobar Hnos., 
Carrera 8a. Numero 12-47, Bogota, Colombia, has expressed an interest in 
obtaining agencies for rebuilt typewriters, typewriter parts, visible record 
equipment, and other general lines of office equipment and supplies. The 
firm letterhead indicates sales and service experience in office machine lines. 


Wanted at Home 


Southern California Dealer Wants Manufacturers’ Literature.—King’s 
Office Supply & Equipment Company, 239 East Third Street, Long Beach 2, 
Calif., is desirous of receiving catalogs, bulletins and price lists from 
office equipment and supply manufacturers interested in expanding their 
sales activities in this area. Mailings should be addressed to the at- 
tention of R. B. King. 


UEF Agent Opens Office Supply Store and Asks for Catalogs.—Zimmer- 
man’s, 810 Chillicothe Street, Portsmouth, Ohio, has opened a stationery 
and office supply store which is operated in conjunction with the sales 
agency for Underwood Elliott Fisher products. S. P. Zimmerman would 
like to receive catalogs and price information from manufacturers and 
wholesalers. 


New Florida Firm Wants Catalogs and Price Lists.—Thomas G. Dixon, 
owner of a new store to be opened in January at 203-207 North Boulevard, 
De Land, Fla., has expressed an interest in receiving catalogs, price lists 
and other trade literature from manufacturers in the field. Manufacturers’ 
representatives are also invited to call at the new store at any time. 








NEW TRADE LITERATURE 


Victor Adding Machine Company, Chicago, Ill., has recently issued an 
attractive brochure titled ‘‘Right Answers’’ picturing some of the most 
popular units, electric and manual, in the Victor line that now includes 
more than 50 models. Outlined are the principles on which Victor adding 
machines have been built and sold. Also related in detail is the story of 
Victor’s part in the war production effort, facilities at the plant having 
been switched to the fabrication of such precision instruments as the 
Norden bombsight, directional compass, oxygen connectors, cut-off control 
for aircraft power turrets, and gunsights used on the upper turrets of 
Liberator bombers. Many of the delicate machining operations are pic- 
tured, with special emphasis being placed on the long-time experience 
of Victor craftsmen. The book, containing a total of 28 pages, is attrac- 
tively printed in red, blue and black. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 





Eversharp, Inc., Chicago, Ill.—The board of directors of Eversharp, 
Inc., on November 20 declared two regular dividends, plus two extra 
dividends of five per cent, payable in common stock, on the company’s 
common stock. The regular quarterly dividends of 80 cents a share on 
the common and the extra dividend of five per cent in common stock 
will be payable on January 15 and April 15, 1945, to stock of record, 
January 5 and April 5, respectively. The regular quarterly dividénds of 
25 cents a share on the preferred stock were also declared, payable 
on January 2 and April 1, 1945, to stock of record, December 20, 1944 
and March 20, 1945, respectively. (Chicago Sun, November 21.) 


The General Fireproofing Company, Youngstown, Ohio.—The board of 
directors of the General Fireproofing Company has declared a year-end 
common dividend of 50 cents a share, payable December 9 to stock of 
record, November 28. This brings the 1944 total to $1.25 a share, equal- 
ing 1942 and 1943 payments. The directors also declared $1.75 on preferred 
stock, payable January 2 to stockholders of record, December 20.—AK 


Royal Typewriter Company, Inc., New York, N. Y.—Royal Typewriter 
Company, Inc., and domestic subsidiary, three months ended October 31: 
net income $215,908 after taxes and charges, equal after preferred dividends 
to 14 cents a share on 1,074,472 common shares; year ago, $439,199 and 
$1.39 a share on 268,618 common shares. (New York Sun, November 30). 


Remington Rand, Inc., Buffalo, N. Y.—The company on December 20 
filed an amended SEC registration statement, disclosing the sale of 
$6,000,000 three per cent ten-year sinking fund debentures to two insur- 
ance companies. (Chicago Sun, December 21.) 

—_>—_—_—— 


BLACK MARKETS ENDANGER ETHICAL FIBER 
OF BUSINESS, DECLARES CREDIT LEADER 


Black markets and hoarding practices, if continued, will cause a break- 
down of the business ethics of the nation, declares Henry H. Heimann, 
executive manager-on-leave of the National Association of Credit Men, in 
his Monthly Business Review, released on December 15. He directs his 
message to credit and financial executives who, he says, know better than 
any other group the importance of business character and morals in a 
world operating under a credit economy. “Business morals, deeply rooted, 
constitute the foundation stone of all credit,’’ he declares. 

“The fact that most of the gouging which is brought to our attention 
takes place in so-called luxuries or services does not remove the curse 
from the practice,’’ he continues. ‘It is only a step from black market 
in luxury merchandise to gouging in the necessities of life.” Mr. Heimann 
points out that an increasing number of business leaders now feel that 
it is high time that the local law enforcement officers give an all-out 
effort in aiding the Federal agencies now endeavoring to stamp out black 
markets and to bring to ‘‘summary justice those who, in the midst of the 
greatest conflict the world has ever known, are attempting to accumulate 
ill-gotten wealth through such illegal methods. 

“Let us keep in mind,’’ Mr. Heimann continues, “that black markets 
would die over night if they had no customers, that black markets require 
two unpatriotic contracting parties. The buyer is quite as guilty as the 
seller. Without the greedy purchases by those who patronize the black 
markets, those who seek an extra margin of profit from these transactions 
would be forced to turn their efforts to legitimate lines. 


Business Standards in Jeopardy 


“The black market situation, if continued, will break down our stand- 
ards of business morals and ethics and demoralize the character of the 
individual. There can be no sound credit where business ethics are 
liquidated. The whole basis of credit rests on confidence. The whole busi- 
ness structure has as its foundation a sense of fair dealing with our fel- 
low men. If these practices persist and, if those who indulge in them are 
not brought to account, our business standards will deteriorate to an 
oriental ‘bargaining market’ with the outmoded principles of ‘let the 
buyer beware’ or ‘make the tariff just as heavy as the market will bear.’ 
The fact that these operations that meet the eye are now luxury or per- 
sonal convenience items does not alter the eventual consequences of such 
practices. Most of the burglars start with petty thievery. 

“Some bankers intimate that their safety deposit boxes are bulging 
with currency. Some believe much of this money is black market currency 
—for when you deal in black markets, you use cash. If black market cur- 
rency is crowding our safety vaults something ought to be done about it. 
Of course, our right against search and seizure or other constitutional 
rights should not be violated, but this sizable amount of black market cur- 
rency now in vault boxes eventually must be deposited somewhere. I 
think taxing authorities have a right to know of heavy currency deposits 
that are not in regular order of business. The respectable depositor will 
not complain. The black market depositor hasn’t the right to complain. 


Can Be Eliminated Through Lack of Business 


“Let us remember that the black market participant compounds a 
felony; he is, and of necessity must be, a tax dodger. Our tax burden is 
higher because he evades his just taxation levies. He deals in cash to 
evade taxes and to keep his illicit transactions off the record. The black 
market operator is at heart an inflationist. His practices, if generally in- 
dulged in throughout the nation, would drive this country to ruin. You 
and I can give innumerable illustrations of black markets that are now 
giving us cause for alarm. 

‘Let each and every man, woman and child refuse to be a party, directly 
or indirectly, in a black market transaction and the system will be broken 
up over night. Such practice would do much to build *the ethical stand- 
ard of business and to uphold character, the cornerstone of credit. Let us 
remember that just a few black sheep in the business world can do im- 
measurable harm to constructive business enterprise. Black markets have 
a definitely adverse effect on the credit of America. Let us put an end 
to them.” 








, You Contihadeil fo i March of a f 
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Beautiful Entrance to the Pan American Building, Washington, D. C. 
Within the portals of this structure representatives of the twenty repub- 
lies of the Western Hemisphere have convened often to deliberate 


common problems, reach conclusions and develop plans of mutual benefit. 
(Photograph presented through the courtesy of the Pan American Bulletin) 
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Blazing Fost-querra Trails 
in Latin America 


OOKING to post-guerra, or 

post-war, business in Latin 
America are countless stationery 
and office equipment houses of 
El Norte America, while the Latins 
themselves talk and plan cease- 
lessly for la post-guerra, earnestly 
seeking to represent numerous 
United States manufacturers and 
handle various lines of equipment 
in their respective republics. 

Blazing trails into all of the 20 
picturesque republicas of Latin- 
America has been Thomas J. Wat- 
son, head of the International 
Business Machine Corporation, 
who has created rapprochement 
through art. This noted leader in 
the business machine field has 
furthered the “Good Neighbor” 
policy through nation-wide exhi- 
bition of contemporary art from 
these Lands of Mafiana, now on 
the verge of extensive post 
guerras negocios, or post-war 
business. 

Mr. Watson has been a patron 
of the arts in numerous paises del 
Sud America, and to the many 
hundreds of thousands of U. S. 
citizens who viewed the paintings 
in the cities where they were 
shown, he pointed out: “Painting 
is one of the truest records of a 
people. When we see what paint- 
ers reveal it increases our hope 
for better understanding among 
the peoples of the earth. We be- 
lieve that all who view these 
paintings will recognize, through 
the many different forms of ex- 
pression, common traits which 
bind humanity together in uni- 
versal kinship.” 

As to Argentina he noted, 
“Buenos Aires is today a center of 
lavish artistic production”; as to 
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Bolivia, “Bolivian art is affected 
by traditions whose long roots 
thrust deep into the Tiahuanacan 
culture of many centuries ago.” 
Something of Chilean history, cus- 
toms and character, as well as 
its culture and art, are summed 
up by Mr. Watson in legends ac- 
companying the Chilean exhibit. 
And so on through the many lands 
embodied in the traveling exhibit 
of art. 


New Plans Developing 
for Post-War Business 


But since these trails were 
blazed, new post-guerra plans are 
evolving. In some ‘instances, air- 
plane trips, voyages by sky clipper 
around the big capitals of that 
pullulating world of the southern 
half of the Western Hemisphere 
are being made by contact men 
and representatives of Govern- 
ment departments and com- 
mercial companies, each bent on 
capturing the South American 
market first and foremost—ahead 
of our good friends and allies, as 
well as our enemies in the current 
conflict. 

And while many an alert busi- 
ness house has started making 
connections from this end, la post- 
guerra has been taking possession 
of the Latin American mind. 
From the Hispanic countries, the 
French-talking republic of Haiti 
and Portuguese-speaking Brazil 
have come inquiries for such rep- 
resentation. Hombres de negocio, 
or businessmen, in these colorful 
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countries have written a los Yan- 
quis (that’s us) to take over lines 
—all anxious to get in on the 
ground floor of what looks like a 
bonanza to start immediately after 
the war. 

Inquiries of this nature, of 
course, are an indication of great 
possibilities in the post-war 
world. Friendly new partnerships 
in developing this trade are being 
formed—born of a common re- 
solve to down aggressor nations 
in the present conflict and enjoy 
fruits of common goals and ob- 
jectives, such as those espoused 
by the United Nations. 

Possibilities appear excellent for 
development of office furniture, 
office equipment and business ma- 
chine trade by U. S. manufac- 
turers, with the European nations 
seemingly out of the South Amer- 
ican territory for some time to 
come. Those establishing them- 
selves firmly at present will, there- 
fore, have a bona fide edge on 
future business when European 
nations recover and endeavor to 
recapture this commercial field. 

Warding off inevitable commer- 
cial invasion is not expected to be 
easy with the aggressive compe- 
tition that may develop again in 
this more promising field. Many 
nations, such as Germany, will 
doubtless go “all out” sooner or 
later in South America to recoup 
war losses and gain as strong foot- 
ing as possible in those, republics. 
So markets are now being awak- 
ened to be developed into splendid 
new avenidas de negocios (avenues 
of business) for numerous Amer- 
ican lines. 

American helpfulness during the 
war, its lend-lease policy and di- 
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rect aid to many of these nations 
is expected to make South Amer- 
icans better customers tomorrow, 
and to form the basis of better ex- 
port and trade balances between 
Western Hemisphere nations. 
Thus, as coming events cast 
their shadows before them, for- 
eign trade stirrings are already 
clearly outlined for la post-guerra 
countries on both sides of the 
equator are equally eager to get 
together on greater office equip- 
ment distribution. Leading execu- 


tives have begun to interest them- 
selves in exploratory work, make 
research into southern fields and 
resolve upon the winning of trade 
in not one, but twenty, simpaticas 
republicas, neighbors who even at 
this late date in our commercial 
history are so little understood, so 
little explored, yet possessed of 
potentialities of which only the 
surface has been scratched. 
Active market analyses take into 
account the manifest usefulness of 
the “Good Neighbor” policy and 


the wisdom of making the West- 
ern Hemisphere a greater “neigh- 
borhood” after the war. Swifter 
aviation and aerial lessons born 
of the current conflict may be ap- 
plied to commercial transporta- 
tion, peacetime purposes, and even 
the rapid distribution of light 
stationery lines. Even heavier of- 
fice equipment—perhaps_ entire 
physical properties of offices—will 
find their way via aerial trans- 
port to the Latin American mar- 
kets. 


Inter-American Business in 
Utilities for the Uttice 


EATURE articles, news reports 

and radio comments about 
Latin American countries indicate 
that there will be a strong indus- 
trial development following the 
war. The expected expansion will 
be in addition to the stepped up 
manufacturing programs of the 
Pan American Republics in re- 
sponse to the demands of war. 


A recent issue of the Foreign 
Commerce Weekly, published by 
the United States Bureau of For- 
eign and Domestic Commerce, car- 
ried an illuminating article on 
“Machinery and Equipment for 
Latin American Needs.” The two 
succeeding paragraphs reveal the 
extent of those needs expressed in 
terms of money value. 

“During the war, existing capi- 
tal goods have been subjected to 
heavy usage, frequently without 
adequate repair. Depreciation and 
obsolescence have reduced the ef- 
fectiveness of such equipment. It 
may be assumed, therefore, that 
within the first four years after 
the war, 40 per cent of the exist- 
ing capital equipment in Latin 
America will require replacement. 
Thus industrial expansion and re- 
placement combined may amount 
to as much as $9,800,000,000 (ex- 
pansion $7,000,000,000 and replace- 
ment $2,800,000,000). 

“Inasmuch as the United States 
will be the major capital-export- 
ing country after the war, it may 
be assumed that this country will 
provide most of the equipment 
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Sales Opportunities Await- 
ing Development Now for 
Post-war Activity 


obtained by the other American 
Republics from abroad, at least in 
the first 10 years after the cessa- 
tion of hostilities.” 

The figures quoted certainly 
point to increased commercial ac- 
tivity as well as production in 
Central and South America. In 
order to keep an expanding indus- 
trial program in efficient function 
tools for the office will be required. 
On this premise it is our opinion 
that there will be an extensive 
market for products of the office 
equipment and supply industry in 
the republics to the south. 

Following is an informative 
statement taken from a report by 
Robert J. Dorr, vice-consul, U. S. 
Embassy, Santiago, Chile: 

“Chilean demand in 1945 for of- 
fice appliances will, in the opinion 
of most of the wholesale importers 
in that country, approximate $1,- 
000,000 and may even reach $1,- 
250.000. 

“The United States was one of 
the major pre-war sources of of- 
fice supplies, and it has strength- 
ened its position during the war 
as European supplies have been 


cut off. However, prior to the war, 
this country was closely rivaled 
and in some years exceeded in im- 
portance by European suppliers. 
The United States may lose its 
dominant position when European 
suppliers are again in a position 
to compete.” 

If the proportionate demand for 
general equipment and machinery 
in the other countries of Pan 
America holds true in office equip- 
ment and supplies, approximate 
figures for 1945 imports from the 
United States would be as follows: 


ATRONVINA «525.0228. $1,300,000 
ROMS AEE oe sicv sspears dies 250,000 
Brazil .................-.......... 9000000 
COLONIA... ooo. secicscscsins. 950,000 
Ecuador 250,000 
Paraguay ... . 100,000 
oy) | 750,000 
pg | re 250,000 
Venezuela ......... .... 400,000 
eS 6 50,000 
ie Se es 500,000 
Dominican Republic... 125,000 
El Salvador .......... .... 125,000 
Guatemala ..... eee 225,000 
oS eee eee 125,000 
Honduras See 50,000 
I oie cslessoetderecse 2,400,000 
Nicaragua 75,000 
Panama 50,000 


Including Chile, the total mar- 
ket potential is $13,975,000. As Mr. 
Door intimates that Chile’s im- 
ports might reach $1,250,000, all 
the estimates might run 25 per 
cent higher and lift to a total of 
$17,500,000. 
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ANDLING the large amount and extensive variety of ma- 
terial from which contents of the monthly issues of OF- 
FICE APPLIANCES is extracted is impressive of two phases 
of the office equipment industry. One—that there is probably 
no other industry introducing such a variety of utilities of 
different functions without which the world’s governments 
and business enterprises would be severely hampered. Two— 
that there is perhaps no other industry producing so many 
different utilities which return, within a certain time, their 
purchase price by the economies they effect and thereafter 
are contributions to the funds of the enterprise by which they 
are employed. Thus do they become profitable investments 
rather than items of expense on the books of account. 
These thoughts come to mind with emphasis while prepar- 
ing copy for the Annual Office Specialties Section. The 
journal itself has specialized by annual or occasional presenta- 
tions of “‘special”’ sections devoted to office furniture, loose 
leaf equipment and supplies, school equipment and supplies, 
and others. The program was in accordance with one of the 
basic purposes of the founders of this journal—to bring to- 
gether “under one banner” groups in the trade not seem- 
ingly related. Utilities for the office meet at the point of 
service—the business office. More and more through the 
years they have come to meet at the logical point of distri- 
bution — the commercial stationery and office equipment 
store. Through specialization the dealer has expanded his 
service and increased his volume of business. Yearly presenta- 
tion of ‘“‘Specialties” sections has helped him to an under- 
standing of the importance of his function as a distributor 
of specialized products and systems equipment. The sec- 
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tions have given to those who have relations with these prod- 
ucts a greater appreciation of their use to the business world. 

Originally an office specialty was defined as a machine or 
mechanical device, because such products could not be sold 
except on a specialized basis. From product characteristics 
only the definition was shifted to embrace technique of sales. 
Some even go to the extent of saying that any item can be 
sold as a specialty. Local market conditions will determine 
the degree of specialization, but the experience of dealers 
under varying circumstances in diverse market areas indicates 
clearly that any dealer can specialize with profit. 


Marketing Trends Point to 
Profit in Specialized Selling 


VEN BEFORE the war certain 

practices in distribution were 
becoming apparent enough to 
mark a trend that could not be 
ignored. There was a growing 
tendency toward multiple retail 
outlets with larger and larger 
stores where mass display, self- 
service and mammoth promotions 
took the place of personal sales- 
manship in the movement of gen- 
eral commodities. 

This trend was further compli- 
cated by such outlets invading 
markets outside their traditional 
scope. We had drug stores selling 
hardware, tire stores marketing 
home appliances and_ grocery 
chains distributing cosmetics un- 
til old boundaries in many in- 
stances were virtually wiped out. 

There is every reason to believe, 
with the enormous increase in 
production capacity which we 
have had during the war years, 
that this merchandising trend 
will be further accelerated when 
our factories again turn exclusive- 
ly to peacetime products. 

At first glance it might appear 
that since this kind of merchan- 
dising is largely confined to the 
commodity type of merchandise, 
i.e. food and clothing and the 
like, that it offers no particular 
problem to the office machine 
dealer. After all, most office ma- 
chines are of a nature that re- 
quires some degree of specialty 
selling. They often must be dem- 
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Vice-President, 
Victor Adding Machine Co., 
Chicago, III. 


onstrated, frequently require some 
advice on application and de- 
mand some mechanical servicing. 

All of these considerations are 
true with some qualifications. We 
can all remember when the sale 
of a mechanical refrigerator, a 
radio or a washing machine de- 
manded high-grade specialty sales 
effort. In the post-war period a 
very large percentage of such ap- 
pliances will be essentially over- 
the-counter transactions, with 
large outlets and major promo- 
tions taking the place of personal 
salesmanship to a very marked 
degree. 

In our own industry, we need 
go no farther than the portable 
typewriter to get a case in point. 
The portable, originally a special- 
ty, has approached an over-the- 
counter sale in tremendous vol- 
ume in retail outlets other than 
office equipment stores. 

While I fully realize that the 
market which absorbs so many 


portable typewriters is the home, 


which is not served primarily by 
the commercial stationer or office 
machine dealer, yet the fact re- 


mains that no one can predict 
with certainty when this source 
might be followed by other prod- 
ucts. 


Change Is Feared 


Many people look upon any 
change with foreboding. This has 
always been true despite the fact 
that “change” is the one constant 
factor in the world in which we 
live. Naturally, if the smaller re- 
tailer does not adjust his activi- 
ties and trim his sails ‘to the new 
opportunities which major 
changes always offer, then he has 
reason to look to the future with 
alarm. 

The retailer in some fields may 
be at such a disadvantage that he 
cannot adjust his operation to 
meet the threat of the multiple 
operation. Fortunately this is not 
true in the office machine field, 
and there is not much likelihood 
that it will ever occur. We should, 
however, watch marketing trends 
in other fields and profit from 
them. 

There is one factor which 
Stands out in crystal clearness. 
That is the fact that the success- 
ful retailer in the future will be 
the alert individual who will give 
more and more consideration to 
Shaping his business toward those 
lines which require and hand- 
somely reward specialty sales 
effort. 

Mass merchandising methods 
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are not profitable nor are they 
frequently attempted on _ lines 
which must be demonstrated, or 
for which need must be estab- 
lished. It is after need has been 
established that the large scale 
promotions actively enter the pic- 
ture. 

Training his organization to do 
a specialty selling job is the first 
line of defense for the normal- 
sized retailer in the fight for post- 
war sales. But the value of such 
planning and action is more than 
a defensive measure to protect 
existing volume and profits. 


Advantage of Trained Staff 


The alert specialty trained re- 
tail organization is going to have 
another big advantage in the 
period just ahead. During the 
war hundred upon hundreds of 
new mechanical principles have 
been incorporated into instru- 
ments of war. It will be most sur- 
prising if a number of these de- 
velopments do not appear in our 
own field in the form of new 
types of business machines and 
equipment. 

Since such machines will be 
new in character and design the 
services which they will be cap- 
able of performing will have to 
be sold. Obviously those retailers 
whose organizations have been 
been trained to do a specialty 
selling job will be the first to 
recognize and cash in on the 
profit opportunities the new ma- 
chines offer. In so doing, these 
alert retailers will get the jump on 
their less aggressive competition 
and will have a lasting advan- 
tage. 

Specialty lines are no sinecure. 
They demand a high degree of 
personal salesmanship, imagina- 
tion and aggressiveness. To pros- 
per with such lines a dealer must 
build a higher type of personnel. 
There is no compromise between 
running a store and doing a 
specialty selling job. In the one 
case you are creating business. In 
the other you are merely supply- 
ing a demand. Generally speaking, 
rewards are commensurate with 
the effort required, and creating a 
Sale will be more profitable than 
serving a demand. 


There is nothing revolutionary 
in this idea of concentrating on 
good, profitable specialty lines. 
Hundreds of the most successful 
outlets in our own field were do- 
ing that before the war. This 
group has perfected even more 
aggressive plans for the post-war 
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period. Unfortunately, however, 
there are many others who had 
been drifting along depending 
upon old and accepted lines to 
carry them, despite the fact that 
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volume and profit margins were 
becoming increasingly difficult to 
maintain, even before the war. 


Selling Non-Industry Lines 


There are others who, during 
the war period, turned to gift 
merchandise and other lines 
which they had not handled in 
the past to maintain volume in 
the face of curtailed production 
of machines. In many instances 
these ventures were profitable and 
served a most useful purpose. It 
is quite possible, under proper 
departmentalization and _ super- 
vision, that such items can be of 
value to their operation in the 
post-war period. It is well, how- 
ever, to remember that experience 
confined to the war period is not 
necessarily a true yardstick for 
a normal peacetime operation. 
The ability to obtain merchan- 
dise of almost any type has been 
at least as important during the 
past couple of years as any skill 
in selling it. Competition has not 
forced the close prices quite gen- 
erally associated with such mer- 
chandise and trade has been 
brisk enough to eliminate the 
problem of style changes. In ad- 
dition, large department stores 
and chains have not made the 
same large-scale promotional ef- 
forts common with such organi- 
zations in the normal market. 

Obviously, the best specialty 
lines obtainable are of little value 
unless your organization has the 
desire and knowledge for market- 
ing them. Piling one specialty 
line on top of the other, even if 
they are obtainable, is not the 
solution either. It is far better 
to concentrate and do a real job 
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on two or three than to “muff” an 
attempt to handle a dozen. In 
fact, manufacturers of such spe- 
cialty lines who study their mar- 
keting problems carefully look 
upon the retailer’s sales personnel 
and its leadership just as carefully 
as at his credit. They know that 
they can continue to profit only if 
their dealers are successful. Con- 
sequently, they attempt to ap- 
point outlets capable of doing a 
selling job. 


Manufacturers Should Be 
Investigated, Too 


Just as the manufacturer be- 
comes more critical of his retail 
outlets, so should the retailer 
become more exacting in his re- 
quirements of the manufacturers. 
Naturally he should demand a 
good product which is featured 
and priced to reach the largest 
possible segment of the market. 
He should demand a franchise 
which protects him in his market- 
ing activities. 

In selecting a line of equipment 
the dealer should be equally criti- 
cal of the manufacturer’s sales 
promotion and advertising pro- 
grams. He should investigate 
what competitive manufacturers 
offer in the way of sales training 
and market research, since these 
factors are at least as important 
as the mechanical excellence of 
the product itself. 

While it is true that most man- 
ufacturers offer all of these serv- 
ices in one form or another, the 
fact remains that there is a wide 
variation in their effectiveness. 
Some manufacturers are smart 
and aggressive in their market- 
ing programs, others are not. 
Some managements are mechani- 
cally-minded but backward on 
modern promotion. There can be 
a great deal of difference in the 
efficiency of the sales tools offered 
by competitive manufacturers. 
Even more important to sales suc- 
cess is the attitude which the 
management of a manufacturer 
reflects. Where this attitude is 
aggressive and shows a keen sense 
of modern merchandising it stim- 
ulates sales activity, not only 
through the manufacturer’s or- 
ganization itself, but right on 
through to the retailer’s salesman. 
That’s a real plus in marketing 
any line. 


The Irregularity of Change 


We touched on the subject of 
“change” earlier in the article as 
being the one constant factor in 
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our lives. But “change” is not a 
uniform thing that can be meas- 
ured in days or weeks or years. 
There are periods in history when 
it occurs with stunning rapidity 
just as there are other periods 
when it takes shape very slowly. 

Great upheavals, either of nat- 


ural or man-made origin, such as 
this war, are usually followed by 
periods of intense activity and 
many changes in every aspect of 
human association. It would seem 
quite probable that the next dec- 
ade will register more differences 
in our mode of life and doing 


business than any other in the 
past century. The alert business 
men will profit from those 
changes while those who fail to 
read the signs will suffer because 
they will wait too long to make 
important, and what often may 
appear to be radical, decisions. 


Specialty Selling 
Suggestions 


—— of the 19 annual Office Specialties Sections were presented 


under normal business conditions. 


Since the war started in Europe 


and spread throughout the world, restrictions in raw materials and pro- 
duction facilities have practically eliminated specialty selling as a factor 
in this field. Order taking became the salesman’s function, and meeting the 


demand became the all-absorbing problem of the dealer. 


Consequently 


comments from dealers telling about recent specialty selling experiences 
are not available. As the principles involved remain the same, we present 
on this and following pages pertinent excerpts from preceding sections. 


Price Marking 


Better price marking, better dis- 
plays, easier and quicker handling 
of customers is now, and will be 
in the future, a bigger factor in 
svationery merchandising. 

There are many items that re- 
quire time in order to be sold ef- 
fectively because of the necessity 
of explaining systems, working out 
adaptations to individual require- 
ments, and so forth. On such lines 
price markings are not so impor- 
tant. The many small items in 
the average stationery store, how- 
ever, should be clearly marked and 
displayed so the customer can get 
in and out of the store quickly. I 
feel this will be a definite trend 
in our industry, because failure to 
follow it will open the way after 
tle war to competitors who will 
not give the service stationers 
have always given. Such mer- 
chandisers will be quick to take 
advantage of the situation. More 
open displays of all kinds, with 
prices clearly marked, will lower 
store selling costs and increase 
volume. 

—E. Russell Ashley, Ashley- 
McCormick Company, 
Bridgeton, N. J., January, 
1944. 
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Telephone Selling 


The telephone, when properly 
used, has always been an impor- 
tant source of sales. Next to a 
personal call on a prospect, the 
telephone offers the most intimate 
and effective method of contact. 
Today, with a rubber shortage and 
gasoline rationing it is more im- 
portant than ever. 

The telephone, however, is no 
different than a personal call or a 
piece of direct mail. All three 
have the same limitations. If any 
of them is to produce results, it 
roust be planned so that the right 
story is told to the right man. 

The telephone solicitation must 
be rehearsed until it is smooth 
and flows naturally. This can be 
accomplished by first writing it 
out and then giving it over the 
telephone again and again to an- 
other member of your organiza- 
tion until you are Satisfied that 
your story is being presented to 
the best advantage. Twenty-five 
times is not too many practice 
calls. 


—Paul J. Schutt, Victor 
Adding Machine Com- 
pany, Chicago, Ill., Janu- 
ary, 1943. 


Typewriter 
Demonstrations 


“To my way of thinking, the big- 
gest mistake any dealer can make 
in the operation of a typewriter 
department is to put machines out 
on demonstration for an unlimited 
time,” says E. B. Healy, head of 
the company and president of the 
National Stationers Association. 
“After all, the only purpose of a 
demonstration is to familiarize the 
prospect with the equipment, to 
give him an opportunity to try it 
out thoroughly for his own infor- 
mation. When you leave a ma- 
chine in a man’s office for an un- 
limited time on a demonstration 
basis, he’s inclined to lose respect 
for the equipment and for you, too. 

But on the other hand, if you 
make him feel he’s being accorded 
a real privilege in having an op- 
portunity to try out a new ma- 
chine for a period of only two or 
three days, he likes you and he 
has full respect for the equipment. 
In that time, the newness hasn’t 
yet worn off and if he’s in the 
market, he feels a very definite 
interest in buying that particular 
machine. If he isn’t an immediate 
prospect, he still hasn’t had the 
machine long enough to do any 
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damage and he has been suffi- 
ciently impressed with the value 
of the equipment to have it in 
mind when he is ready to buy. 


—E. B. (Dick) Healy, Santa 
Fe Book & Stationery 
Company, Santa Fe, N. 
Mez., January, 1942. 
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Visible Records 


Our experience shows that a 
first call sale of visible equipment 
is the exception. Usually a visible 
sale requires a number of return 
calls and the preparation of a 
definite proposal based on a study 
of the particular problem covering 
both the forms to be used and the 
equipment to house such forms to 
best advantage. 

Such a proposal requires a defi- 
nite understanding of the record- 
keeping problem and a clear con- 
ception not only of the ends the 
record must accomplish but also 
of how the record is to be kept, 
who is to keep it, where it will be 
kept and what type of equipment 
is best suited to the installation. 

Many of our visible suppliers 
maintain men in the field who will 
work closely with us in the devel- 
opment of visible sales, and whose 
wide experience and knowledge 
are ours for the asking. Not only 
is this high type of field co-opera- 
tion available but also the factory 
library of previous installations in 
a good many cases yields the exact 
solution to the problem on hand. 
We have in this factory co-opera- 
tion a means of adding expert 
service to our own facilities which 
we would be foolish to overlook. 

—Gustave Fischer, The 
Gustave Fischer Com- 
pany, Hartford, Conn., 
January, 1941. 

a 


Stapling Machines 


One of the specialties that we 
have used most successfully as an 
icebreaker is the office stapler. 
We carry a line of staplers that 
includes four or five different 
sizes, both desk models and the 
plier type. We are in a position 
to allow credit for any type of 
stapler traded in on one of our 
new machines. This gives our 
salesmen two chances for making 
a sale. If there is already a sta- 
pler in use in the office we try to 
show our customer the advantages 
of the new model, with the idea of 
trading in the old stapler. If no 
Stapler is in use our salesman 
demonstrates our stapler and eith- 
er closes the sale on the spot or 
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tries to get permission to leave 
one of our machines on trial for a 
few days. There is no end to the 
possible sales of stapling devices. 
Almost every person in the office 
can use a stapler, particularly 
since the models we sell are ad- 
justable for both temporary or 
permanent stapling. 
—F. H. Wisman, J. P. Bell 
Company, Lynchburg, Va., 
January, 1940. 


» 
Specialty Sales Methods 


The stationer who hopes to real- 
ize the maximum advantage resi- 
dent in handling office specialties 
must give primary consideration 
to the various kinds of specialties 
available. One obvious group in- 
cludes those lines that are dis- 
tinctly apart from staple products 
in usage and require a specialized 
selling technique. 

The choice of lines to sell on a 
specialty basis is important, but 
without its concomitant, an or- 
ganized selling plan, profitable re- 
sults are difficult, if not impos- 
sible, to achieve. Of the several 
plans extant in the industry, the 
one involving exclusive concentra- 
tion of special men on specialty 
lines seems to be the most logical. 

In essence, our specialty selling 
program involves first, the search 
for leads by the general line sales- 
man; second, passing on of in- 
formation to the specialty man; 
third, making a definite appoint- 
ment with the prospect; fourth, 
having an interview and subse- 
quently analyzing, advising, sell- 
ing. These steps, backed by vigor- 
ous advertising and general pro- 
motion work, have made our ven- 
ture in the office specialty field a 
profitable undertaking. 

—C. H. Carlson, Horder’s, 
Inc., Chicago, Ill., Janu- 
ary, 1939. 
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Loose Leaf Specialization 


Many opportunities for profita- 
ble specialized selling can be found 
in your loose leaf line, irrespective 
of whether you are an exclusive 
or a general distributor. Experi- 
ence has shown that, besides offer- 
ing a good line, the essentials are 
creative sales effort and a thor- 
ough knowledge of the application 
of the items handled. 

Bear in mind that your manu- 
facturers are often in a position to 
build special devices to meet ex- 
traordinary applications. 

Do not try to sell from pictures. 
If your product has merit it de- 


1945 


serves to be demonstrated. That 
is the only way in which you can 
make an impression of its good 
features. Study it carefully and 
you will be surprised at the effec- 
tiveness of your demonstration. 
Remember, if you don’t offer it, 
you won’t sell it. And don’t forget 
—know your product and its use! 


—H. H. Roeder, Marshall- 
Smith, Inc., Cleveland, 
Ohio, January, 1938. 


Stencil Duplicators 


Since the selling of specialties 
means the selling of something 
out of the usual run of everyday 
activities, it follows that the man 
who wishes to succeed in this 
work must have a special knowl- 
edge of his article. That must 
be a real knowledge, based on 
genuine understanding. It is not 
enough, for instance, for a man 
to have mastered a glib state- 
ment such as used to be called a 
sales talk. Take stencil duplicat- 
ing machines as a specific in- 
stance. A company could have a 
star salesman rattle off a mono- 
logue to a stenographer, have it 
transcribed, and then have it 
pounded into the heads of pros- 
pective salesmen. It would not 
work. To begin with, that talk 
was successful as delivered by 
the original salesman. It would 
not necessarily work at all from 
another man’s lips. If the other 
man did get results, it would be 
because the understanding had 
penetrated deeply enough into 
his intelligence to enable him to 
drive it into the understanding 
of the customer. If it failed to 
reach the salesman’s’ under- 
standing, or failed to convince 
him, that failure would assur- 
edly reach the customer. Even 
if he understood the matter bet- 
ter than did the salesman, the 
latter’s lack of appreciation and 
lack of conviction could not fail 
to destroy any ordinary chances 
to sell. The salesman needs to 
be sold himself. In the sale of 
stencil duplicating machines we 
have found it highly desirable to 
employ salesmen who have re- 
ceived practical experience with 
the process of operating such de- 
vices, and with the methods of 
selling them, experience derived 
from the manufacturers through 
direct contact. 

—W. S. McKnight,. McAu- 
life Paper Company, 
Burlington, Vt., January, 
1937. 


17 








Advertising Specialties 

The advertising which is con- 
cerned with the various special- 
ties, all of which are important 
factors in our busines, has been 
by a variety of methods. Among 
these we have always counted 
upon effective window displays. 
These, of course, are so arranged 
as to hook up with any specialty 
demonstration given inside the 
store. 

Then there are specialty mail- 
ing which we use at times for 
office machines and_ systems. 
These have been found to be very 
effective when their contents are 
made interesting as possible in 
contents and form. 

A very successful plan of ad- 
vertising specialty and general 
lines was a three-day business 
show held on our own premises. 


In announcing the event we 
mailed out a large number of at- 
tractive invitations to accounting 
departments, comptrollers and 
purchasing agents of local busi- 
ness organizations. Close upon 
the heels of these we sent out a 
similar number of follow-up let- 
ters outlining the features of our 
forthcoming show and _ stressing 
the many reasons why we be- 
lieved that business men would 
find it to their advantage to visit 
our exhibition. We were still get- 
ting results ten months later. 

—D. D. MacDonald, Brad- 
ley & Scoville, Inc., New 
Haven, Conn., January, 
1936. 

= 

The Buyer’s Viewpoint 

In the office specialty line one 
should and one must use all the 
resources he has if he wishes to 
make success of his job. The 
salesman must place himself in 
the position of the man to whom 
he is selling. Perhaps this is 
rather an odd way of putting it, 
but it is true nevertheless. The 
salesman should not let his pros- 
pect feel for a moment that he 
is being sold something; rather 
must the salesman convince the 
prospect that he is endeavoring 
to render a real and valuable 
service and then he must go 
ahead and prove his point. 

What the article the salesman 
is selling will do for the cus- 
tomer is the big idea the sales- 
man must put across. Absolutely 
nothing else counts. When the 
proposition is presented in this 
light convincingly, price has no 
place in the picture at all. I have 
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proved this to myself time and 
time again. The business man 
is, as a rule, willing to be shown 
and when he has been convinced 
that the article offered will do 
what the salesman says it will, 
the rest is easy. 
—Louis Cohen, Fort Smith 
Office Supply House, Fort 
Smith, Ark., January, 
1935. 


Widening Contacts 


The nearer the commercial sta- 
tioner can approximate the ideal 
of “the business man’s depart- 
ment store,’ which must include 
many practical lines of office spe- 
cialties, the larger will be his 
volume of sales. His discounts, to 
be sure, will not be alike on all 
items—in fact, in some instances 
the immediate gross profit will 
barely take care of the overhead. 
But in many cases such lines are 
necessary by reason of the fact 
that they broaden the dealer’s 
contact and bring in customers 
for collateral lines on which he 
can make the normal profit. The 
sale of office machines, especially, 
carries in its wake lines of supplies 
which are repeaters, and if the 
sale is tactfully followed up as a 
service proposition the dealer can 
hold most of this supply business 
indefinitely. Such business, prop- 
erly handled, itself bears the seed 
of future growth. No stationer can 
afford to pass up the many oppor- 
tunities offered by the sale of spe- 
cialties. 

Just what are specialties? It 
seems to me that almost anything 
in the stationer’s stock may be 
handled as a specialty item, ac- 
cording to conditions and circum- 
stances. Even the “sleepers” can 
be so used where they serve to 
clean out the stock, often bringing 
out the fact that “sleepers” when 
intelligently pushed may become 
“sellers.” 


—V. A. Hanson, Brown & 
Saenger, Sioux Falls, S. 
Dak., January, 1934. 


® 
Specialties Defined 

Specialties are those machines, 
devices and utilities which fill a 
necessary place in office work, but 
which are outside the realm of 
staple goods. The term, specialty, 
covers a considerable range of 
lines and shades off into the sta- 
ple lines. A specialty with one 
house may be a staple with anoth- 
er, according to how it is handled. 


Typewriter ribbons and carbon 
paper may be regarded by one 
house, for instance, as a part of 
the staple stock, while another 
house may handle such goods as 
a specialty, pushing one line ex- 
clusively through the efforts of a 
departmentized unit of the organ- 
ization, backed by the advice and 
assistance of the manufacturer. 
Generally speaking, however, a 
specialty may be any device which 
engages particular attention apart 
from that accorded to such staples 
as are Sold over the counter by 
general merchandising procedure. 
Many experienced dealers sub- 
scribe to the observation that the 
specialty of today is the staple of 
tomorrow. Nevertheless, there are 
many things that must be univer- 
sally regarded as specialties, to be 
handled by men trained in their 
presentation. 

The modern dealer in office 
equipment finds it not only logi- 
cal, but necessary, to handle spe- 
cialties. The world of business 
expects the dealer to do so. To 
refuse is tantamount to sending 
the customer to a more enterpris- 
ing competitor. Specialties are a 
necessary part of modern business. 

—January, 1933. 


Diversification 


Through diversification, office 
appliance dealers and stationers 
increase their sales and profits. 
When diversification is practiced, 
dealers sell more than one line of 
business machines. Dealers can 
sell many different kinds of ma- 
chines, such as typewriters, add- 
ing machines, cash registers, check 
protectors, and so forth. But he 
who does not diversify his stock 
sells only one line of business ma- 
chines such as typewriters or add- 
ing machines. 

There is real public interest in 
all kinds of office machinery and 
devices for accomplishing office 
work more quickly and to better 
advantage. For the dealer to 
handle only one line is to confine 
his activities to those particular 
people who are interested in the 
single line he handles. 

Many stationers conducting 
stores in towns of five to ten thou- 
sand population err by failing to 
diversify. They hesitate to make 
the investment on office machines 
because they believe their towns 
are too small to absorb them. This 
idea is not true and keeps many 
small town dealers from making 
good profits in the sale of ma- 
chines. Most merchants who are 
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successfully selling typewriters 
would be proportionately success- 
ful in selling the other machines 
if they displayed them and ad- 
vertised them properly. 
—January, 1932. 
we 


Expanded Markets 


If we are to achieve the success 
which seems possible in the sta- 
tionery and office equipment busi- 
ness our policy must be to look 
toward the promotion of wider 
contacts and more sales. We must 
attend to the proper training of 
salesmen in the presentation and 
demonstration of the equipment, 
devices and machines which the 
modern office equipment store 
must handle to be able to give the 
service which business and profes- 
sional men have learned to expect. 

After mature consideration, 
based upon a study of the factors 
entering into the sale of various 
lines, we have become convinced 
that the future of the commercial 
stationer lies in the expansion of 
his business to meet as many of 
the serious needs of his business 
community as his situation and 
circumstances make possible. 

There are very few offices in 
which the routine work cannot be 
improved and expedited by means 
of the latest efficiency methods. 
All up-to-date stationers are able 
to provide the necessary units to 
make up a complete modern office 
system, but to sell such systems 
demands analysis of the custom- 


er’s methods. This cannot be 
achieved by a salesman having 
insufficient training and informa- 
tion as to what goods are avail- 
able to meet the customer’s re- 
quirements. At frequent intervals 
manufacturers give new ideas and 
better methods to harmonize with 
our regularly established lines. 
With such new methods coming 
out from time to time we can 
make many times more money 
than we can by confining our- 
selves to things which used to be 
regarded as the proper stock for 

stationery stores only. 
—Charles L. Mitchell, Crane 
& Company, Topeka, 

Kan., January, 1931. 
a 


Specialties Essential 

Office machines and office spe- 
cialties in stationery stores of to- 
day are essential and important 
lines to carry, but they must be 
selected with much care and fore- 
thought to avoid getting too many 
lines, especially in cities of mod- 
erate size. 

If the stationer expects to sell 
office specialties successfully, he 
must know them and be in.a posi- 
tion to service them. If he is lack- 
ing in these particulars, the ex- 
periment will be a detriment to 
the business. 

The stationer is the logical out- 
let for the manufacturers’ lines in 
machinery and specialties and is 
becoming more and more so every 
day. The only reason that the 


dealer is not doing more specialty 
business is that he is not giving 
it the attention that it deserves, 
is not pushing the lines he car- 
ries and is not letting his cus- 
tomers and others using office 
supplies know that he is prepated 
to serve their requirements in his 
locality. The stationer of today 
who is not specializing in some 
line of office equipment is going 
backward instead of keeping pace 
with the community in which he 
lives. Furthermore, his is the one 
—H. D. McFarland, McFar- 
land Office Equipment 
Company, Rockford, Iil., 

January, 1930 

Ss 


Trained Men 


Office specialties are segregated 
and under the guidance of trained 
men—men of intelligence. These 
men know how to cut out lost 
motion, reduce waste, stop leak- 
age, increase profits for business 
through the aid of office special- 
ties. These men who wait on cus- 
tomers are not order-takers. They 
are not clerks. Nor just salesmen. 
Many of them are specialists in 
office efficiency. They know meth- 
ods and systems and the mechan- 
ical devices to make these 
methods and systems function. 
Through knowledge and experi- 
ence in the application of office 
machines to office business they 
have become advisors to business 
executives. 

—January, 1929 
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Last year more than 50,000,000 Ameri- 
cans joined one of the world's largest fra- 
ternal organizations, The National Founda- 
tion for Infantile Paralysis, by contributing 
their dimes and dollars to the March of 
Dimes. The power of their combined 
"dues", contributed voluntarily each year, 
is now giving infantile paralysis victims 
all over the country the best care that 
medical science offers today. 

Last year thousands of names were 
added to the long polio casualty list. 
Epidemic proportions were reached in 
New York, North Carolina and Kentucky. 
Tennessee, Virginia, Maryland, Pennsyl- 
vania, Ohio, Michigan, Indiana, Louisiana, 
Mississippi, I/linois, Connecticut, New Jer- 
sey, and the District of Columbia were 
hard hit. In these stricken areas, repre- 
sentatives of the National Foundation 
worked unceasingly with state and local 
authorities to provide emergency aid, pro- 
fessional workers, supplies and equipment. 

The National Foundation allocated more 
than $1,600,000 to universities and hospi- 
tals for research on poliomyelitis to be 
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carried on in the fields of virus research, 
after-effects and education. Under these 
grants many of the nation's finest sci- 
entists now are trying to unravel the mys- 
teries of infantile paralysis in more than 
50 institutions over the country. In the 
educational field, a special fund of $50,- 
000 for fellowships in health education 
was set up to provide men and women, 
professionally trained in public health 
work, who will aid the nation’s army of 
polio fighters. 

Funds raised through the 1945 March 
of Dimes, January 14-31, will be used to 
provide continued treatment for 1944 vic- 
tims of polio and victims of previous 
years. They will also serve as a bulwark 
of defense against any 1945 invasion of 
this home-front enemy. Fifty per cent of 
each contribution is retained in the county 
where it was provided; the other 50 per 
cent will be working to further the Na- 
tional Foundation's program of research, 
epidemic aid and education. Keep America 
strong—send your dimes and dollars to 
The White House. 
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BUSINESSMAN represents a 

firm in order to get business 
for that firm. This being the case 
it then becomes a matter of se- 
lecting the best method of getting 
that business—sitting in the office 
and waiting for it to come in, or 
going out after it. Floyd Reyn- 
olds, representing 25 counties in 
north central Kansas for the Un- 
derwood Elliott Fisher Company, 
doesn’t believe in staying in the 
office. 

“You can’t get business sitting 
in your office,” says Mr. Reynolds, 
and this terse saying just about 
sums up his method of getting 
orders—a method, incidentally, 
that holds value for others in the 
same line. 

Mr. Reynolds started working 
for Underwood back in 1929, just 
when the bubble was so big that 
it simply had to burst. In Sep- 
tember, 1940, he started in at Sa- 
lina, Kans., as a representative of 
the Underwood Elliott Fisher 
Company. In 1941, the first full 
year that Mr. Reynolds was in the 
Salina office, he made the All Star 
Salesman’s Club with sales 
amounting to 135.7 per cent of his 
year’s quota. On a national basis 
he ranked 124th, which is con- 
sidered a mighty good record. The 
year following, it will be remem- 
bered, we were in the scrap, so 
there hasn’t been much, if any, 
chance to do anything from that 
time on. 

Salina (population 21,000) , where 
the office is located, is the largest 
community in Mr. Reynolds’ terri- 
tory and the surrounding terri- 
tory is composed of decidedly 
smaller communities. Yet in this 
territory, Reynolds has gotten and 
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will continue to get business. He 
goes out after it. 


Concentrates on School Business 


At the start he figured that the 
school business in his territory 
was the biggest bet; so he imme- 
diately started to work on the 
schools. The only time he was in 
his office at Salina was on week- 
ends, when he came in to catch 
up with his correspondence and 
other work needing attention. The 
rest of the time he was some- 
where in those 25 counties, talk- 
ing with various school heads, 
finding out what machines they 
had in use and when they were 
purchased. This information was 
entered in a loose leaf book, 
pocket-size, that today carries an 
accurate record of every type- 
writer of every make in these 25 
counties, together with the pur- 
chase dates and, in many in- 
stances, the serial numbers of the 
machines. 

Figuring three years as the 
probable life for a typewriter in 
a school, Mr. Reynolds has only to 
refer to his loose leaf record to 
know when to call on a school 
man regarding the purchase of a 
new typewriter. By having the 
purchase date, often the actual 
day, in addition to the month and 
year, he has been able to call far 
enough in advance to clinch the 
deal in many instances. This ac- 
curate record of what the schools 
in his territory had in the way of 
typewriters has been the means 
by which he has been able to do 
a thriving business. 

Mr. Reynolds has found that 
placing his typewriters in the 
schools is a very good means of 
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By W. A. MORRISON 


getting other business in the same 
area. The men connected with 
the schools are usually men of 
standing in the community. Ac- 
cordingly, their judgement is con- 
sidered good by the business men 
in the community. As a result of 
sales to schools, he has been able 
to obtain a considerable sales vol- 
ume from business and profes- 
sional men in the different com- 
munities which comprise his ter- 
ritory. 


Civic Activities Prove Beneficial 


This is what he did in the sur- 
rounding territory; in Salina he 
did all this and a little more. 
Immediately after opening his of- 
fice in Salina he joined the Cham- 
ber of Commerce and the Junior 
Chamber of Commerce. But he 
did more than simply join; he 
became a worker in whatever en- 
terprise either of them had on 
foot and showed by his willing- 
ness to work that he wasn’t sim- 
ply a “joiner.” Business men are 
eager to join but unwilling to do 
much work, as a general rule, and 
it wasn’t long before the other 
members and the officers realized 
that here was a worker. A little 
of this and the Underwood type- 
writer was well on the road to 
being sold in Salina. When busi- 
ness men thought of a typewriter 
they thought of Reynolds and 
when they thought of Reynolds 
they thought of the Underwood. 
All of this made sense and cents 
to Reynolds—plenty of the latter. 

Normally, he was out covering 
his territory practically all the 
time, returning to the office in 
Salina only on week-ends. This 
program kept the business out- 
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side of Salina coming his way 
because of the personal attention 
he gave it. And the week-ends 
in Salina gave him ample oppor- 
tunity to keep that community 
well cultivated largely through his 
senior and junior chamber of 
commerce work. 

When the Pearl Harbor attack 
was announced, Mr. Reynolds 
knew that the jig was up as far 
as selling typewriters was con- 
cerned. He had a pretty good 
idea that it wouldn’t be long be- 
fore the Government would be 
taking everything in sight and, 
moreover, that the manufacturers 
would soon be working on war 
contracts. But along with the 
grief that he expected (and that 
quickly came), he also knew that 
there would be a post-war world 
with plenty of business for the 
fellow who went after it. He de- 
cided to continue to go after it to 
the best of his ability, and in 
keeping with the resources at his 
command. In short, he began to 
prepare for the post-war world 
when the first shots were fired at 
Pearl Harbor. 


Maintains Usual Schedule on Road 


It wasn’t long before things be- 
gan to happen. When typewriters 
were frozen that put an end to 
selling. But it did more than 
that. Previously, Reynolds had 
worked on a salary and commis- 
sion basis. The freeze brought 
the elimination of the commission 
and a 50 per cent cut in salary. 
At a time when there were many 
jobs available that would have 
netted him some real money, he 
elected to remain with the com- 
pany, forget the former commis- 
sion that he used to get when 
there were machines to sell, take 
the 50 per cent cut in salary and 
devote himself to building for that 
post-war world that, sooner or 
later, would have to come. 

Since Pearl Harbor, he has been 
out in his territory as usual, nor- 
mally getting back to his office in 
Salina only on week-ends. In- 
stead of trying to sell typewriters 
he is devoting his time to servic- 
ing those that are out, and doing 
all in his power to keep them in 
as good working order as expert 
service will do. While he is going 
over his 25 counties doing servic- 
ing work he is also doing mis- 
sionary work with an eye to that 
post-war world. No typewriter 
man will get ahead of Reynolds 
because he is continuously out in 
his territory, five days out of 
every week, 52 weeks a year. 
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“You can’t get business sitting 
in your office,’ Reynolds insists. 
“In good times when I had some- 
thing to sell I spent almost all of 
my time out in my territory get- 
ting the business. Today, with 
nothing to sell, I am still spend- 
ing most of my time out in my 


territory, servicing machines and 
keeping them on the typing line, 
and doing plenty of missionary 
work for those better years that 
are bound to come. You just 
can’t get business sitting in your 
office; you have to go out after 
iG" 


What Is Sales Process of Display? 


By Chain Store Display Manager 


T HAS BEEN well said that 
“merchandise well displayed is 
half sold.” 

Every store has its own problem, 
largely because of difference in 
size and shape of the floor area, 
number and type of fixtures, and 
the seasonal merchandise prefer- 
ence varying with the locality. 

Merchandise display is an art, 
not a science. Rules can be laid 
down for accounting and stock re- 
plenishment. However, when it 
comes to deciding what to display 
and how to display it, the best 
that can be done is to outline cer- 
tain general principles. These are, 
in the main, what-not-to-do 
guides, leaving it to the manager’s 
merchandising skill and ingenuity 
to evolve the most effective dis- 
play policy for his store. 

Equally important is that the 
salespeople and other employees 
understand the general principles 
of display. Keeping a store in 
order is too big a job for any one 
employee. Customers are always 
disarranging merchandising units, 
so when employees have a sound 
working knowledge of display, 
store sales cannot help but im- 
prove. While a store cannot al- 
ways be kept 100 per cent im- 
maculate, it can be put in tip-top 
Shape at least once weekly and 
not allowed to get badly disar- 
ranged from day to day. 


Purpose of Display is Sales 


Four steps—attention, interest, 
desire and action—contribute to 
the sale. 

The display must attract atten- 
tion—favorable, relevant atten- 
tion. We could attract crowds by 
displaying an elephant, but the 
attention would not be relevant 
and, therefore, hardly conducive 
to sales. We could possibly get 
attention by making a huge pile 
of all kinds of merchandise, but 
such attention would hardly be 
favorable and helpful to sales. 

The display must arouse the 
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beholder’s interest in what we 
want to sell him. It must tell Mr. 
Consumer the story, and thus 
make him understand what the 
merchandise item will do for him. 
If he does not instantly recognize 
a merchandise item, he will be 
confused and the sale will be lost. 

Curiosity is a poor appeal to 
make. Curiosity may make a 
passer-by stop and glance at a 
display. If he partly understands 
what the product is, curiosity may 
lead him to ask a question or two. 
Where one out of ten will seek 
further enlightenment, the re- 
maining nine will not bother. The 
average curiosity appeal is irrele- 
vant; hence, a display should be 
absolutely clear and understand- 
able. 

The display must arouse desire 
in, the beholder’s mind. It must 
tell him as much as possible about 
what the product will do. It must 
quote the price, if it is a very low 
price, because that will stimulate 
desire. 

Displays can do little toward 
actually closing the sale. Some- 
times, however, it is possible to 
work a_ suggestion of action 
(“come inside; ask the salesper- 
son,” and so on) into a display. 
It adds just that much to the 
sales efficiency of a display. For 
example, a chain store display 
man was working on some small 
display cards for window and in- 
terior use. He debated with him- 
self whether to merely name the 
item and price, or to add a few 
words at the bottom of the card. 
On one utilitarian line, he de- 
cided, the word “outfit” possibly 
needed further explanation. 
So, in a few well-chosen words, 
he indicated what the outfit con- 
sisted of and what it would do 
for the consumer. But when he 
came to a card for a certain popu- 
lar product, he decided—and 
rightly—that everyone knew its 
function, so he cut the copy to 
the brand name and the price. 
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How to Assure Lasting bood 
Will of Customers 


Build Now for Sound Helations in Post-War Years 


By E. P. 8. LAURENCE 


VEN IN normal times it is not 

possible for the office appli- 
ance dealer to predetermine the 
customer’s viewpoint, or his reac- 
tion to mistakes. 

In pre-war years many an office 
appliance dealer endeavored to 
convert this source of trouble and 
annoyance into a more intimate, 
more friendly feeling between 
buyer and seller. 

This policy has _ deteriorated 
under the abnormal stress of war- 
time. However, it behooves the 
office appliance dealer to main- 
tain good will for that inevitable 
future time when the buyer’s mar- 
ket is restored. 

One dealer keeps what he calls 
a “Complaint Book.” Every morn- 
ing, when the mail is opened, any 
complaints received from custo- 
mers are entered in the book. 
Complaints received the previous 
day over the telephone and in 
person are likewise recorded in 
this manner. After each matter 
is fully investigated, the “explana- 
tion” is entered on the opposite 
page. In course of time the book 
forms a very interesting and in- 
structive record. 

If, for example, an employee’s 
name appears frequently in these 
“explanations,” an investigation is 
made. It should not be assumed 
that such an employee is more 
careless than others, even suppos- 
ing that all complaints are justi- 
fied. An employee’s lapse should 
be considered in proportion to his 
work—if he packs or fills more 
orders than some of his col- 
leagues, he is liable to make more 
errors. At that, his percentage 
may be less than that of his work- 
ing associates. 

This “Complaint Book” is not 
intended to act as a sword hang- 
ing over every employee’s head. 
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If the employee concerned has a 
reasonable explanation to give, he 
is given both the right and the 
opportunity to present it. More 
often than not, a slight alteration 
in some routine detail is involved 
rather than censure of any one 
individual. Now and then, sug- 
gestions are invited from em- 
ployees as to the best method of 
solving some acute wartime prob- 
lem, and a cash bonus is awarded 
to the contributor of the best so- 
lution. 

On the other hand, this dealer 
found that, come war or peace, 
certain customers are chronic 
kickers. The frequency with 
which their names appear in the 
“Complaint Book,’ with allega- 
tions of non-delivery of goods or 
shortages thereof, leads to a feel- 
ing that their own checking 
methods are not above suspicion. 
Even in normal times such cus- 
tomers are not worth retaining, 
so now is the timely opportunity 
to get rid of them once and for all. 

Naturally, some complaints are 
of a very trivial nature. The cus- 
tomer who wrote that he had not 
received the requested estimate 
was too impatient to wait for the 
next mail or two. Yet the delay 
in receipt was rightly a subject 
for investigation. 

All complaints, from the most 
serious to the least important, are 
entered in the “Complaint Book” 
and receive the required atten- 
tion. As time passes, it is inter- 
esting to note the number of 
complaints handled in proportion 
to the volume of business, and to 
the number and size of the orders 
filled during the same period. 

It is now every employee’s am- 
bition to have his or her name 
coupled with the “explanations” 
as infrequently as possible. This 
permanent record of every com- 
plaint is an inducement to avoid 
errors. 

This “Complaint Book” of the 
organization, which employed me 


as manager for some years, brings 
to my mind a variety of com- 
plaints and actions taken con- 
cerning them which should prove 
of general application. 

One common cause of complaint 
is that relating to loss or delay 
of goods while in transit by par- 
cel post, express, freight or local 
carrier. Whether the shipment 
while in transit is legally the 
property of the shipper or the 
consignee, a good policy is to start 
a tracer as soon as notified of the 
delay. Particularly should this be 
done if the complainant is a 
small customer unversed in the 
routine of such matters. In cases 
where the goods are urgently 
needed, it is sometimes desirable 
to make an immediate replace- 
ment and instruct the carrier to 
return the original shipment when 
located. 

While complaints are universally 
unwelcome they are sometimes 
not without their redeeming fea- 
tures. If, as the poet says, there 
is “good in everything,’ then 
there must be an aspect of real 
value in the letter and telephone 
calls we get from disgruntled cus- 
tomers. They often serve to point 
out where our business mechan- 
ism has slipped a cog or two 
through insufficient or inefficient 
wartime help, or where we our- 
selves have been asleep at the 
switch. Each slip will indicate 
some loophole for which a stopper 
must be devised. 


Advice for the Trouble-Shooter 


Try to see both sides of a com- 
plaint. Get your customer’s point 
of view as well as your own. 

Keep your own end up! Never 
let your customer imagine for a 
moment that imputations of care- 
lessness—or even worse—are ev- 
eryday matters to you or your 
store. If the customer is unrea- 
sonable or mistaken, try to show 
him this in a tactful and pleasant 
manner. 

Above all, these difficult days 
present a golden opportunity to 
educate and inform your customer 
properly. He will then have a 
better conception than before of 
the precautions you take against 
errors, or anything else that might 
lead to dissatisfaction with you 
and your store. 
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They Lead to Profitable 


By W. J. DE GROFT 


UE TO THE constant and ex- 

tensive change and to the 
critical help shortages these 
days many dealers have discon- 
tinued sales meetings. By so 
doing, they have practically dis- 
banded the sales organizations of 
their businesses, both on the in- 
side and on the outside. This is 
happening during a period when 
the services of experienced sales 
people could and should be the 
greatest asset of any organization 
—at a time when it could well 
mean the difference between suc- 
cess and failure. Blessed are 
those few dealers who have been 
fortunate in keeping their sales 
forces intact. And there are a 
few. 

To drop sales meetings now is 
almost beyond understanding, but 
because of the present baffling 
problems it has been done even by 
the best dealers in the business, 
with the excuse that there are 
other problems more urgent and 
more demanding of their atten- 
tion. Here are some of the rea- 
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(Photo Courtesy Globe Furniture & Stationery Company, Chicago) 


Hales Meetings Are Essential 
Luring Wartime 


Post-War Business 


sons for, and some of the answers 
against, this apparent good rea- 
soning: 

Dealer Smith said the reason he 
had discontinued sales meetings 
was that every time he had one 
he found himself talking to and 
teaching a new crop of green help, 
who apparently obtained little, if 
anything, from the education in 
selling. If they did learn any- 
thing they were gone before hav- 
ing a chance to use it. So he, 
Dealer Smith, got none of the 
benefit of anything they may have 
learned. Thus, sales meetings 
seemed to him a waste of both 
time and energy. 


But What About the Customer? 


The benefits Mr. Dealer Smith 
would receive are generally quite 
intangible, so let’s for a little 
while get on the other side of the 
counter. Let’s be a Dealer Smith’s 
customer—let’s do a little reason- 
ing. 

Now suppose you, as a customer, 
go into Smith’s store and ask for 
some information and some help 
in setting up and installing a visi- 
ble system which you feel is neces- 
sary in your growing business. 
You haven’t felt the need for this 
until recently, so you don’t know 
exactly what you do want or what 
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you need. Right off the bat you 
meet one of Mr. Smith’s inexperi- 
enced people, an untrained clerk 
who expects you to know just 
what you want so that all he has 
to do is hand it out and punch 
the cash register. Why not? 
That’s the way they do it in the 
grocery store! Well, this store 
isn’t a grocery store, but because 
of the lack of counsel and sales 
direction this poor clerk. doesn’t 
know any better; he doesn’t even 
know enough to refer you to a 
person who does understand your 
needs, a person who realizes that 
Mr. Smith’s store isn’t a grocery 
store. Because of conditions, we 
all are a little more tolerant right 
now than we would be ordinarily; 
so you probably would blame the 
clerk but little. But what about 
Mr. Smith? He’s the fellow who 
gets it, and he may not even know 
about it because it never gets back 
to him. Perhaps you found your 
system in another store down the 
street where it was explained to 
you. Perhaps you tried to make 
your own selection and have pur- 
chased a system that was entirely 
wrong. In any case, Mr. Smith, 
not his clerk, would still catch it 
in the neck. 

Another reason for continuing 
sales meetings at this point is 
that here and there one of these 
inexperienced people, with a little 
help, might not prove so green. 
He might, if given encouragement 
and teaching, take root and grow 
into one of your best. With help 
coming and going you now have a 
large field from which to select 
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your post-war sales force. And 
brother, we are all going to need 
a good one. A lot of people are 
now looking for a permanent po- 
sition, and if one of these with 
ability discovers that he is work- 
ing for an aggressive concern, 
willing to teach him what he 
should know and insure him a 
good, permanent position after we 
return to normal business condi- 
tions, then that person is going to 
work with ambition and enthusi- 
asm, and for the success of your 
concern. 


Uncertain Supply No Excuse 


Dealer Jones gives his reason 
for discontinuing sales meetings 
thus: “My gosh, how can we put 
on a unified sales promotion when 
we don’t know from month to 
month what we are going to have 
to sell? We can’t tell our sales 
force anything that we are sure 
of.” Well, Mr. Jones, you ought 
to have the Jones Company sold 
to the public every day and on 
every contact. Keep your men on 
the job of informing your cus- 
tomers on items coming back on 
the market, on changes in ma- 
terial, on improvements, on new 
items never before sold and, 
above all, that the Jones Com- 
pany is going to be there asking 
for business because they will con- 
tinue to be, as always, “Trained 
Experts Who KNOW Their Busi- 
ness and Merit It.” 

Another dealer says, ‘““What’s the 
use? We don’t have to sell any- 
thing now. Why, they take it 
away from us. You don’t need sales 
people; all you need is someone 
who can pick it up, wrap it up and 
ring it up.” How many of you 
dealers and manufacturers think 
that it will always be that way? 
Not one of you. This attitude can- 
not possibly build future business. 

Still another dealer states that 
he is doing all the business he can 
profitably do at present. If he 
does any more the profits will just 
be absorbed by taxes and will add 
to his woes of handling more 
goods. While we may not now 
particularly want to increase busi- 
ness to any great extent for the 
reason of increased profits, we do 
want to keep all contacts alive so 
that they will be among the living 
when we need them, and when we 
have to go out looking for more 
business. We want our customers 
to feel that we always want their 
business, good times or bad times, 
and that we always can give them 
the kind of service that will merit 
their patronage. 
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In talking to all your sales peo- 
ple, both new and experienced, it 
is always good to appeal to them 
cn the basis that you are offering 
them a valuable “free education”’ 
—not just how to sell merchandise, 
but why you sell a certain line; 
how you confine your sales to that 
line; how you run your business 
and why you run it the way you 
do; how to meet the customer with 
a cheery smile and a friendly 
greeting. Keep them interested 
and sold on your concern so that 
they will radiate enthusiasm for 
your business to all your custo- 
mers. Keep them sold on the fact 
that yours is an aggressive con- 
cern and your customers will also 
be sold on it. You can always tell 
how aggressive a concern is by 
the degree of aggressiveness and 
the intelligence of its employees. 
Sales meetings provide most of the 
answers to most of your problems, 
and it keeps your employees happy 
to know they are getting a “free 
education” in the way to run a 
successful business. Then it will 
be a successful business. 

In this period when selling in 
reverse has become almost a habit 
and your salesmen are aware of 
commissions that would material- 
ize if they could supply much un- 
obtainable merchandise, they 
really need this added stimulus of 
sales meetings. 


Building Dealer Morale 


Sales meetings also do wonders 
to elevate the dealer’s morale. 
They help to keep him hopeful 
and enthusiastic by overcoming 
the depressing “Oh, what’s the 
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use” feeling, by observing the en- 
thusiasm of his sales people, by 
the inspiration of their ideas and 
the interest of their questions. 
Many dealers have commented 
on the markedly refreshed feeling 
they have experienced after a 


sales meeting. They leave a sales 


meeting feeling that the rest of 
the organization are enthusiasti- 
cally helping to solve their prob- 
lems, that their people are carry- 
ing a part of the burden and are 
sharing in his faith of a bright fu- 
ture for his business. 

A well-prepared meeting once a 
month is much better than the 
hit-or-miss kind once a week. Too 
frequent meetings tend to tire and 
bore. 


Start With Manufacturers’ 
Representatives 


You all know your manufac- 
turer’s representatives know their 
business and you are confident you 
can trust your sales force with 
them. When they call, let them 
convey their expert and special- 
ized sales information and educa- 
tion to your sales force, and this 
will be the answer to pushing 
specific lines. It also will elimi- 
nate overstocking on many lines. 
They can make your sales force 
experts on selling, not only their 
lines, but all lines, and mold your 
entire organization into a working 
team. Have all your sales people 
enthusiastically selling and push- 
ing the same lines to all your 
customers, not each one selling 
and recommending what he alone 
has decided to sell, which may 
turn out to be something you do 
not at all care to feature. Make 
it impossible for your customers to 
get conflicting recommendations 
from your various sales people. 

Several years ago a dealer, who 
had been complaining that he had 
so many duplicate lines in his 
store that he was going to be 
buried by his inventory, admitted 
that he had never had a sales 
meeting. He said that he could 
not see how sales meetings could 
eliminate this serious situation be- 
cause it was created and kept 
alive by the fact that his custom- 
ers asked for and demanded all 
these duplicate lines. 

After considerable conversation 
he agreed to let a salesman who 
sold him one of those duplicate 
lines ask the same question of 
each of his five sales clerks. The 
question was, “What ink do you 
think is best?” He received four 
different answers to this query. 
He then asked them individually 
this question, “What ink do you 
sell the most of?” Quite naturally 
they all sold the kind of ink they’d 
assumed was best. You see, this 
dealer was pushing four lines of 
ink and didn’t know it! When the 
sales people were asked why they 

(Turn to page 26, please) 
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Profit Levels 


By V. N. VETROMILE 


AR CONDITIONS have sim- 

ply emphasized anew the 
merchandising truism that the 
maintenance of profits in any es- 
tablished-demand industry de- 
pends chiefly and primarily upon 
personal merchandising ability. 
This truth has certainly been 
demonstrated in the stationery, 
office appliance and allied indus- 
tries. 

The “general conditions” inci- 
dent to war’s disorganization of 
normal supply and demand have 
been the same for all, but the dif- 
ference in coping with the conse- 
quences of those conditions has 
varied with the personal merchan- 
dising ability of the individual 
merchandiser. 

Intelligent observers of trade 
conditions, having the benefit of 
first-hand contacts with operators 
in widely separated parts of the 
country, cannot help being im- 
pressed with the fact that the 
stabilization of profitable opera- 
tion has been achieved principally 
by creative merchandising. 

Creative merchandising means 
the ability to anticipate probable 
trade conditions correctly and 
then make timely adaptations to 
new problems, perhaps finding the 
solution even before competitors 
have awakened to the nature or 
the extent of those problems or 
situations that have subverted the 
normal order of business. There 
is, in fact, no other means for 
maintaining profits commensurate 
with fixed overhead charges when 
competition for regular goods or 
services has been almost obliter- 
ated by the excess of demand over 
supply. 

In the exigencies of war mer- 
chandising conditions, the long- 
established regular customer of 
even the most reputable stationer 
or office equipment dealer may 
suddenly shift his business to a 
competitor, if the customer—com- 
pelled to suspend his trading al- 
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legiance, at least temporarily—can 
find the supplies or appliances 
that he needs in that competitor’s 
stock. Under pressure of necessity 
he buys where he can obtain the 
goods, even though his trading al- 
legiance for his former source of 
supply has not, in the usual sense 
of the term, been adulterated one 
whit. The factor of getting the 
goods simply takes precedence 
over the factor of good will and 
the merchant who can fill that 
want makes the sale, though not 
always annexing a permanent new 
customer. 

The creative merchandiser in 
the stationery and office appliance 
fields who had the foresight to an- 
ticipate this enforced shifting of 
patronage has met the challenge 
of the problem by means planned 
to maintain his average annual 
volume and profit, and to keep his 
business on even keel throughout 
the transitional period incidental 
to war conditions. 

The creative merchandiser is 
not a superman. He is simply a 
merchant who has maintained fa- 
miliarity with the trend of trade 
conditions by intensive reading of 
all current trade literature, in- 
cluding the dominant trade jour- 
nal of the industry. His business 
policy is “Plan Now,” while the 
other fellow is saying, “Let’s wait 
and see what happens”, or “Let’s 
see how long this war is going to 
last,’ and who did not trust to 
any Pollyanna prophesies about 
the war ending in 1943 or 1944. 

A significant fact is that not all 
these fellows who have managed 
to maintain their volume and 
profits have been owners of domi- 
nant stores in large cities. Re- 
sourcefulness is not a merchan- 
dising trait that exists only in the 
great cities. 


How Foresight Maintained Profit 


One convincing example, known 
personally to me, is the case of 
stationer long established in a 
city of about 165,000 population. 
He has always promoted his type- 
writer department aggressively, 
handling all standard makes pop- 
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Merchandising Skill Decides 


ular in his territory, with special 
emphasis upon rebuilt machines 
bearing his own label. His service 
shop is, naturally, well equipped 
and well staffed. When the war 
broke out and he foresaw that the 
sale of new typewriters would be 
drastically restricted by rationing, 
he knew immediately that the 
restoration phase of typewriter 
merchandising could be made a 
compensating source of profit 
maintenance. 

With this restoration merchan- 
dising program in view, he had 
accumulated nearly 400 typewrit- 
ers of all standard makes and 
models—not junk by any means, 
but machines that would be 
traded in under normal condi- 
tions. With the instinct of a 
speculator who knew that all the 
odds were in his favor, he in- 
vested his capital and labor or- 
ganization in the complete resto- 
ration of every one of these ma- 
chines. He not only took up the 
slack in sales of new machines, 
but greatly overlapped his cus- 
tomary turnover of new machines. 

Many of these machines stood 
on his shelves like ornaments 
throughout 1941, but he told me 
frankly that many of them had 
been picked up here and there 
for as little as $10 or $15 and were 
sold two to three years later at 
an average price of $60 or $65. 
This resourceful planning certain- 
ly paid a handsome dividend on 
this stationer’s enterprise and 
foresight. He, of course, discon- 
tinued all rentals at the time he 
put this plan in operation and 
promptly withdrew all outstand- 
ing rental machines when the op- 
tion for buying them at old prices 
had expired. The extraordinary 
demand for repair service has 
been so continuous in his terri- 
tory that he has been able to keep 
his repair shop working on a full 
schedule, notwithstanding the ad- 
vance rebuilding of so many ma- 
chines. 

There is something of a parallel 
to this man’s experience in the 
story related to me by a traveling 
man in the trade who said that 
he found one fellow in a com- 
paratively small Pennsylvania 
city who had nearly 200 desirable 
rebuilt typewriters in 1943, and 
whose two-man repair shop 
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turned over nearly $9,000 worth 
of repair business in that year. 
Another stationer in the same 
general locality had practically 
suspended his typewriter activi- 
ties except for an occasional sale 
of new machines. 

The conditions were the same 
for both operators; the difference 
was in the individuals. The suc- 
cessful operator planned for profit 
maintenance under an economy 
of scarcity; the other neglected 
the opportunity if, indeed, he 
could see far enough ahead to 
know that the opportunity was 
there. 


New Lines Also Build Profits 


Other stationers, though not 
neglecting their heavy-equipment 
items, seized upon the profit pos- 
sibilities of infiltration of the 
regular stock by new lines and 
novelties having a basic compati- 
bility with a standard stationery 
stock, such as maps, atlases, ga- 
zetteers, and globes—items having 
a timely war-interest appeal. 
One in particular, who comes to 
mind, also installed a photostat 
and blueprinting department, de- 
veloping them not merely as side 
lines but as a regular feature of 
individualizing and advertising 
value. He says that they have 
already proved permanent major 
lines in his business, attracting 
many new customers whose regu- 
lar purchases of diversified sta- 
tionery items amount to an ap- 
preciable addition to his sales vol- 
ume. He, too, was one who didn’t 
merely mark time until the war 
ends. 

I talked with another stationer 
who met and mastered the prob- 
lem of wartime profit mainte- 
nance, not only by turning a siz- 
able stock of reconditioned type- 
writers, but also by having accu- 
mulated a large stock of pedigreed 
office furniture that required com- 
paratively little reconditioning to 
give it sales luster. He reasoned 
that there would certainly be a 
big demand for high-quality sec- 
ond-hand furniture throughout 
the emergency and, even more im- 
portant, that many individuals 
and firms who would purchase 
such _ reconditioned equipment 
from him now would replace it 
with new equipment as soon as 
available. He thereby opened up 
prospects for additional sales and 
profits. 

He said “In our extensive re- 
conditioned furniture department 
a buyer can select from a prac- 
tically complete assortment of 


26 


“name” desks, office tables and 
filing cabinets of pre-war con- 
struction and materials, all of- 
fered at prices that even now 
represent bargain value and full 
satisfaction in service. Many 
pieces that were taken in trade on 
a basis that allowed sufficient 
profit to cover the cost of ware- 
housing them a while required no 
reconditioning except surface re- 
finishing. 

“By reconditioning this furni- 
ture many months ago, as well as 
rebuilding our accumulated re- 
serve of used typewriters months 
ago, we bridged the labor short- 
age gap that we knew was going 
to be inevitable, at the same time 
bridging the stock shortage gap 
of the last two years.” 

That’s what’s meant by re- 
sourceful planning and creative 
merchandising under wartime 
handicaps. It brings in the sales 
necessary for profit maintenance 
and builds an outstanding reputa- 
tion of large advertising value. 
It invests such a merchandiser 
with the prestige of being the 
one local source of supply that 
remained active months after 
some of its competitors had pulled 
the curtains over empty type- 
writer racks and had only two or 
three lonely pieces of office equip- 
ment to show—if they had any- 





thing at all for the searching 
buyer. 

Whether there is a war in prog- 
ress or not, the stationer and 
office equipment dealer whose 
business comes chiefly from two 
elements—individual users and 
commercial buyers—must main- 
tain his service and value stand- 
ards for long-range success. If 
he would maintain a strong com- 
petitive position so as to top the 
other fellow, he must be a better 
business man, a better interpreter 
of trends, and a better planner. 

This superiority must be evident 
in sales personnel, in advertising 
and, when practical, in the indi- 
vidualization of the whole busi- 
ness. His old customers must 
never be sidetracked for the “new- 
rich” element of the augmented 
wartime demand for goods, an 
element not likely to prove a true 
bedrock asset so far as continuity 
of purchases is concerned. 

Even now, he must constantly 
“sell” the store as a source of 
supply in the stationery and office 
equipment field rather than mere- 
ly an item at a time. Finally, he 
must keep in mind those ideals 
which foster good will and trad- 
ing allegiance. For the seller’s 
market of today will soon give 
way to the buyer’s market of to- 
morrow. 





SALES MEETINGS ARE ESSENTIAL DURING WARTIME 
(Continued from page 24) 


thought their choice of ink was 
best they said that it was the 
brand they had been using and 
that it was satisfactory. So they 
just picked it up, wrapped it up, 
and rang it up. It was easy! 

A sales meeting was held that 
evening and the dealer first let 
them all know that to run his 
business successfully he just had 
to cut down on his lines and on 
his inventory. He told them that 
this manufacturer’s expert repre- 
sentative would extol the qualities 
of his line which he always used 
himself and which he knew to be 
excellent and, in addition, he 
would explain to them how they 
could all work as one team and 
successfully sell ONE LINE. He 


told them that this was to be a 
“free education” in selling and in 
business management that would 
be carried through on all lines in 
the future. This was the start. 

The plan has worked out even 
much better than was expected, 
and the sales people recently told 
this manufacturer’s representative 
that the sentence they used to use 
they were still using. But instead 
of building inventory and keeping 
their pay down it was now work- 
ing to advantage to reduce inven- 
tory and to increase their income. 
It is a matter of application and 
co-ordination. The sentence was: 
“T use this myself.” And they also 
knew the rest of the answers— 
thanks to sales meetings. 








DON'T BE AFRAID TO DREAM 


Don't be afraid to dream. America was founded by dreamers — men who 
dreamed of Freedom and then devoted their lives to making it work ouf. 
So if your dreams are practical, try them out. They may make for you ond 
others a happier, more peaceful world to work and live in. 
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T is, perhaps, due to wartime 

necessity and controls that the 
carbon paper, inked ribbon and 
duplicating material manufac- 
turers found it necessary to form 
an association to deal with their 
own special problems in Britain. 

At the recent annual meeting 
of this association, our discus- 
sions were mainly concerned with 
the post-war situation. 

Our industry is naturally linked 
up in a very vital way with office 
machines, many of which cannot 
function without our goods. It 
seems strange to have to refer to 
it, but no typewriter or time re- 
corder clock, for example, is of 
any use without a ribbon. And, 
in fact, it is no better than the 
quality of the ribbon provided. 

Hence, what affects the machine 
side of the industry will also re- 
act on the carbon and ribbon in- 
custry. It does appear difficult, 
sometimes, to convince responsi- 
ble executives that while a new 


Lith Biographies of OA. Men Whe 


THE DISPUTED 


(Received too late for insertion with 
other messages from across the Atlantic 
last monht) 


By E. S. DUMONT 
President, Carbon Paper, Inked Ribbon 


& Duplicating Material Manufacturers 
Association of Great Britain 
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MR. DUMONT 


By Norris L. Hayward 


reat WSritain 


machine tool engaged on direct 
production is recognized without 
question, any similar departure in 
the mechanization of the admin- 
istrative function of the produc- 
tion unit is equally important. 

During wartime, government de- 
partments and government-con- 
trolled factories and large firms 
of this description have largely 
monopolized our output, with the 
result that our trade of manufac- 
turers of office machine supplies 
has naturally become a matter of 
price, rather than of individual 
quality production. One of our 
first problems after the war will 
be to examine the effect of this. 

Our problems are the same the 
world over; the results obtained 
are governed by the quality of the 
product and the price paid. 

Our object is to promote a spirit 
of co-operation between the mem- 
bers and to foster healthy com- 
petition in the difficult change- 
over period from war to peace. 


bil Bihan 


ACCEPTANCE 


sé ILL SELL certain office equipment supplies at certain prices,” the jobber 


writes. 


“Offer accepted,” Roy A. Todd, the office equipment dealer, wires back. 
This little transaction is a good illustration of the offer and acceptance which 


make a legal sale. 


Suppose, however, that Roy Todd gives an order to a traveling salesman, and 
it is distinctly understood that the order is not binding until it is accepted by the 
jobber. The salesman forwards the order in due course, and the jobber writes 
Todd that “the same will receive our attention.” 


Does this acknowledgment constitute a binding acceptance of the order? 


The law on this point is not exactly clear, but the weight of authority is that 
the letter does not constitute a binding acceptance. 


“In the absence of a further showing of the intention of the parties, the better 





view seems to be that a letter acknowledging the receipt of an order, coupled 
with the words, ‘the same shall have prompt attention’ or ‘prompt and careful 
attention’, is not of itself an acceptance which will prevent a withdrawal of the 
order by the buyer, or bind the jobber to fill the order, though it may be evidence 
to be considered with other circumstances,” says one state court in a case on this 
point. 

A New York case along the same line is a little stronger, the acknowledgment 
stating “the same shall have prompt attention.” But the courts of that state ruled 
that it did not make a binding sale. 

“Promise to give the proposal attention was not a promise of acceptance; it was 
not an assent to it. It was no more than a courteous promise to give it considera- 
tion, and this, we do not doubt, is the sense in which it is generally, if not univer- 
sally, employed in transactions of this character,” was the reasoning of the New 
York court in the case of Krohnfecheimer vs. Palmer, reported under the citation 
221 S.W. 353—10 A.L.R. 673. 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


toring and Handling Non- 





By BARKER RUDOLPH 


Manager, Shelving Sales, 
The General Fireproofing 
Company, 

Youngstown, Ohio 


NOTE.—Although directed to 
users, or potential users of shelv- 
ing, the appended remarks also 
have a great value for salesmen. 
Mr. Rudolph makes practical sug- 
gestions that can be passed along 
to the mutual benefit of custo- 
mers, dealers and sales represen- 
tatives. 


HE STORING and handling of 

of non-productive stock in 
order to insure uninterrupted pro- 
duction is an important factor in 
all plants. In many factories, 
maintenance and housekeeping 
for the stock of non-productive 
items is important enough to 
justify the allotment of a separ- 
ate section of the stockroom or, 
in fact, an entirely separate 
stockroom. 

These non-productive parts and 
supplies are highly important. All 
too often the ordering, recording, 
handling and storing of them 
have not been given the thought 
and attention their importance 
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Productive Stock 


merits. Because this stock is 
termed “non-productive,” many 
executives in the past have re- 
garded it as a necessary evil. They 
have been reluctant to spend any 
money for improvements in its 
handling and storing. Fortunate- 
ly for production costs this 
school of thought is on the slow 
but, nevertheless, sure decline. 
An idle machine can earn noth- 
ing, and even the space it occu- 
pies is a dead loss until the idle 
unit is in operation again. 
Particularly in times of short- 
ages and delayed deliveries, seri- 
ous interruptions can result from 
not having a replacement part on 
hand. Frequently an _ investiga- 
tion of the reason for its not being 
on hand can be traced to ineffi- 
cient records, or storage, or both. 
In one stockroom a check dis- 
closed that one item was stored in 
nine different locations, and each 
one had an opened package. This 
statement should not be passed 
over too lightly, for the same 
relative condition can be found 
in almost all stockrooms not 
properly controlled. The confu- 
sion from such a condition is easy 
to visualize. There generally is 
too much stock on hand, but 
sometimes not enough or even 
none. If the item is such that it 
can be damaged by handling or 


dirt, the loss in deterioration in- 
creases. 


Record Requirements 
The records that should be kept 

by the stockroom may be broken 
down into four major classifica- 
tions: 

1. Recuisitions (to order) 

2. Receipts 

3. Disbursements 

4. Material Control 


In the first place a system must 
be set up for the routine of re- 
questing the purchasing depart- 
ment to place an order for the 
material required. This means 
setting up a method of determin- 
ing the proper quantity to requisi- 
tion. Minimum and maximum 
limits should be established for 
each individual item, and these 
limits should be revised as experi- 
ence dictates. 

Normally the minimum should 
be set at double the quantity that 
would be consumed in the deliv- 
ery period. The maximum should 
be the sum of the reorder and 
the minimum limit quantities. A 
maximum thus established will 
not be exceeded except through 
error, and the low point will never 
reach the danger line for any 
other reason under normal condi- 
tions. 

The management of a com- 
pany that can boast of an annual 
turn-over of four in this class of 
stock deserves commendation, but 
few indeed are those who can 

(Turn to page 184, please) 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave lengh of:— 


CONFIDENCE .. . COUR- 
AGE ... CO-OPERATION 


OP billing in BUSINESS 

BUILDERS for January, 1945, 
goes to a mighty fine friend of 
this page’s co-ordinator, a master 
sergeant with the Second Air 
Force at Colorado Springs, who 
airmailed us a thrilling New 
Year’s letter. In this communica- 
tion he included several items for 
us to pass on to the listening audi- 
ence Of OFFICE APPLIANCES. 

In introducing this Business 
Builder we wish to note that the 
contributor is the nephew of a 
Pacific Coast office outfitter. The 
memorandum we are going to 
spotlight is a favorite clipping of 
his uncle-stationer. Here it is— 
read it; heed it; use it; and com- 
ment on it if you like. (Remem- 
ber our address: c/o Shaw & Bor- 
den Company, Box 2153, Spokane 
2, Washington.) 


DISPLAY IDEAS IN YOUR OF- 
FICE FURNITURE AND OFFICE 
SUPPLY PROMOTION 
WINDOWS! 


Ideas, not merchandise, make 
office outfitting windows effective. 
The mere arrangement of goods 
in a window is, of course, of some 
value. Like the sign over your 
door it tells your lines, lists some 
of your wares. But unless it goes 
farther, gets attention and SELLS 
it is not earning its full value. 

One office-outfitting display 
Manager says, “I trim my windows 
from the outside. Not actually, of 
course, but in effect. Before I be- 
gin, while I am at work and after 
I have finished, I try to imagine 
myself outside looking in. I en- 
deavor to imagine what would 
grip my attention and get my or- 
ders. I don’t attempt to be won- 
derfully artistic, although I ad- 
mire a nicely arranged window 
display of office items. But I do 
try to get personality into each 
business tool display.” 

Another aggressive displayman 
emphasizes the dramatic and sales 
display force of showing office 
helps IN A-C-T-I-O-N! 

(Thanks a million for those in- 
spirational suggestions embodied 
in that portion of your letter, and 
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we are not overlooking the other 
fine memo’s enclosed also—we will 
use them right soon.) And to our 
other friends everywhere, “Re- 
member a man is known by his 
clothes, and a store by its win- 
dows’’—let’s have your experiences 
on this and other related BUSI- 
NESS BUILDERS. T-H-A-N-K-S! 


4d @ £6. 8 8-0. 6°6 8S 2748 6) Ske D 


Your BOND of LOYALTY 
—A U. S. War Bond— 
regularly, consistently! 


$e ¢ 0.4.0 ¢ $4.6 84 *. 2 OS OD 


For many years one Charles 
“Potomac” Garvin has_ greeted 
office outfitters under the pen 
name of: “A Few Phacts Phrom 
a Phat Philosopher” .. . and 
many a clipped message have sta- 
tioners made all over the world. 
We mean just that, for a contrib- 
utor from a foreign land sends us 
a yellowed page of genial Charlie’s 
manufacture. We will quote ex- 
cerpts so far as space permits in 
the minutes left on this Business 
Builder broadcast from this gen- 
uine WIT who keeps and shares 
his W-I-T and HOW!: 

“For many years kindly friends 
have handed me diets of many 
kinds .. . I’ve tried them all and 
they all succeeded in adding a few 
more pounds. But out of the lot 
I have learned that there is one 
diet that works. Eat the things 
you don’t like and forget the 
things you like. 


“This diet applies also to sales- 
men. The salesman who does not 
progress is generally a man who 
specializes on the things he likes 
to do and does not do the things 
that he doesn’t like. 


“If he does not like to cover the 
small accounts he passes them up 
and, of course, does not get the 
business from the small accounts. 
He stays away from the chap who 
is hard to sell and apportions his 
time among the people who come 
easy. He forgets that the man 
who is hard to sell is also hard to 
unsell and makes the most loyal 
customer when he is finally 
landed. 

“If the suggestions from the 
‘boss’ on ‘How to Get More Busi- 
ness’ are pleasing to him he goes 
to it, but if they mean discomfort 
and extra work he passes them 
up. But the salesman who tries 
them out at least knows whether 
they are worth while or not.” 

And this diet for the salesman 
who is standing still: EVERY 
DAY DO THE THINGS YOU 
DON’T LIKE TO DO. THEY WILL 
PRODUCE BUSINESS AND RE- 
SULTS THAT YOU HAVE NOT 
SECURED BEFORE. C.P.G. 

1945 GOOD FORTUNE to YOU 
and YOU! 

RALPH B. ORTEL 


3, 38, 3B Ie, 








SHAW-WALKER LOW DESK INSTALLATION AT RADIO STATION WJBC, BLOOM- 
INGTON, ILL.—"Superior in every respect to the old-style higher desk,” was the way 
WIJBC Manager A. M. McGregor summarized the qualities of the Shaw-Walker new 
low desk. Greater comfort and efficiency and a more satisfactory tie-in with filing 
work were also listed as outstanding characteristics of the installation. The desks 
were purchased from Lang-Fuller Printing Co., Bloomington Shaw-Walker dealer. 
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EDITORIAL 


With Grateful Hearts 


@@ GREETINGS of cheer and good will have 
come to us from all parts of the world during the 
Christmas season making us realize again there 
is a spirit in all mankind that dwells not in the 
head but in the heart. We are grateful for your 
generous sentiment, which makes for a New 
Year full of happiness and contentment. It will 
spur us on to greater effort in the days ahead. 

We have been stabilized by the knowledge that 
no other social order has brought to man, from 
the highest to the humblest, such abundance of 
the material things of life, such stimulus to the 
creative mind and such freedom of the spirit as 
has the United States of America. Freedom to 
believe what we hold to be true, freedom to ad- 
vocate what we hold to be right, freedom to 
choose, each man for himself, the manner in 
which he will serve. Freedom to do and to dare, 
to strive for gain and risk loss. For these things 
let us offer all we have until Victory is surely 
won. Once won we must guard them zealously 
lest we lose them through neglect or confusion. 
“The world is waiting for the sunrise.” May it 
come in 1945. 





>. --— 


The Spot Authority Mirage 


@¢ IN COMMON with producers in other in- 
dustries, a number of manufacturers of office 
equipment and supplies have been granted “spot 
authority” to make some pre-war items. Pub- 
licity releases issued by the War Production 
Board were printed in the daily press without 
collateral information anent such factors as 
availability of manpower, raw materials and 
production facilities. Every spot authority 
granted is hedged with certain restrictions. As 
one writer put it, a spot authority to manufac- 
ture is like a fishing license—it permits a certain 
activity, but it doesn’t guarantee results. In 
most cases it will be several months before man- 
ufacturers given WPB authority to produce cer- 
tain lines will have obtained the men, the mate- 


HERE AND THERE 





rials and the facilities to make enough of the 
authorized items to begin civilian distribution 
in any quantity. 
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Annual Office Specialties Section 


@@ ALTHOUGH circumstances of a sellers’ 
market have reduced emphasis on selling as an 
aggressive factor in merchandising, opportuni- 
ties for creative sales work still exist. Providing 
alternates for restricted or eliminated products 
and keeping customers satisfied is largely a sell- 
ing job. Even more important than handling 
current problems, however, is the matter of 
giving consideration to the time when manu- 
facturers will be in a position to make unre- 
stricted deliveries again. 

In the Twentieth Annual Office Specialties 
Section, beginning on page 13, is an excellent 
feature article giving suggestions on how to 
prepare for reopening of the markets. Due to 
lack of opportunities for specialized selling in 
the war years, the remainder of the section is 
devoted to extracts from sections of former 
years. They present ideas and are concerned 
with principles as applicable today as when first 
expressed. The ideas, basic commodities about 
which all enterprises are built, are offered from 
backgrounds of knowledge that assure prac- 
ticability. Adaptations or shifts in emphasis 
may be necessary to fit local circumstances, but 
the suggestions implicit in the experiences re- 
corded are sound foundations upon which to 
build profitable sales programs. 

Under the impetus of specialization all in- 
dustry has advanced. Sales expansion, the uni- 
versally sought objective of manufacturers and 
retailers, becomes a realizable goal through ap- 
plication of the specialty selling technique. And 
the expansion may be accomplished without 
detriment to volume in staple lines. For these 
reasons and other practical values, the Office 
Specialties Section is commended to your 
thoughtful consideration. 








SAM WAS EMBARRASSED November, for 


Sam Hanna, who operates Sam 
Hanna's Book Store, Greencastle, 


example, he pro 
duced a camera for the publisher 
of this journal on a minute's notice. 


he never had seen—the father of 
a DePauw co-ed who had a charge 
account at the store. Sam tried 








Ind., advertised as the downtown 
campus of DePauw University, is 
great on co-operation. Early in 
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But on the preceding day Sam 
received a request by wire to re- 
serve a room for a customer whom 


without success to make the reser- 
vation through one of his sales 
girls and then went to the local 
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hotel himself. He succeeded (or 


thought so) and wired the cus- 
tomer the result. He explained 
carefully to the clerk that the reser 
vation was for Friday night but that 
the room would not be occupied un 
til three o'clock Saturday morning 
because the customer was coming 
on a night train. The clerk under- 
stood but made the mistake of using 
Saturday's date for the reservation. 
The customer arrived as planned 
to find no room available. Exhaust- 
ing all other possibilities, he spent 
the early morning hours on a cot 
in the police station. Saturday 
afternoon he called at the book 
store to relate his experience. Sam 
was a bit perturbed that his good 
plans had gone awry but the cus- 
tomer took it all in good spirit. 

Sam Hanna enjoys a good vol- 
ume of business with college stud 
ents, as well as with commercial 
concerns throughout the county. 
Among the lines represented are 
National blank books, W. A. Sheaf- 
fer pens and Royal typewriters. He 
is perpetual secretary-treasurer ot 

















“AND I THOUGHT L HAD ARRANGED 
FOR A NICE HOTEL ROOM” 


the DePauw Dads’ organization 
which holds its annual meeting on 
Old Gold Day, the occasion of the 
visit of the customer who willingly 
placed himself in the custody of the 
law when other arrangements failed. 





TYPEWRITER SALES MANAGER'S 
SON PROMOTED AND 
DECORATED 


Robert B. McCormick, son of 
John J. McCormick, sales manager 
of the Corona division of L. C. Smith 
& Corona Typewriters, Inc., was re- 
cently promoted to the rank of cap- 
tain and has been awarded the Dis- 
tinguished Flying Cross. 

First pilot on the B-24 Liberator 
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Hot Rock," he is only 23 years old, 
but had already received several 
including the Air 
Medal with three clusters, prior to 
his latest award. 

Captain McCormick has flown 31 
missions over Europe, participating 
in attacks on Bremen, Brunswick, 
Stuttgart, Kiel, Oschersleben, Han- 
nover, Eindhoven, Hamm, Ham- 
burg, Kempten, and: military in- 
stallations in support of the Allied 
ground forces now fighting in Ger- 
many. 

The presentation of the Distin- 
guished Flying Cross was made by 
Maj. Gen. Leon W. Johnson at an 
Eighth Air Force Liberator station 
in England. 


Jecorations, 





BRITISH OFFICE OUTFITTER EX- 
TENDS OPEN INVITATION TO 
U. S. SERVICEMEN OF FIELD 


No effort is being spared by Louis 
Matthews, governing director of 
D. Matthews & Son, Ltd., office and 
shop furnishers and fitters of 8-16, 
Manchester Street, Liverpool, Eng- 
land, to lighten the nostalgia of 
members of the U. S. armed forces. 

Mr. Matthews, in an interesting 
letter to OFFICE APPLIANCES, 
states that he has a large house 
about ten miles outside Liverpool, 
where he has often had the pleas- 
ure of entertaining members of the 
American forces. His two sons and 
daughter, all serving for England, 
often bring new-found American 
friends home with them when on 
leave, he adds. 

He extends an open invitation to 
former men of the office equipment 
field in the United States, now serv- 
ing in the fighting forces in Eng- 
land, to drop in for a week-end or 
a few days of home life at any time 
they're in his neighborhood. That's 
hospitality of the sort that cannot 
fail to draw Americans closer to 
their British cousins. 

Mr. Mathews concludes his let- 
ter by adding that 36 members of 
his own staff are now serving in the 
British armed forces. 





GRAND RAPIDS COUPLE AT 
25TH MARITAL MILESTONE 


If reports reaching the editorial 
department of OFFICE APPLI- 
ANCES are accurate, it must have 
been quite a gala affair. The oc- 
casion? The cocktail party, staged 
on November 25 by Mildred and 
George C. Ohland of Grand Rapids 
for their friends, in celebration of 
their 25th wedding anniversary. 
Humorous invitations in silver and 
blue summoned the well-wishers to 
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the festivities that began at 8 and 
lasted until . . . (You guess). 

Friends from far, from near, and 
from the Metal Office Furniture 
Company responded to the call 
bearing gifts of silver, the event 
being the couple's silver anniver- 
sary 


George Ohland, it will be re- 
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OHLAND INVITATION ANNOUNCING 
25TH WEDDING ANNIVERSARY 


membered, has often been alluded 
to as office furniture industry's 
“iron man," but despite injuries, 
illnesses and hospitalizations dating 
from his high schoo! days he's still 
carrying on with gusto as Metal 
Office Furniture's national contract 
salesman. 

The staff at OFFICE APPLI- 
ANCES hasten to extend their feli- 
citations to the scores already re- 
ceived by the happy couple. And 
may we add, ‘Here's looking for- 
ward to the 50th!" 





SONG COMPOSED BY FORMER 
HIGGINS MAN, NOW GERMAN 
PRISONER, AIRED BY CBS 

Since early 1943, Lt. Robert Ran- 
kin, formerly a member of the of- 
fice force of the Higgins Ink Com- 
pany, Inc., Brooklyn, N. Y., has 
been a ‘'guest'’ of the German 
army in one of the Nazi prison 
camps. He was captured, along 
with 1800 other American fighting 
men, shortly after the invasion of 
North Africa. 

During his unpleasant stay, Lt. 
Rankin has turned composer, whiling 
away many monotonous hours in the 
writing of his first song, "I'm Just 
Dreaming." The score, smuggled 
out of camp through the aid of a 
German officer, was given its 
American premiere over the Co- 
lumbia Broadcasting System's "'Re- 
port to the Nation" on November 
2!. The only previous performance 
was by Lt. Rankin himself, a ren- 
dition which resulted in much "'razz- 
ing" by the author's buddies. 

The full story of how the manu- 
script was smuggled out will have 
to wait until Lt. Rankin comes home. 
A|l that is known at present is that 
the song, once safely out of Ger- 
many, was delivered to America by 
the International Red Cross. 
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Application of Excise Tax on 
Pens, Pencils Clarified —1945 
Wood Case Pencil Supply Ample 


APPLICATION OF RETAILERS’ EXCISE TAX TO 
SALE OF FOUNTAIN PENS, MECHANICAL PENCILS 


Section 2400 of the Code, as amended, specifically 
provides that the tax imposed thereunder shall NOT 
apply to a fountain pen if the only parts of the pen 
which consist of precious metal are essential parts 
not used for ornamental purposes. 

The Office of the Commissioner of Internal Revenue 
holds that the essential metal parts of a fountain pen 
not used for ornamental purposes, are the pen point, 
filling lever, pocket clip and the plain narrow band or 
bands placed around the cap near the open end for 
the express purpose of preventing such cap: from 
spreading or expanding. The term “narrow,” as it ap- 
plies to the band or bands near the open end of the 
cap, includes one or more than one plain band, the 
combined width of which does not exceed three-eights 
of an inch. If, however, any other part of a fountain 
pen is chased or otherwise decorated with precious 
metals or imitations thereof, or if the band or bands 
are in excess of three-eights of an inch in width, the 
fountain pen will be subject to the 20 per cent tax 
when it is sold at retail. 

The exemption from tax of certain fountain pens 
does not apply to pencils, mechanical or otherwise. If, 
therefore, any metal part of a pencil such as the clip, 
band or tip is made of a precious metal or is plated 
with an alloy thereof to a thickness of .00001 of an 
inch or more, the pencil is subject to tax. 


Where a nontaxable fountain pen and a taxable 
pencil are sold as a set, the tax attaches to that part 
of the unit selling price which is attributable to the 
taxable article. The tax due should be determined by 
applying to the selling price of the unit the ratio of 
the retail selling price of the taxable pencil and the 
nontaxable pen when such articles are sold separately. 
For example, if the value of the taxable pencil is one- 
third of the sum of the value of the taxable pencil and 
nontaxable pen, the tax applicable to the sale of the 
unit is computed at the prescribed rate upon one- 
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third of the price at which the package is sold at re- 
tail. 

The Office of the Commissioner of Internal Revenue, 
Washington 25, D. C., has no special pamphlet or bul- 
letin relative to fountain pens or mechanical pencils. 
If, however, there is any doubt as to the taxability of a 
particular fountain pen or pencil, either an illustra- 
tion or a detailed description of the article should be 
submitted for consideration and a special ruling. The 
Deputy Commissioner in charge of these matters is 
D. S. Bliss, Washington, D. C. 


1945 WOOD CASE PENCIL SUPPLY ADEQUATE 

A supply of wood case pencils adequate to meet 
consumer needs will continue to be available during 
1945, members of the Wood Case Pencil Industry Ad- 
visory Committee agreed at a recent meeting, the War 
Production Board reported on December 7. 

The shortage of brass strip, used in the manufac- 
ture of ferrules (the metal band placed at the top of 
a pencil to hold the eraser), was the principal con- 
cern of industry members. 

In order to meet tremendously increased military re- 
quirements for brass strip for the small arms and 
heavy ammunition program, brass mill facilities will 
be taxed to the utmost, a Government representative 
said. He estimated that this situation would continue 
well into 1945. There is little possibility of securing 
brass for pencil ferrules for some time to come, he told 
the committee. The manpower shortage in the brass 
mills, coupled with boosted military requirements, is 
the principal reason for the present tight situation 
in brass, he explained. 

Wood case pencil manufacturers have used a variety 
of substances for the brass ferrule since copper re- 
strictions were put into effect in 1941. These have 
been chiefly plastics, fiber and steel. The plastic fer- 
rule has proven satisfactory, committee members said, 
but chemical shortages have frequently made the 
cellulose acetate and butyrate plastics difficult to ob- 


(Turn to page 178, please) 
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COMMONWEALTH ANNOUNCES 1945 TAX RECORD 


The Commonwealth Publishing Company, 508 
South Dearborn Street, Chicago 5, Ill., has just placed 
on the market its Liberty war tax record for 1945. 
Within its covers, the publishers state, space is pro- 
vided for all legally required tax records, sales taxes, 
luxury and war taxes, social security and payroll rec- 
ords and income tax. In addition the record provides 
a complete, yet compact, account of all business tran- 
sactions. 

Specially-ruled pages are included for inventory, 
ledger, profit and loss statements, receipts, disburse- 





“LIBERTY” WAR TAX RECORD FOR 1945 


ments, expense analysis, and so on. The new 
record is a complete bookkeeping system in one handy 
volume in which accurate and complete records ac- 
ceptable to tax authorities, accountants, and audi- 
tors can be easily maintained. Attractively bound in 
blue cloth with red cloth-reinforced back and corners 
and silver imprint on cover, the record is printed in six 
colors on three tints of paper. Size 914” x 111%”; 196 
pages. 

Furchasers of the Liberty war tax record may re- 
ceive without cost, upon request direct to publisher, 
free advice on specific tax problems, and up to 200 or 
more additional ledger and inventory pages, if re- 
quired, during the fiscal year. 
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PHOTO MATERIALS PRESENTS CUTTING BOARD 


Recently announced by Photo Materials Company, 
55-59 East 26th Street, Chicago 16, Ill., was their 
newly-designed line of Premier cutting boards. The 
new cutters have boards of warp-proof hard rock 
maple, scored in one-half inch squares. Scales are 
accurate and easy to read. The board has a removable, 
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sliding square-edge guide which, the makers claim, 
can be set in a few moments and will not get out of 
adjustment. The bright steel knife, designed to hold 
its edge, is easily removed for sharpening. One of the 
outstanding features of the new board is the safety 


“PREMIER” CUTTING BOARD 


knife which remains open automatically, 


“non-drop” 
the use of both hands in manipulating 


permitting 
paper. 

All Premier cutting boards are actually one inch 
larger than specifications. They are available in five 
sizes—10, 12, 15, 18, and 24-inch. Complete specifica- 
tions, price ranges and discounts may be obtained 
from the maker at the above address. 


o— 


REPLY-O ENVELOPE NEW IN JUSTRITE LINE 

The Northern States Envelope Company, St. Paul, 
Minn., has announced another new member to its line 
of business envelopes—the Reply-O combination state- 
ment and reply envelope. The new Reply-O may be 
used for follow-up notices on account or as a statement 
with its own return envelope for prompt remittance. 

It is particularly recommended for insurance com- 
panies, finance companies, professional men, lodges 
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NORTHERN STATES REPLY-O ENVELOPE 





and clubs, newspapers and magazines, and mercantile 
firms. Business firms will also find the envelope useful 
as a reply order blank, especially for remittance with 
order deals and to collect accounts, the manufacturer 
stresses. The Reply-O is also being used as a ticket 
envelope. 

Available in white or colored stock, the envelope has 
a large outside flap which can be used to advantage 
for carrying an advertising message. Full pricing in- 
1945 


OFFICE APPLIANCES, January, 














When YOU CAN'T SEE THE ‘’WORDS” 
FOR THE’ TREES” 
SWITCH TO MERIDIAN EVR-FLAT 


—FLAT when you START ¥ 
—FLAT when you FINISH 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


COAST TO COAST DISTRIBUTION 
iss TH IRD AVENUE . BROOKLYN 157, We Ve 
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VICTOR SAFE ANNOUNCES NEW PAYROLL AID 


Unusually fast and accurate is the latest payroll 
department aid—the Recordex withholding tax com- 
puter—according to the claims of its maker, The 
Victor Safe & Equipment Company, North Tonawanda, 
N. Y. The new device combines the 1945 withholding 
tax schedule in card form with the reference speed 
of visible records. 

The outfit consists of five sets of cards for the five 
payroll periods—weekly, bi-weekly, semi-monthly, 
monthly and daily, or miscellaneous. The holder—a 
letter-size pressboard folder with 20 transloid tipped 
8 x 5 pockets—has been marketed for many years. It 
has been widely used for the smaller records of various 
types. 

The cards are printed in such a way that every wage 
amount is visible on the protected margins. In use, 
the finger is placed on the amount earned, the pocket 
flipped up, and the deduction read directly above, 
opposite a bold figure for the number of exemptions 
claimed. Exemption groups are widely spaced, and are 
separated from each other by colored rules. Deduction 
figures are printed in large clear type. 

Distribution of the Recordex tax computer will be 
through stationery stores and office equipment dealers. 


———— - o—___ 


BARKLEY FEATURING PLASTIC TAB DESK SET 

Latest of the filing conveniences to be announced 
by C. L. Barkley & Company, 517 South Jefferson 
Street, Chicago 7, Ill., is the Barkley plastic tab desk 





THE NEW BARKLEY DESK DRAWER FILE SET 


set, designed to simplify and speed up desk drawer 
filing. The set consists of 25 red rope folders with 75 
specially-printed and plain inserts from which to 
make a selection. The tabs are available in the fol- 
lowing colors—clear, green, amber, red, pink and blue. 


SS Ee 


WAGE RATE CALCULATION BOOK NOW AVAILABLE 


The Colonial Company, 2954 Avenue Q, Brooklyn 29, 
N. Y., has just announced its new time-saving aid for 
payroll departments—the Nation-Wide Wage Rate 
Calculation Book. 

The new book, spiral-bound, is a handy 5- x 7-inch 
size and contains 64 pages and more than 30,000 pre- 
calculated figures. Tables for wage rates of from 
40 cents to $1.50 are provided, those up to 80 cents 
being given in one-cent steps, from 80 cents to $1.50 
in five-cent steps. All rates are listed in one-fourth 
hour units, with complete pre-computed figures for 50 
hours straight time, 20 hours time and a-half and ten 
hours double time. Also included are supplemental 
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tables for in-between rates, and a breakdown table 
for conversion of weekly salaries into hourly rates. 
Furnished with each dozen books are 250 inserts, 
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SAMPLE PAGE FROM NATION-WIDE 
WAGE RATE CALCULATION BOOK 


with price and name omitted. The books are priced 
to retail at $1.50 each. Further information and 
dealer discount rates may be obtained from the pub- 
lisher at the above address. 

I 
SERVICE PRODUCTS PRESENTS NEW BLACKBOARD 


Something new in blackboard performance is 
claimed for the new “Service” blackboard by its 
makers, Service Products Company, 365 ‘East Illinois 
Street, Chicago, IIl. 

The new product, recently placed on the market, is 
processed by applying an unusual writing finish to 





THE NEW “SERVICE” BLACKBOARD 


“Service” plastic fibre board, state the makers, and 
will not peel, splinter or warp. Each board has a 
12-inch grooved trough for holding chalk and eraser; 
two holes at the top, reinforced with metal eyelets, 
provide an easy method for hanging on the wall. 

The “Service” blackboard is available in four sizes— 
15 x 21-inch, 18 x 24-inch, 24 x 36-inch and 36 x 48- 
inch. Further details and price information are avail- 
able upon request. 








AGAIN AVAILABLE 


AUTOMATIC PENCIL SHARPENER ANNOUNCES 
RESUMPTION OF PRODUCTION ON FOUR MODELS 


The Automatic Pencil Sharpener Division of Spengler 
Loomis Manufacturing Company, Chicago, Ill., an- 
nounced late in November that manufacturing of the 
following four models has been resumed: Giant, 
Transparent Receptacle; Dexter No. 3 Transparent 
Receptacle, Dexter Draftsman Transparent Receptacle 
and Special Draftsman Transparent. Receptacle. 

Steel and other critical materials for the manufac- 
ture of pencil sharpeners has been authorized by the 
War Production Board, the company stated, but only 
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What then? Stay home...do nothing? You know 
you won't! Like our fighting men, you've earned 
the right to choose work you enjoy. And the 
time to prepare is... now! 


A surprising number of war workers are going 
to learn to type...a skill easy for them to acquire. 


For women who want careers, typing is the 
opening wedge to the world’s most fascinating 
professions. For women who plan marriage, 
typing brings contacts with the world outside 
... keeps distant friends in touch, leads to club, 
business, and social activities that less accom- 
plished women miss. 
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When it becomes a souvenir... 


So do think about learning to type. Even today, 
some Smith-Corona typewriters, under ceftain 
conditions, are available for civilian use—or you 
can “beg, borrow, or rent” for practise purposes. 
It’s a wise move for post-war planners. LC Smith 
& Corona Typewriters Inc Syracuse 1 New York 


SMITH-CORONA 
Typewriters \ Wm 
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You'll get shead tomorrow Plant 
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LEARN TO TYPE TODAY! 
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50 per cent of the materials used in 1940 may be put 
into production. Consequently there will be a very 
limited quantity of sharpeners available for civilian 
use. Orders for the armed forces and war contractors 
with an AA-1 rating will continue to receive preference 
in accordance with WPB regulations, and these orders 
are at present absorbing almost all the company’s 
output. 

No change in prices will be made, according to the 
anouncement. Dealers are invited to write for cur- 
rent price list No. 42. 

ae ee 


LYON STEEL WALL DESKS AGAIN AVAILABLE 


Lyon Metal Products, Inc., Aurora, Ill., has just 
announced that Lyon steel wall desks are again being 
manufactured and are available through dealers from 
coast to coast. 

Especially suitable for inspectors, timekeepers, 
checkers and others, these desks may be easily at- 
tached to any convenient wall space, building column 
or the end of shelving racks. 

Pictured is model No. 2131-17, 245g inches wide, 2314 
inches deep and 13 inches high. The attachment 





LYON STEEL WALL DESK 


bracket is 12 inches high and is made of %x7%g-inch 
angle steel. 

These desks have a 245-inch x 14-inch working 
surface, large storage compartment and three open 
compartments across the back. Each is equipped with 
a pencil tray on either side and a grooved lock with 
two keys. 

Lyon Steel wall desks are finished in Lyon green 
baked enamel, and are shipped set up with the sup- 
portive brackets detached. 

Additional information about these desks may be 
obtained from any Lyon dealer, or by writing directly 
to Lyon Metal Products, Inc. 


——_—_—_9-—= 


REUBEN “CONVERTO” AGAIN IN PRODUCTION 

Recently announced by the Reuben Company, leath- 
er goods manufacturers at 557 West Jackson Boule- 
vard, Chicago, was the news that their Converto zipper 
ring binder is again available to dealers. The Converto 
case possesses double utility, for by the turn of two 
permanent screws the rings may be quickly removed 
and the zipper notebook case becomes a portfolio. 
Well known and accepted in pre-war days, this popular 
item, the makers believe, will be a welcome addition 
to dealers’ stocks. 

Se ee 


GRAVER-DEARBORN SETS UP SYSTEMS DIVISION 

The Graver-Dearborn Corporation, 118-124 South 
Clinton Street, Chicago 6, Ill., has recently established 
a new office methods and systems division to aid its 
customers not only in the securing of desired equip- 
ment, but also to advise and suggest improvements in 
office systems and type of equipment used. 

The new department will be headed up by William 
Dudley, recently added to the staff. Mr. Dudley has 
been connected with one of the nation’s largest indus- 
trial concerns, reviewing their systems, methods, equip- 
ment and supplies. His background also includes a 
wide experience in the business engineering field. 
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MOORE BUSINESS FORMS ORGANIZED JANUARY 1 
IN UNITED STATES AND CANADA 

Nine United States and Canadian subsidiary com- 
panies of Moore Corporation, Ltd., will be united Jan- 
uary 1 to form Moore Business Forms, world’s largest 
designer and producer of business systems forms, E. 
G. Baker, president of Moore Corporation, announced 
on December 6. 

Moore Business Forms, Inc., which will have execu- 
tive headquarters in Niagara Falls, N. Y., will include 





E. G. BAKER W. N. McLEOD 


the following companies as divisions: 

American Sales Book Company, Nigara Falls and 
Elmira, N. Y., and Gilman Fanfold Corporation, Ni- 
agara Falls, which will be combined in one division; 
Cosby-Wirth Manifold Book Company, Minneapolis; 
Pacific Manifolding Book Company, of Emeryville and 
Los Angeles, Calif.; Southern Business Systems, of 
Orlando, Fla.; and Moore Research and Service Com- 
pany, Inc., Niagara Falls. 

In Canada, Burt Business Forms, Ltd., of Toronto; 
Western Sales Book Company, Ltd., of Winnipeg and 
Vancouver, and National Sales Check Book Company, 
Ltd., of Montreal, will be divisions of Moore Business 
Forms, Ltd. 

Mr. Baker also announced the immediate creation of 
a southern division with headquarters in Dallas, Tex., 
where temporary premises have been leased and a 
modern plant will be erected as soon as materials are 
available. 

Moore Corporation, which grew out of a small busi- 
ness started in a little frame building in Niagara Falls 
61 years ago by S. J. Moore, now chairman of the 
board, will own all the stock of both the United States 
and Canadian companies. 

Each of the divisions, Mr. Baker said, will continue 
to conduct its business independently of the others, 
adapting basic policies to its own field of operations, 
but it will draw upon the central headquarters for 
special services in research, engineering, production, 
and marketing. 

Mr. Moore will be chairman of the boards of the 
new companies. Mr. Baker will be president and W. N. 
McLeod, executive vice-president. Newly elected as 
vice-presidents of Moore Business Forms, Inc., are 
H. P. Brown of Niagara’ Falls, W. H. Mordy of San 
Francisco and H. D. Clark of Dallas. 

In announcing the reorganization to the 6,500 em- 
ployees of the Moore organization, Mr. Baker said the 
companies will sponsor a campaign of national ad- 
vertising in both United States and Canadian publica- 
tions and that within the next three years they will 
invest several million dollars in new equipment. 

Continuing as part of Moore Corporation, Ltd., under 
their individual corporate names will be the F. N. 
Burt Company, Buffalo, and the Dominion Paper Box 
Company, Toronto, which together produce a large 
part of the small boxes used by the cosmetic and drug 
industries, and the Kidder Press Company, Dover N. H., 
which builds most of the special equipment for the 
Moore companies. 
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J. W. Densford, Shawnee A-C Typewriter Company, 
Inc., Shawnee, Okla., penned his name in the Guest 
Book on November 29. Mr. Densford was on his way 
home from Washington, where he had been for about 
a week engaged in the work of the legislative commit- 
tee of the National Office Machine Dealers Association. 
As chairman of this committee, Mr. Densford is head- 
ing up the campaign to make the price paid for type- 
writers bought later in the Government procurement 
program retroactive to cover machines purchased 
earlier at a lower price. 

During his visit, Mr. Densford referred to an in- 
teresting letter from one of his sons who was stationed 
in Batavia, Dutch East Indies, when the island of Java 
was attacked and captured by Japanese forces. Al- 
though that happened early in 1942, the letter was not 
released by the censors for delivery until 1944. Running 
12 pages in length, single-spaced typing on 14-inch 
paper, the letter was an eyewitness account of the air 
and artillery attacks. Typing on a portable machine 
in a hotel room, young Densford reported the explosion 
of bombs and the crushing impact of shells. Between 
paragraphs he ran down to the street to view the dam- 
age wrought by the attackers. He referred to the Royal 
typewriter agency in a building across the street which 
was demolished by a direct hit. The story he told was 
not only fascinating, but gruesome as well, because the 
destruction was not confined to buildings and property, 
but reached many people, mostly non-combatants. 

Densford and his fellow soldiers were taken off the 
island by submarine and landed safely in Australia. 


H. L. Bockfinger of Acme Tag Company, Minneapolis, 
looked in on us December 5. An office appliance 
man of long experience prior to entering the tag busi- 
ness as sales manager, he recalled many pleasant asso- 
ciations dating back to his connection with Rockwell- 
Barnes Company under the late Harry Meister, shortly 
after the name was changed from Rockwell-Rupel. 
He was also formerly western representative for Inter- 
national Carbon Paper Company of New York, headed 
by the late Al Ernst. He recalled J. E. Colton, formerly 
sales representative of Eaton, Crane & Pike Company, 
now Eaton Paper Corporation, from whom he bought 
typewriter paper; J. E. Grady, president of the old 
Rebuilt Typewriter Company, and George Patterson, 
founder of OFFICE APPLIANCES, one of Mr. Bockfinger’s 
close personal friends. He recalled that Bill Oliver 
of the Oliver Typewriter family still is in business in 
Minneapolis, but switched some years ago from type- 
writers to cash registers. Not far from his home is 
that of Vorley Wright, formerly prominent in the sale 
of Olivers, Royals and Woodstocks. 

Mr. Bockfinger’s principal trouble is an oversold 
condition. He would be happier if he could spend more 
time developing new business. 


A. Whitley and Cfn. George G. Carter, RCEME, of 
A. Whitley Limited, Windsor, Ontario, the latter also 
of the Canadian Army, signed the Guest Book, Decem- 
ber 6. The Whitley company acts as distributors for 
Royal Typewriter Company, A. B. Dick Company, The 
Todd Company, Allen Calculators, Inc., and others in 
several counties of Ontario on the peninsula opposite 
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Detroit. Besides office machines the company sells 
office furniture, filing supplies, desk accessories and 
other articles complement to furniture and file in- 
stallations. The two gentlemen were on a hurried trip 
to the plants of several of their suppliers in Michigan 
and Chicago. Severely handicapped by the manpower 
shortage, Mr. Whitley, whose son was reported missing 
in action two-and-a-half years ago, is making plans 
now in order to be ready for new equipment as soon 
as it can be obtained. 


Barney Alderson of Alderson & Downie, manufac- 
turers’ representatives at Los Angeles, California, 
signed his name in the Guest Book December 9. For- 
merly connected with the Irving-Pitt Manufacturing 
Company and Wilson Jones Company, Mr. Alderson 
has many friends in the Chicago area. The purpose 
of his trip was to call upon manufacturers in Wis- 
consin and Michigan. 


W. J. DeGroft, sales representative of the Sanford 
Ink Company, dropped in for a pleasant visit on 
Monday, December 11. Although his home is in Fort 
Wayne, Ind., Mr. DeGroft has spent quite a bit of 
time during the past year at the Sanford factory and 
general offices in Chicago. Despite this his sales vol- 
ume continues to climb. He is convinced that much 
of the advance is due to his program of sales meetings 
with dealers in his territory. A feature article by 
Mr. DeGroft on the value of sales meetings by dealers 
is presented on another page of this issue. 


A. L. Marschall of New Orleans, southern representa- 
tive for The Carter’s Ink Company, signed the Guest 
Book December 12. He had passed through Chicago 
earlier en route to Boston to participate in a confer- 
ence at the home office and at the time of his call 
was making use of time between trains. He has 
traveled the South for many ‘years, after having his 
early training in the industry in the retail end of the 
business. 


Reg M. Tussing, York Pa., was a visitor at the office 
of this journal December 18. He had come to Chicago 
on a business mission which lasted longer than he 
anticipated but gave him time to call at OFFICE 
APPLIANCES’ headquarters. When safes were with- 
drawn from the market Mr. Tussing left the office 
equipment industry to work for the government. With 
his government duties completed, he has entered into 
new activities and has found oportunity to renew 
many old acquaintances. 


John Uden, Kansas City, Mo., sales representative of 
Associated Stationers Supply Company, made an all 
too brief visit December 18. Since taking over the sales 
work in the states of Missouri, Kansas, Iowa and 
Nebraska, John has been extremely busy calling on 
dealers. He managed to take a few days off for a 
necessary personal contact with the home office in 
Chicago, but expected to return to his territory with- 
out delay. Having had extensive experience both as a 
retailer and a supplier, he is especially well fitted to 
his present work of calling on dealers and helping 
them solve their merchandising problems. 


——_—_»-—= 9 


SERVICE PRODUCTS MOVES TO OWN BUILDING 


Service Products Company, makers of Service chair 
mats, clipboards, desk trays, blackboards and other 
office products, have moved from 365 East Illinois 
Street, Chicago, to their own building, 2035 South 
Calumet Avenue, Chicago 16, IIl. 

This building was previously occupied by Buick and 
Frigidaire divisions of the General Motors Corpora- 
tion. There are four floors providing enlarged space 
for the manufacture of Service products. Shipping 
and receiving departments are facilitated by private 
switch-tracks. 
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“1 wouldn’t do that again 
for any man!” 


GIRL: Look, Boss . . . there’s a limit! This is the last time I'll copy 
that letter! If you don’t like it now ... 

BOSS: How could I like it? I can’t even read these blurred, sloppy 
carbon copies! 

GIRL: That’s your fault! I’ve told you about *Roytype Park Ave- 
nue Carbon Paper, but you wouldn't listen. So I bought a box of 
Park Avenue just to show you what I can do when I have the 
right tools to work with. Look at this: 












See how sharp, clean, and legabel this carbon copy 
is. It's made with deep-inked Roytype Park Avenue 
Carbon Paper. 











GIRL: And that funny spelling is on purpose . . . just to show you 
how neatly and quickly I can make erasures on a copy made with 


\ Roytype’s clean-handling carbon paper. Take a look! 
if 


See how sharp, clean, and this carbon copy } 


80S: You win, sister! This office is switching to Roytype Park 
Avenue Carbon Paper! Now what can we do to make our origi- 


w 








nals crisp and snappy, too? 

GIRL: I’ve already done it! I put a Roytype Ribbon in my ma- 
chine. Roytype Ribbons are made by a special process that per- 
mits the ink to flow through the fabric into the used parts. This 
keeps ‘em full of life, and helps you turn out clean, sharp-looking 
letters. See? 








BOSS: I see a couple of things. I see that 


you're a very smart girl . . . and I see that ROYTYP i? 
it’s Roytype around here from now on. Carbon Papers and Ribbons 
- made by the 
--> See your Royal Representative or 
Roytype Dealer today. Buy on the ROYA L 
Coupon Plan and save money. TYPEWRITER COMPANY 


*Trade-mark Registered U.S. Pat. Of. 





Copr. 1944, Royal Typewriter Company, Ine. 
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But the THINGS 
we do for our 
DEALERS! 


A YOU probably know by now—we give 
you the most extensiveand consistent 
national advertising campaign ever put be- 
hind typewriter ribbons and carbon paper! 

At the left, you see a potent example of 
ROYTYPE ADVERTISING—the heaviest 
promotion in its field! 


THERE ISN'T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 

So... if you like to watch sales mount, and 
profits roll in, nice and steady... 

Stock ROYTYPE...display ROYTYPE... 
push ROYTYPE RIBBONS and CARBON 
PAPER ... made by the makers of ROYAL, 
‘The World’s Number One Typewriter.” 

ROYTYPE is a complete line . . . designed 


to fit all typing needs, and with a price 
range to fit all your customers! 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


The following London Letter, delayed en route and 
received too late for incorporation into the December 
issue Of OFFICE APPLIANCES, is here reproduced in its 
entirety: 

London, November 3, 1944 

The Office Appliance Trades Association held its 
25th Annual Meeting on October 23. Cables of con- 
gratulations were received from twe members now in 
the U.S.A.— 

Joseph Halsby, the founder and first chairman, and 
W. H. Hartley, its second chairman. 

Preceding the business of the meeting a gold cigar- 
ette case was presented to W. G. Gledhill, T.D., M.A., 
by the chairman (C. H. S. Cox, Percy Jones (Twin- 
lock) Ltd.), subscribed for by the members in appre- 
ciation of his work for the industry. Mr. Gledhill had 
been a member throughout the life of the organiza- 
tion, had been a member of the executive committee 
continuously since 1923 and twice had been chairman, 
the first time in 1923-24 and for five consecutive years, 
1938-1943, the most troublous war years. It would be 
difficult to estimate the value of his personality, wis- 
dom and understanding during those very difficult 
early war years. The token represented the members’ 
very sincere regard and appreciation of his outstanding 
work. 

Mr. Gledhill, in thanking the members for the token 
gift of their regard, said that probably the most valu- 
able possession he had, even more valuable than the 
gold cigarette case, was the good will of members, and 
the numerous friendships he had made during the 
past 25 years. He had seen the Association develop 
very considerably and whatever legislation had been 
effected had always been to the benefit of the whole 
organization. So long as that spirit endures will the 
Association continue its progress. 

He wished everybody the same loyal support, the 
same happiness in serving the members as a trade 
association that had been his. The cigarette case 
would remind him of a very long, useful and happy 
period spent with members of the industry. 

To W. Desborough (Powers-Samas Accounting Ma- 
chines Ltd.,) fell the honor of proposing the toast of 
the O.A.T.A. in its 25th year. He reminded members 
that all but three of the original founder-members in 
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May, 1920, were still members, several of whom were 
present. He outlined the progress made during the 
past 24 years and remarked that in his opinion the 
O.A.T.A. had always hidden its light under a bushel. 
The progress and prestige of the office appliance 
trade in Great Britain is higher than in any other 
European country, due in no small measure to the 
activities of the O.A.T.A. He stated that the associa- 
tion was the servant of the industry as a whole and 
not the master, and that the office appliance industry 
was essentially international in character. It is neces- 
sary, he said, to maintain a high standard of market- 
ing, public relations, exhibitions and business ethics. 


The industry is selling the efficiency of clerical effort 
on a very high plane, whether that effort is in an 
office proper, in a factory office, in a shop, on a 
ship or in the field. The O.A.T.A. exists to promote 
the efficiency of clerical effort and its magnificent 
exhibitions proved conclusively that a good job of 
work had been done. More remains to be done, he 
said, especially if the membership wishes to insure 
that the Association will remain the servant of the 
industry. 

At the meeting immediately following, the election 
of officers for the ensuing year yielded the following 
results: 

J. H. Whitfield, Dictograph-Telephones Ltd., presi- 
dent; J. A. Cumming, D. Gestetner Ltd., vice-presi- 
dent; C. H. S. Cox, Percy Jones, Twinlock, Ltd., im- 
mediate past president; H. V. Briscoe, National Cash 
Register Co., Ltd.; W. Desborough, Powers-Samas Ac- 
counting Machines, Ltd.; E. H. Gardner, Addressall 
Machine Company; Gilbert Gledhill, G. H. Gledhill & 
Sons, Ltd.; B. G. Hillier, Tan-Sad Chair Company 
(1931), Ltd.; A. R. Jackson, Remington Rand, Ltd. 

W. G. Gledhill continues in office as honorable edu- 
cation director and Edgar Smith as honorable secre- 
tary. 

At a previous meeting it had been decided to dis- 
card the use of the title of “chairman” and substitute 
that of “president.” 

Gilbert Gledhill is M. P. for Halifax. Thus the voice 
of the industry has reached the Houses of Parliament. 

S. S. E. 
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An unbeatable combination—sheer, sturdy, 
quality MARATHON SILK, and Columbia's 
PRECISION-CONTROLLED FLUID INKING! 


BEAUTIFUL— 


Dignified, crystal-sharp impressions for prestige- 
building “executive quality” correspondence. 


DURABLE— 


Withstands heavy, ribbon-cutting typing and tabu- 
lating; it’s Marathon Silk that gives this super-wear! 


/VERSATILE— 


For use on all makes of manually and electrically- 
operated typewriters, adding, billing and tabulating 
machines. 


PROFITABLE— 


Increases your profits by enabling you to sell a 
better ribbon at a better price. ; 


Widens your Sales Horizon—you can sell Marathon 
for many uses! 


Write for Prices and Details of 
Marathon’s Special Sales-Promotion Plan 


* * * 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L.I., N.Y. 





New York Sales & Export: 
58-64 West 40th Street 





EXECUTIVES 
HAVE AN EYE 
FOR S/LK 
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Cash Da 


NOW iP 


It’s just what wise dealers are looking for—that 
small, easy-to-stock, easy-to-sell item with the 
big profit margin. And U-MAK-A Tabs sell fast 
... keep your money working for you! 

Right now you'll want to skim the cream of 
start-of-the-year sales. Right now your custom- 
ers are setting up, expanding, or revising their 
records, account books, portfolios, and sales man- 
uals ... a market that’s ripe for U-Mak-A Index 
Tabs! 

And U-Mak-A Tabs help to boost sales of other 
items such as record sheets, folders, cards, and 

many other kinds of office supplies. 

Mats for 1 and 2 column newspaper ads, and 

spot radio announcements are available— Free 

—to any dealer who stocks U-Mak-A Index 
Tabs. 

Get your share of extra sales and profits— 
now. 

The Globe-Wernicke Co. Norwood 12, Cin- 
cinnati, Ohio. 


Exclusive 
CUT TO ANY SIZE 
DESIRED 


WITH BUILT-IN MEASURING SCALE 


















be - Wernicke 


“U-MAK-A” INDEX TABS’ 
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INDEX TYPE 


The indexing is printed directly on the cellu- 
loid, eliminating the use of insert labels. 
Handy for indexing where contents are in 
alphabetical order. 
Index type tabs are available in two 
sizes as follows: 
14” projection tab 14” wide 
34" projection tab 14” wide 
Furnished in green only with 
24 A-Z tabs. 
Convenient for directories, 
dictionaries, books, card 
records, etc. 


STRIP TY 


Furnished in six-inch strips. Any in- 
dexing desired may be typed on re- 
movable insert labels. Tabs have 
self-measuring scale with lines 14” 
apart printed on both sides, and can 
be cut to exact size needed. 

Three sizes... 14”, 34” and 14” 
projections in green, pink, red, blue, 
orange, yellow and clear celluloid. 
Packed two 6” strips of one 
color in an envelope. 

A supply of printed al- 
phabetical insert labels 
plus an additional quan- 
tity of blank insert labels 
are included with each foot 
of strip type tab. 











SHIELD TYPE. 


Furnished in four widths... 4”, 
ie 1” and oat having 























Visible Record Systems 


Globe -Wernicke ==... 


Filing Equipment 
“U-MAK-A” INDEX TABS and Systems 


= 
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MAJ. H. G. ST. V. BEECHEY, UEF 
NEW ZEALAND REPRESENTA- 
TIVE, FINDS U.S.A. TO 
HIS LIKING 


The home offices of Underwood 
Elliott Fisher Company and of 
OFFICE APPLIANCES were honored in 
November by a visit from one of 
most distant representatives of the 
typewriter company, Major H. G. 
St. V. Beechey, managing director 
of Beechey & Underwood, Ltd., 
Auckland, New Zealand. 


In active service for that British 
dominion for more than four years, 
the major stated that his visit to 
the United States was a part of a 
long-postponed furlough. His visit 
to the UEF factories and home of- 
fices was a part of a well-grounded 
campaign to forward his sales and 
service programs in New Zealand’s 
post-war period. 


Major Beechey transplanted him- 
self from London to New Zealand 
19 years ago, and has been a UEF 
agent since 1937. His wartime staff 
is down to 14, ten of whom are in 
the service department. The 
Beechey & Underwood organiza- 
tion, incidentally, has sent five 
members beside the major to the 
armed services, two of whom have 
lost their lives in the conflict. 


There’s no essential difference, he 
stated, in the viewpoints of pros- 
pective New Zealand and American 
customers, adding that his insular 
home is a very young, growing 
country which offers excellent sales 
opportunities. A sidelight on the 








MODERN SHOP AND DISPLAY ROOM FOR OFFICE MACHINES IN NEW ZEA- 
LAND.—Beechey & Underwood, Ltd., Auckland, New Zealand, conduct a sub- 
stantial business in quarters pictured in part above. The upper photograph re- 
veals the salesroom with the firm’s principal line—Underwood Elliott Fisher—repre- 
sented by an accounting machine in the foreground. Below is a view of the serv- 
ice and repair shop completely equipped with up-to-date facilities. Walls and 
ceiling are finished in a soft green to rest the eyes of workers when they look up. 


major’s career as a UEF represent- 
ative was the fact that the first 
piece of Pan American Airlines air 
freight to reach the islands was an 
Underwood typewriter consigned to 
his firm. 
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PRECISE DEVELOPMENTS CONTEST WINNERS 

In the November issue of OrrIcE APPLIANCES the Pre- 
cise Developments Company, Chicago, announced a 
contest for ideas on post-war office appliances. Seven 
prizes in War Bonds were offered, ranging from $250 
down to $25. Following the close of the contest on 
December 15 the judges made these selections: First 
prize, a $250 War Bond, to F. Arbuckle, Schwabacher- 
Frey Company, Los Angeles, Calif.; second prize, a 
$100 War Bond, to G. A. Ericson, Wood Conversion 
Company, St. Paul, Minn.; third prize, a $50 War 
Bond, to Anthony P. Heil, Northwestern Furniture 
Company, Milwaukee, Wis., and a fourth, fifth, sixth 
and seventh prizes, $25 War Bonds, to F. W. Meyer, 
Austin Western Company, Aurora, Il.; H. Wilson, 
Carolina Power & Light Company, Reilly, N. C.; Ed- 
win H. Johnson, Massachusetts Mutual Life Insur- 
ance Company, St. Paul, Minn., and E. S. Swanson, St. 
Paul, Minn. 

ee 


ESTERBROOK DROPS THREE PEN ASSORTMENTS 

The Esterbrook Pen Company, Camden, N. J., has 
announced the discontinuance of steel pen assortments 
Numbers 7, 32 and 33 because of wartime conditions 
affecting manpower and packaging. Esterbrook steel 
pens in gross boxes continue to be available as before. 
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$2,872 PAID TO WINNERS OF ADDRESSOGRAPH- 
MULTIGRAPH EMPLOYEE SUGGESTION CONTEST 

Awards worth a total of $2,872 have been given to 
employees of Addressograph-Multigraph Corporation, 
Cleveland, Ohio, leading manufacturer of machines 
which simplify business methods, in recognition of 
labor-saving, time-saving and material-saving sug- 
gestions the workers made in a three-month contest 
just ended, W. H. Casson, works manager, announced 
on November 27. 

One hundred fifty-six prize-winning suggestions were 
volunteered by 100 of the corporation’s office, factory 
and field workers. 

Largest individual sum will go to Fred Budnick, a 
worker in the punch press department of the Address- 
ograph-Multigraph Corporation main plant at 1200 
Babbitt Road, Cleveland. 

He will receive $385, having submitted six suggestions 
which were adopted. For two of these he will be 
given $150 each and for the others he will receive 
smaller sums. Among his suggestions was one which 
eliminated the burring operation on more than 6,000,- 
000 Addressograph plates per year, many of which are 
used by the armed services. Another suggestion was 
for equipping a punch and die with a motorized feed- 
ing attachment, which brought about elimination of 
scrap, faster production, and reduced labor cost. 
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Big Profits Paid 


for Visible Record Prospects 


in Your City 


New HANDIFAX Sales Plan 
Offers Opportunity for Live Dealers 


Exclusive to You—Little or No Investment 


|. You Find the Prospects 


2. We Work Out Details of Installations 
for Your Prospects 


3. We Help You Close the Sales 


4, You Earn 30% to 50% on Orders 
and Re-orders 


With the possibility of war ending in the not distant 
future business men are looking to the re-vamping of 
their business records. They are planning to install 
effective business controls. We need you to help us 
locate these Prospects and develop their interest. You 
can do this because of experience and intimate familiar- 
ity with your local market. 


There is a large potential market for HANDIFAX 
Visible Record installations and, beyond that, a profit- 
able volume of re-orders. We carry HANDIFAX 
stock and ship direct on your orders. Individual sales 
range from a few dollars to $10,000—from 100 cards 
to 100,000 cards or more. 


We maintain at our St. Louis plant a staff of men 
who will recommend proper Standard Forms or plan 
and create Special Forms, and also suggest procedure 
and type of equipment best suited to the individual 
needs of your Prospects. 


HANDIFAX Visible Records have been in national 
daily use for more than ten years. They are used from 
Coast to Coast in many important Business Firms and 
Government Departments, federal, state, county and 
municipal. 


HANDIFAX is one of the most convenient, port- 
able, flexible, economical and satisfactory visible record 
systems sold and used in America today. It sells for 
one-half (1%) the price of other visible record systems. 
It has rnany exclusive features. It cuts clerical costs. 
An executive can look at the face of ten (10) com- 
pact, portable panels of HANDIFAX and get a quick 
survey of correlated facts on 200 different situations. 
“Visible Facts Inspire Profitable Acts.” 

Phone, wire or write for HANDIFAX Dealer Plan. 
Please let us know your experience and qualifications to 
act as our exclusive HANDIFAX Visible Record 


Dealer in your City. 


Ross-Gould Company, 313 N. Tenth, St. Louis 1, Mo. 
Phone Central 1646 


HANDIFAX Visible Records -- St. Louis 
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NEW YORK OFFICE APPLIANCE MANAGERS ELECT 
At the annual meeting of the New York Office Ap- 
pliance Managers Association, held on December 8, 
1944, in the Canadian Club of the Waldorf Astoria 
in New York City, A. L. Dunphy, Ditto, Inc., was elected 
to head the organization for 1945. The rest of the 
Slate, elected by unanimous acclaim, included D. E. 
Johnston, Pitney-Bowes Postage Meter Company, vice- 
president; P. A. Bennett, A. B. Dick Company, secre- 
tary-treasurer; C. C. Woosley, Yawman and Erbe Mfg. 
Company, board of control, and Carl Avery, Addresso- 
graph-Multigraph Corporation, board of control. 

An hour before dinner was pleasantly spent in el- 
bow-bending and the latest “Did you ever hear the 
one about’s,” accompanied by a lot of good-natured 
kidding. The dinner, for which John A. Noonan, Kee 
Lox Manufacturing Company, received much vocal ap- 
probation, was a meal which will long be remembered 
by the group for its delectability. 

As the cigars were being lighted, H. L. Maley, Rem- 
ington Rand, Inc., retiring president, opened the short 
business meeting with appropriate remarks, after 
which treasurer D. E. Johnston reported the financial 
affairs of the association to be in excellent condition. 
The next business of the evening was the report of 
the nominating committee by John A. Noonan. In his 
own inimitable manner Mr. Noonan proposed the 
above slate, which was accepted with thanks by the 
president. 

Mr. Maley in appropriate phraseology expressed his 
gratitude and appreciation for the splendid co-opera- 
tion that had resulted in making the past year a suc- 
cess. He said he was grateful for the opportunity of 
having served the group as president, and then passed 


~ MEETINGS « CONVENTIONS » DINNERS © 
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the gavel over to President-elect Dunphy with an ex- 
pression of best wishes for a successful year. 

Mr. Dunphy acknowledged the former speaker’s re- 
marks and proved himself an able and witty master 
of ceremonies in his introduction of the officers-elect, 
all of whom responded briefly. 

George C. Wheeler, OFFICE APPLIANCES, introduced as 
a guest, expressed his appreciation of the opportunity 
to be present with such a group of fine fellows, and 
recognized the signal compliment extended to OFFICE 
APPLIANCES by the invitation. 

Colonel Robert M. Shaw, U. S. Army Signal Corps, 
a guest of Mr. Woosley, was acknowledged by the chair. 
The colonel, just returned from 18 months overseas 
service, spoke briefly about some of his experiences, 
referring to remarks he had made before the same 
group two years ago. An able raconteur is the colonel. 

Roger W. Burman, New York branch manager of 
National Cash Register Company, entertained the 
group with a gripping recitation of some of his per- 
sonal pre-war experiences as resident representative 
for his company in some of the now enemy countries. 
Mr. Burman, an extremely engaging speaker, held the 
complete interest of the audience throughout his talk. 

Following the formal part of this successful meet- 
ing, many of the group remained to indulge in card 
games. 


I 
JEWISH PHILANTHROPIC GROUP HOLDS DINNER 
Fullest co-operation in the 1944 drive of the Feder- 
ation of Jewish Philanthropies by the office furniture 
and equipment division was assured when more than 
100 members of the industry, at the division’s annual 
dinner held Tuesday, December 12, at the Hotel St. 








NEW YORK OFFICE APPLIANCE MANAGERS ACCEDE TO THE DEMANDS OF “THE INNER MAN” 


Seated counterclockwise around the table, prepared 
to do justice to the annual dinner at the Waldorf 
Astoria, are: H. O. Whipple, retired branch manager 
National Cash Register Co.; Carl Avery, Addresso- 
graph-Multigraph Corp.; John A. Noonan, Kee Lox Mfg. 
Co.; C. C. Woosley, Yawman and Erbe Mig. Co.; Col. 
Robert M. Shaw, U. S. Army Signal Corps; Fred A. 
Greis, Underwood Elliott Fisher Co.; G. J. Schmucki, 
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Monroe Calculating Machine Co.; A. L. Dunphy, Ditto, 
Inc.; H. L. Maley, Remington Rand, Inc.; D. E. Johnston, 
Pitney-Bowes Postage Meter Co.; Roger W. Burman, 
National Cash Register Co.; I. C. Klepper, Addresso- 
graph-Multigraph Corporation; P. A. Bennett, A. B. Dick 
Co.; J. E. Russell, IBM Corporation; C. Lytle, Dictaphone 
Corporation; George C. Wheeler, Office Appliances; 
L. M. Bonnewell, The Todd Co. 
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A complete line of up-to-date forms, litho- 
graphed on White Bond paper of selected 


quality. Bound in black leather grain stiff 
covers, cloth back. 

Desk sizes with multiple forms to page 
and pocket sizes with single forms. 
Duplicate or with stubs. 


See Catalog No. 142 
Pages 453 to 467. 
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BUSINESS FORMS IN WIDE RANGE OF SIZES .. . Statements, Billheads, Remit- 
tance Blanks, Purchase Orders, Package Receipts, Order and Correspondence Books. 


_ See Catalog No. 142—Page 450 to 452. 
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Moritz, made a 100 per cent response to the roll call 
for contributions. 

Ben Itkin of Itkin Brothers, chairman of the divi- 
sion, presided. Ralph K. Guinzburg, chairman of the 
speakers bureau of the Federation, was guest speaker. 

Speakers hailed H. A. Cemetsen and Joseph Wal- 
lace, the honor guests, for “a high calibre of leader- 
ship in philanthropic causes and a public-spirited 
support which has strengthened the Federation wel- 
fare institutions.” Mr. Clemetson and Mr. Wallace 
were also presented with illuminated parchment 
scrolls in testimonial of their long service to the Fed- 
eration charities. 

Plans for the expansion of the agencies welfare 
services to meet oncoming problems of the post-war 
period are now in process of completion, Mr. Itkin 
revealed. They include help to the returned soldier 
and their families, and expanded family welfare and 
juvenile recreational facilities, he said. 7 

The drive in the industry will continue, according 
to Mr. Itkin, until each firm and individual makes a 
contribution. 

ri 0 


THOMAS GROOM HONORED BY BUFFET SUPPER 
ON COMPLETION OF 50TH YEAR IN BUSINESS 


Honor guest at a buffet supper at the Hotel Gardner 
in Boston on November 21 was Thomas Groom, of 
Thomas Groom & Company, Boston manufacturing 
stationers, who recently celebrated his fiftieth business 
anniversary in the organization. 

Appropriately, there were 112 persons present at the 
event which emphasized the 112-year history of the 
company. ‘Throughout the firm’s entire life there has 
been at least one Thomas Groom constantly associated 
with the firm, with the exception of a short span of 
six years. 

Those present at the celebration from outside the 
Groom organization included: 

William Driscoll, The Carter’s Ink Company 

Raymond Fletcher, National Blank Book Company 

Claude Conger, Wire-O Corporation 

Millard Daniels, L. L. Brown Paper Company 

Mortimer Chute, Bainbridge, Kimpton & Haupt, Inc. 

Harry Bradford, American Pad & Paper Company 

Donald Bartlett, Stimpson & Company, Inc. 

John Kennedy, Trussell Manufacturing Company 

Arthur Hedeman, Shaw-Walker Company 

Kurt Worth, Esterbrook Pen Company 

James Armington, Eberhard Faber Pencil Company 

Walter Lovett, Standard Diary Company 

Gus Suttong, Byron Weston Company 

Al Coelln, Wilson Jones Co. * 





Walter Nichols, Weis Manufacturing Company 
James Hobart, Eberhard Faber Pencil Company 
John Dwyer, Cook’s, Inc. 

Guy Hart, Joseph Dixon Crucible Company 

George Andrews, Cook-Vivian Company 

Malcolm Dresser, Standard Diary Company 

Richard Carter, The Carter’s Ink Company 

Benjamin Kulp, Wilson Jones Co. 

Larry French, Oakville Company 

Also present were five grandchildren of the original 
Thomas Groom—Mrs. Elliott P. Joslin, Boston; Dr. 
Francis P. Denny, Brookline; Gordon Hutchiis, Con- 
cord; Thomas Groom, Brookline, and Samuel B. 
Groom, Swampscott. 

Among the beautiful gifts received by Mr. Groom 
was a Paul Revere silver bowl and tray from the em- 
ployees of Thomas Groom & Company, an ash tray 
from William Curran & Company, printers for the 
Groom company for the last 43 years, and a bound 
volume of testimonial letters from business friends. 
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NEW YORK OFFICE MACHINE DEALERS MEET 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday, December 12, at the Hotel New Yorker. 

After calling the meeting to order, President Irving 
R. Ritchie, Addressing Machine and Equipment Com- 
pany, New York, announced the death of Dave Perkel, 
Reliable Typewriter Company, New York. The mem- 
bers stood for a minute of silence in respect to his 
memory. 

James T. Lafferty, Underwood Elliott Fisher Com- 
pany, announced that the publicity committee plans 
to publish a bulletin to inform the boys in the armed 
forces of the activities of the Association. 

William Purvin, Superior Typewriter Company, New 
York, chairman of the entertainment committee, re- 
ported that the dinner-dance held on October 28 was 
a great success, stating that they published the largest 
journal, had the largest attendance and the greatest 
profit in Association history. 

Nicholas H. Fucej, Business Machines Service Com- 
pany, New ite airman of the nominating com- 
mittee, placed il Bfemination the 1944 officers for re- 
election. For president, Irving R. Ritchie, Addressing 
Machine and Equipment Company, New York; for 
vice-presidents, Paul Gross, Mailers Service and Equip- 
ment Company, Manhattan, New York; Edward Stoll, 
Dobke Typewriter Exchange, Jersey City, N. J.; Reuben 
Jaskow, Batlin-Horowitz, Bronx, New York; Frank 


(Turn to page 145, please) 





AS THOMAS GROOM, BOSTON MANUFACTURING STATIONER, WAS FETED ON COMPLETION OF A 
HALF-CENTURY IN THE ORGANIZATION.—Above: group photo of the 112 friends and employees who 
gathered to honor the veteran stationer. Inset, left: the honor guest and his nephew, Thomas Groom, 
grandson of the founder. Inset, right: Mr. and Mrs. Thomas Groom. 


50 


OFFICE APPLIANCES, January, 1945 


C 








an AMAZING PROFIT OPPORTUNITY 
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“ NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 
“a 
ot Here’s the really COMPLETE War Tax Record that offers your customers every essential feature. Original, 
st genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 

and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 
n- 
< re PLACE SAMPLES OF ALL WAR INCOME TAX RECORDS SIDE BY SIDE AND 99% 
ng OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 
‘or 
nL Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have a simple, easily 
en kept record of business income and expense, and to avoid tax penalties and overpayments. The LIBERTY 
nk is a sure REPEATER. Once used, always used. 

FREE SELF DEMONSTRATORS 27 year established retail price 

FOR WINDOW AND COUNTER USE $500 

Generous Discounts Improved 1945 Edition 
for High Markup Strictly up-to-date 











ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 27 vears 
I ; 
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REPORTS OF 
ACTIVITIES OF THE MONTH 


C. L. JONES RETURNS TO WOODSTOCK TYPE- 
WRITER COMPANY TO DIRECT SALES ACTIVITIES 

On December 1, immediately after completing his 
work with the Quartermaster Corps, C. LeRoy Jones 
resumed affiliation with the Woodstock Typewriter 
Company, Woodstock, Ill., as executive in charge of 
sales. When he left the Woodstock staff in September, 














C. LEROY JONES 


1943, to become a technical advisor to the Quarter- 
master General, he was functioning in the capacity 
of assistant sales manager. While attached to the Quar- 
termaster Corps, Mr. Jones was in charge of operating 
maintenance of all office machines used by the Army. 
The successful methods of service and repair inaugu- 
rated in five great shops in various parts of the coun- 
try by Mr. Jones were presented by him in a feature 
article titled “Quartermaster Corps Streamlines the 
Repair of Typewriters,’ in the May, 1944, issue of 
OFFICE APPLIANCES. When he left the War Department, 
Mr. Jones received a fine letter of commendation from 
the Quartermaster General. 

For 10 years prior to the 14 months spent with the 
War Department, Mr. Jones was connected with the 
Woodstock organization in various capacities. His ex- 
perience in the office machine industry extends over 2 
25-year period. 


FRIDEN NAMES FOARD MANAGER AT MEMPHIS 


A. L. Foard has been appointed agency manager for 
the Memphis, Tenn., branch of the Friden Calculating 
Machine Company, Inc., of San Leandro, Calif. 

A veteran of many years’ experience in the office 
machine sales field, Mr. Foard began his career with 
the Royal Typewriter Company, where he became a 
member of their “Machine a Day Club.” Later he 
joined the Underwood typewriter sales organization, 
and subsequently became associated with the Bur- 
roughs Adding Machine Company. A life member of 
the Burroughs “All Star Club,” he served that organ- 
ization for nine years as branch manager at Chatta- 
nooga, Tenn. 
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IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 


ALLIED METAL TAKES OVER TIFFANY STAND 

The Tiffany Stand Company, for many years manu- 
facturers of various kinds of stands for office machines 
in St. Louis, Mo., has been taken over by the Allied 
Metal Products Manufacturing Company, Poplar Bluff, 
Mo. The Tiffany business will be continued as the 
Tiffany Stand division of the Allied organization. 

For many years prior to the Pearl Harbor attack the 
Allied Metal Products Manufacturing Company was in 
the business of making deep well pump rods and other 
items used by the drilling industry. Since December, 
1941, the firm has devoted all its effort and production 
to essential war work. It is now manufacturing pre- 
cision parts and assemblies used in the building of 
aircraft and bomber turrets. As soon as men and ma- 
terials are available for civilian production the Tiffany 
line will be made for distribution through dealers. 


—_———_?—>>2—_— 


LIPP AND WOOD JOIN ESTERBROOK SALES STAFF 

In a letter dated December 15, R. N. Wood, vice- 
president in charge of sales of The Esterbrook Pen 
Company, Camden, N. J., announced that Frank E. 
Lipp and Roy L. Wood have been assigned territories 





FRANK E. LIPP ROY L. WOOD 


as members of the Esterbrook sales force. Working 
out of headquarters in Denver, Mr. Lipp will take over 
the Rocky Mountain territory under the superintend- 
ence of District Manager Harry Homer. Mr. Wood will 
relieve Bill Lashbrook of the Kansas-Missouri terri- 
tory so that Mr. Lashbrook can take over the Mich- 
igan-Indiana territory. Mr. Wood will work under 
District Manager Dick Gingland. 


EXCUSE US, PLEASE 


In the story of the appointment of S. D. Wonders as 
vice-president of The Carter’s Ink Company, which 
appeared on page 100 of the December issue of OFFICE 
APPLIANCES, the caption under Mr. Wonder’s photo- 
graph was incorrectly set up as C. D., rather than S. D. 
We regret this typographical faux pas. 
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IMPERIAL SPIRITCARB, the ‘‘hottest"’ 
AFF sales pusher in '44, is getting ready 
— to span new horizons in ‘45! Big 
2 events lie ahead for you if you use 
ries the PEERLESS-IMPERIAL franchise to 
land you squarely in the arena of 
the future. 
IMPERIAL SPIRITCARB and PEERLESS- 
IMPERIAL Ribbons and Carbons are 
riding high in universal consumer ac- 
ceptance and Dealer profits. The 
profit motive alone should induce you to join our camp, 
but there is another asset-—a warm, friendly relation- 
ship you seldom find in big business. To us you are 
never just ‘Our Dealer in Portland or Springfield or 
Keokuk"’ .. . to us you are a MAN with individual prob- 
lems and aspirations. Legally, we are a corporation— 
but basically we are human beings—and know how to 
get along with other human beings. 
If you are a Dealer alert to the future, take prompt, 
king bold action today by dropping us a note requesting 
over samples and prices of IMPERIAL SPIRITCARB and other 
end- quality PEERLESS-IMPERIAL products. 
| will 
erri- 
Aich- 
inder 
Be “ss 
SE PEERLESS -IMPERIAL CO., INc. 
TS as GENERAL OFFICE AND FACTORY: 
oe 401-407 MULBERRY ST., NEWARK 2, N. J. 
orn NEW YORK OFFICE, 7: 321 BROADWAY 
Ss. D. THE KEY MEN OF AMERICA . . . Manufacturers with the deolers’ viewpoint 


DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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WEIS MANUFACTURING CO. HALF-CENTURY OLD 


This year marks the fiftieth anniversary of the 
founding of the Weis Manufacturing Company of 
Monroe, Mich., one of the nation’s best-known manu- 
facturers of files, filing supplies and specialties. 

Founder of the organization that now employs more 
than 300 people and covers three square blocks was 
the late Andrew L. Weis, who began his industrial 








THE LATE ANDREW L. WEIS 


career in the bookbinding establishment of Richmond 
& Backus Company, Detroit. Here he conceived the 
idea of going into business for himself, an idea which 
culminated in the opening of his modest bookbinding 
shop in 1895 in Toledo. Here it was that he began 
manufacturing his first product, Weis scrap books, 
shortly thereafter patenting a magazine binder which, 
together with several other devices, became the 
nucleus of the now famous Weis line. 

At one time during the company’s early years, office 
paste put up in tubes was included in the Weis line. 
Because the period of greatest development followed 
the tube paste period, Evan Johnson, for 34 years edi- 
tor of OFFICE APPLIANCEs prior to June, 1941, frequently 
referred to the Weis business as one that was 
“squeezed out of a paste tube.” 

The little business prospered and grew, and the per- 
sonnel increased to the extent that, within a few 
years, the firm was incorporated as the Weis Binder 
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HAROLD C. McPIKE 





ERWIN T. WEIS 


Company. Into this organization Mr. Weis took his 
five brothers. In 1904 a plant was established at Mon- 
roe for the manufacture of office filing equipment, of- 
fice supplies, sectional bookcases, and numerous other 
stationery lines. Three years later the business again 
underwent a reorganization and emerged as the Weis 
Manufacturing Company. Subsequent additions to the 
plant have brought it to its present size, and constant 
improvements have made it one of the best-equipped 
factories of its kind in the nation. 

In 1913 death deprived the organization of E. J. 
Weis and O. T. Weis; almost simultaneously occurred 
the retirement of W. C. and Frank N. Weis, placing 
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the entire executive burden on the two remaining 
brothers, A. L. and H. C. Weis. 

In 1924 the enforced absence of Mr. Weis made 
necessary another reorganization, the following offi- 
cers and directors being elected: H. A. Consor, presi- 
dent; E. T. Weis, vice-president; R. H. Sprague, secre- 
tary; A. G. Wuest, treasurer, and H. C. McPike, gen- 
eral manager. F. N. Wise and R. W. Wuest were made 
directors. Mr. Weis, the founder, passed away in 1937. 

The last reorganization of the Weis executive set-up 
came in February, 1941, with the election of Erwin T. 
Weis, son of one of the founders, Otto T. Weis, to the 
presidency, and of Harold McPike, Weis general man- 
ager since 1924, to the vice-presidency. Mr. McPike 
continued his managerial duties, however. This pair, 
together with R. H. Sprague, secretary, and Albert G. 
Wuest, treasurer, both of whom have held office since 
1924, continue to formulate the policies that have 
been responsible for the company’s growth, and prom- 
ise a continuance of one paramount aim—the main- 
tenance of real service to stationers and office equip- 
ment dealers throughout the nation. 
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HARRIS TO REPRESENT 3 COMPANIES IN WEST 

Paul C. Harris, for the past ten years manager of 
the office furniture department of Neal, Stratford & 
Kerr, San Francisco, left the employ of that organiza- 
tion on October 31. He will represent the Browne- 
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PAUL C. HARRIS 


Morse Company of Muskegon, Mich., and the Jasper 
Desk Company and Jasper Seating Company, both of 
Jasper, Ind., in 11 western states. 

Mr. Harris has lived on the West Coast for more 
than 40 years, the past 25 of which were spent in the 
furniture business. His first connection was with 
Renfro Wodenstein in Seattle, Wash., in 1922, after 
which he became associated with the West-Made Desk 
Company, Portland, Ore., and later was manager for 
Nugent & Harris, Inc., Seattle, Wash. 

His many years of practical experience in consumer 
sales, and as departmental manager and buyer, 
should fully qualify him to understand the needs and 
problems of the dealers in his new territory. 

— 
RAY OLSON NOW MANAGER OF BOOK CONCERN 

Named recently as general manager of The Book 
Concern, Hancock, Mich., by the directors of that 
company was Ray O. Olson, an experienced veteran in 
the office machine, equipment and supply fields. 

A native of Hancock, he spent eight years as teller 
in the Superior National Bank, a post he left to as- 
sume the district managership for Remington Rand, 
Inc., with headquarters in Escanaba. After 17 years 
in Escanaba, he returned to Hancock in 1940 to open 
the office systems and equipment branch of The Book 
Concern, and to assume the management of the down- 
town office. 

The new manager, a member of the Masonic and Elk 
orders, and secretary of the Hancock Lions Club, suc- 
ceeds E. M. Laitala, who recently resigned. 
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The Nation’s Leading Line DATERS and NUMBERERS 


Unequalled in Quality, the Crown line of band daters 
and numberers merits its wholehearted nationwide 
pestantially and sturdily built of finest 
d numberers are noted 
ity Crown daters 

YOU! 


WY ASR cy 


& Pennpenty, Inc. 

80 Duane Street 9 
_Y¥. 1800 Larchmon 

New York, N. ¥ Chicago, Til. 
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THE GENERAL FIREPROOFINGC! 


METAL DESKS + ALUMINUM CHAIRS + METAL FILING CABINETS STEE 





When Men and Metal and Machines are 
Available...Gi? will again build Aluminum 
Chairs and other Office Furniture 


Wrar-accelerated activities have given new prominence to the office... 
control center of business where thinking, planning, coordinating and 


directing originate. 


Improper or inadequate business furniture and its attendant in- 


efficiency will not be tolerated in the days ahead. 


When the Nation’s manpower and factories are mustered out, 
GF will again build Aluminum Chairs, Filing Cabinets, Desks, and 
Tables . . . duty-matched to American business procedures . . . comfort- 


matched to the worker and the job. 


Then ... dealers will serve American business with 
equipment that maintains the traditionally high standard 


that has given GF furniture acclaim in the business world. 
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GCOMPANY « Youngstown 1, Ohio 


rs STEEL SHELVING - FILING SUPPLIES - SAFES + STORAGE CABINETS 
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WOODSTOCK TYPEWRITER WINS ARMY-NAVY “E” 

Tuesday, November 28, 1944, will always symbolize 
a milestone of achievement in the minds of the em- 
ployees and management of the Woodstock Typewriter 
Company, Woodstock, Ill. For on that day the com- 
pany joined the ranks of other Army-Navy “E” Award 
winners in the typewriter manufacturing field who 
have received this tribute for outstanding war ma- 
tériel production on the home front. 

The factory closed for the day at 3 p.m., the em- 
ployees reassembling an hour later at the Woodstock 
community high school for the colorful presentation 





AS THE WOODSTOCK TYPEWRITER CO. RECEIVED 
ITS “E” AWARD LATE IN NOVEMBER.—Supporting the 
escutcheon awarded by the War and Navy Depart- 
ments for outstanding production are, left to right: 
Elfrieda Popenhagen, Minnie Gault, President Richard 
W. Sears II, Alice Shearer, Herman Steinke, Col. Fink- 
enstaedt, Richard Offer, Howard Stone and Lt. Comdr. 
W. J. Mauer. 


ceremony. Master of ceremonies for the event was 
John Harrington, WBBM-CBS sports and news com- 
mentator. 

The program opened with the posting of the colors 
by the color guard of the local American Legion post. 
Harry G. Abraham, superintendent of Woodstock 
schools, then led the assembly in the singing of the 
national anthem, accompanied by the high school 
band. 

Mr. Harrington was then introcuced by Melvin 
Johnson, treasurer of the company. His introductory 
remarks, in which he lauded the officials and em- 
ployees of the company for their all-out effort, were 
followed by the introduction of Col. Robert Finken- 
staedt, executive officer, mid-central district, Air Tech- 
nical Service Command, who presented the “E” pen- 
nant to President Richard W. Sears II of the Wood- 
stock organization. 

Presentation of the Army-Navy “E” pins was made 
by Lt. Comdr. W. J. Mauer of the Bureau of Yards 
and Docks, Chicago. Accepting the pins in behalf of 
the workers was a committee of five—Minnie Gault, 
Elfrieda Popenhagen, Herman Steinke, Richard V. 
Offer and Howard O. Stone—all with terms of service 
of 20 years or more. Mr. Stone, tool room foreman, 
in a brief acceptance speech, pledged the continued 
efforts of the employees to equal or surpass the record 
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*An Old Town 
Exclusive Franchise 
Means: 


PROTECTION: You are the only 
Old Town dealer in your area. All 
orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 





An Old Town’ Excbhuste Franchise 
Will Hold Your Home Town Market! 


Take a good look at your home town market. It is an arena of 
fighting competition among a score or more of different lines. 


YOU can dominate your home town market, stand head and 
shoulders above all competition in both volume and profits 
with an Old Town exclusive* franchise. 


Old Town is a complete line under one tested, respected 
quality trade mark: 


Ribbons and Carbons for every use, PLUS... 
Spirit Duplicating Carbons, Master Units, Dupliforms, Copy 
Paper, Duplicating Fluid. 


Write, wire or telephone to see the Old Town representative. 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 








Sales and Service Everywhere 
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Provide a 
HAPPY 
NEW YEAR 


all year ‘round 


Install New 


TRUE-MARK 


MASTERITE 
PLATENS 


FOR BETTER IMPRESSIONS 


Reduce wear on ribbons, carbons, type 


and other machine parts 


REPLACE 


THE HEART 
OF THE TYPEWRITER 
FOR 
LONGER MACHINE LIFE 





Ames Supply Company 


564 W. Randolph St., Chicago 6 











37 Murray St., 583 Market St., 

New York 7 AGENCIES San Francisco 5 

1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dailas 1 Atlanta 3 














60 


which had brought the award to the Woodstock or- 
ganization. 

The meeting closed with a moment of silent prayer 
in memory of Charles Whiting, a former Woodstock 
worker who had made the supreme sacrifice for his 
country, followed by the singing of “America” by the 
entire assembly. A dinner and dance for the Wood- 
stock employees was held at the Legion Hall after the 
completion of the presentation ceremony. 
ee 
ARMY-NAVY “E” AWARD WON BY SUN RUBBER 

The Sun Rubber Company, Barberton, Ohio, on De- 
cember 1 joined the elite group of four per cent of 
the nation’s war goods producers by being awarded 
the Army-Navy “E”. banner for production excellence 
on the home front. 

The hearts of the assembled throng were won by a 
wounded “vet,” T/Sgt. William R. Stroh, and his 
mother, Mrs. Mary Stroh, who trims fuel cell fittings 
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AS SUN RUBBER RECEIVED THE EMBLEM OF EXCELLENCE 

FOR WAR PRODUCTION.—Displaying the Army-Navy “E” 

flag at the presentation ceremony at Barberton, Ohio, on 

December 1 are, left to right: Lt. Col. William H. Young, 

Miss Frances Gyuris, Lt. Comdr. Eugene Daugherty, T. W. 

Smith, Jr.. and J. T. McLane, Sun general manager and 
president, respectively. 


for the bombers on which her son flies. One of the 
highlights of the ceremony was furnished by Sgt. 
Stroh, holder of the Purple Heart, President’s Citation 
and Air Medal, as he assisted Lt. Comdr. Eugene 
Daugherty in presenting the “E” pins to his mother’s 
coworkers. 

Lt. Col. William H. Young of the Air Forces Tech- 
nical Service Command presented the production 
award pennant to J. T. McLane, president; T. W. 
Smith, Jr., general manager, and Miss Frances Guyris. 
In his presentation speech he said, “No sum of money, 
no matter how large, can procure this award; it has 
to be earned through devotion to duty and through 
actual accomplishment in production by both man- 
agement and labor. You, the management—you, the 
workers—of The Sun Rubber Company have earned 
it.” 

Smith accepted the pennant for the employees and 
management. Commander Daugherty presented the 
token “E” pins to Smith, G. J. Ries, Catherine Paridon 
and Ward Baughman. Ries, president of local No. 58, 
United Rubber Workers, C.I.0., spoke on behalf of the 
employees. 

The ceremonies, held in a large area of the factory 
normally devoted to materials, equipment and pro- 
duction, were attended by 2,257. Almost overnight 
this space had been cleared, and immediately follow- 
ing the ceremonies a crew started to retransform it 
so that the next shift could begin work on schedule 
without lost production time. 
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W. A. SHEAFFER PEN CoO. 
FORT MADISON, IOWA 
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Fingor Jip Filing. 


Avoid a messy desk by using the Barkley Plastic 
Tab desk Set. Quotations, costs, discounts, taxes, 
catalogs and pending data can now be easily 
accessible. The Redropo Folders with Barkley 
Plastic Tabs attached are designed for long and 
satisfactory use as they are made of a sturdy 


18 pt. thick genuine red rope stock. 


One Desk Set consists of 25 Redropo folders 
with Amber Plastic Tabs attached and 75 spe- 
cial printed and plain inserts for your own 


selection. 


*Registered U. S. Patent Office 


vith the BARKLEY 
‘Plastic. Tab 
DESK SET 


List 

Price 
$3.50 Set 
Complete 













Established 1921 








C. L. BARRLEY & CU. 


Munufacturers of Filing Supplies 


JEFFERSON STREET CHICAGO 7, ILL 
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ART STEEL COMPANY CELEBRATES 25TH YEAR 


Twenty-five years ago, the founder of the Art Steel 
Company, the late Alexander Burger, started this 
enterprise in humble surroundings. 

Introducing a new line of cash, bond, money and 
office boxes and other office items, he innovated by 
making cash boxes in a modern manner and began 
to merchandise these small items finished in olive 
green enamel. 

From this humble beginning, based upon a break 
with old and conventional methods of manufacture, 
styling and painting of these small office utilities, he 
developed a complete line of office equipment, adopt- 
ing as the slogan, 


“The Line of Quality at Popular Price” 


The reception of the trade to these new items was 
both favorable and encouraging. The demands for Art 
Steel merchandise began to mount to the extent that 
both manufacturing space had to be increased and 
new items styled in order to keep the trade supplied. 

Thus, within a year of its start the company had to 
move to enlarged quarters in lower Manhattan, and 
added to its line such well-known items as col- 
lapsible transfer cases, letter files, desk trays and 
many other office utilities. 

In 1930 it become necessary to make a radical move 
in order to supply the demands of the trade and to 
fabricate efficiently the additional lines which the 
trade was asking the company to produce. The Art 
Steel Company moved to its present quarters at Col- 
lege Avenue in New York and began an active expan- 
sion program both in modernization of its equipment, 
new equipment and in the completeness of its line. 

Through the years the Art Steel Company, as one 
of the smaller but well-integrated organizations in the 
office furniture industry, has been a consistent pro- 
ducer of filing uprights, card cabinets, blue print 
cabinets, office and cash boxes, typewriter tables, 
desks and other office utilities. 

Starting shortly after Pearl Harbor, the company 
enlisted its production facilities in the war effort, and 
has built many items such as ammunition boxes, 
chests, bomb racks, sub-assemblies and metal stamp- 
ings. Art Steel has manufactured nearly 500 different 
items for the war program. 

In 1941, the Art Steel Sales Corporation was or- 
ganized as an independent sales outlet to merchan- 
dise the Art Steel Company’s items as well as others. 
Contact was thus kept with the trade and the com- 
mercial stationers, and they were supplied with the 
“WOODMASTER” line of filing cabinets, storage cab- 
inets, transfer cases, cash boxes and office utilities. In 
addition, the new corporation took over the success- 
ful merchandising of the Typosture chair. 

The Art Steel Company and the Sales Corporation 
are merchandising the Art Steel products under the 
trade name of “STEELMASTER.” Both the Art Steel 
Company and the Art Steel Sales Corporation have 
projected an ambitious post-war program. With new 
metals, new plastics, and new mediums to express 
beauty in office equipment without loss of function or 
utility, it can be stated that both companies will be 
active factors in the post-war period to help style and 
modernize the business office of the future. 

The officers of the company—Joseph Burger, presi- 
dent; Irving M. Levy, vice-president and sales man- 
ager; Arthur Burger, secretary; Ed Bergman, execu- 
tive vice-president—feel privileged that they have 
been permitted to serve the industry these twenty- 
five years, and express the hope that they may con- 
tinue this service through many future decades. 
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CUMBERLAND BUSINESS SERVICE ESTABLISHED 


E. M. Kirk has organized an adding machine and 
typewriter sales and service business under the title 
of Cumberland Business Service in Cumberland, Md. 
Mr. Kirk’s headquarters are at 1153 Frederick Street. 
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Office Records Made Faster 
with REX-O-graph 
Fluid Type Duplicator. . . 


“= 
Outstanding among many 


exclusive features of the 
REX-O-graph Fluid Type 
Duplicator is the 100% 
Roller Moistener. This 
unique device aids in pro- 
100% Roller Moistener— ducing forms and systems 
applies fluid uniformly, ac- work faster, more economi- 
curately, without wicks or Cally, and with greater ac- 
pump mechanisms. curacy and brilliancy. Saves 
fluid, needs no priming, no 
waiting for wick saturation 


—permits INSTANT copies. 





PLUS These Unusual 
Features . 


Quick change master clamp 
—single forward turn of 
crank per copy — “‘light- 
ning’ paper centering— 
automatic feed—and REX- 
“QUICK-Change” Master O-graph s ecially devel- 
Clamp—a handy device oped eo“ for longer 
for speeding reproduction runs and more brilliant 
of many masters requiring copies. 

relatively few copies. 





New Post-War Models... 


will bring greater sales op- 
portunities for alert dealers. 
Profitable, exclusive terri- 
tories available for the REX- 
O-graph post-war Fluid 
Type Esilbeotor. Reserve 
yours today—write or wire 
for details. 


REX -0-graph 





Automatic Paper Center- INCORPORATED 
ing — any size, by turn of 3729 North Palmer Street 
special hand crank. Milwaukee 12, Wisconsin 


Fluid Duplicators & Supplies for SUPERIOR Results 
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HURRICANES GRAB SIX-GAME LEAD AS CHICAGO 
STATIONERS BOWL MID-SEASON SWEEPSTAKES 
December 19 was pay night as the 30 members of 
the Chicago Stationers Bowling League toppled Arena 
pins for total prize money of approximately $100 on 
the fifteenth evening of the season that began early in 

| September. Bowling prowess was only part of the 
| answer, individual handicaps being fixed at two-thirds 
of the difference between a player’s season average 
and 200. As a result, top honors and the accompanying 
prize of $7.50 went to Dean Baxter and second place 
with $5.50 to his Marauder team-mate, Wally Glass- 

| man. Third place was worth $5.00 to Les Fetter, 





CHICAGO STATIONERS BOWLING LEAGUE.—The 30-man 

group, comprised of representatives from retailers, manufac- 

turers and OFFICE APPLIANCES, compete every Tuesday 

evening at the Arena Alleys, Chicago. The 93-game schedule 
will close on April 10. 


fourth place paid $4.50 to Eddie Kukula, while Roy 
Hanson, Clark Roland and Jack Harris ended in a 
three-way tie for fifth and $4.00 each. Five keglers 
emerged winners of $3.50, followed by ten winners of 
$3.00. Closing the pay-off procession were five at $2.50 
and three ending in the $2.00 bracket. 

Season’s standings as of December 19 showed the 
Hurricanes leading the field with 28 won and 17 lost, 
pursued by the Flying Forts, Spitfires and Marauders, 
all tied for second with 22 in the win column as 
against 23 losses. High team series of 3126 was the 
property of the Liberators, while the Hurricanes stood 
second high with 2947. The same two teams ranked 
one-two in team high individual game with scores of 
1068 and 1026, respectively. In the matter of individual 
honors, Walter Waldvogel, National Blank Book, and 
Gordon Kickels, C. L. Barkley & Co., continued to 
stand supreme with best series efforts of 604 and 600, 
respectively. In the single high game race, B. Tuttle, 
Utility Supply, led with a best effort of 235, with 
“Ham” Warnock, Globe-Wernicke, close on his heels 
with a 234. The individual high average for the season, 
167, was also Tuttle property as. the league hit the 
| half-way mark. 
| _——= 
HANSON NOW PRODUCING OWN RING BOOK LINE 


For the past 20 years southwestern representative 
of the National Blank Book Company, Tom Hanson 
of Tulsa, Okla., terminated his connection with that 
organization on November 30, 1944. Well known in 
commercial stationery and office supply circles where 
he has been associated with the loose leaf industry for 
the past 28 years, he is a former president of both the 
Midwest and Texas Travelers Clubs. 
| A large part of his time will now be devoted to the 
| manufacture and distribution of his own “Perfection” 
line of zipper ring books and to the development of 
other loose leaf ring book items. He will continue, 
however, as southwestern representative of the G. J. 
Aigner Company and the Wire-O-Binding Company, 
both of Chicago. 

A sales office and stock will be maintained in Tulsa. 
Associated with Mr. Hanson in representing the “Per- 
fection” line are Ward Silliman, Houston, Tex., who 
will cover the South, and Fritz Gregg, Dallas, Tex., 
who will handle parts of Texas and Oklahoma. 
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Fishter’s 


FE. quipment 


Saddles and spurs played a big part in the 
winning of the West. They were essential 
equipment to pioneers who were at home 
on horseback and alert to meet every hos- 
tile move. 

At Pearl Harbor we were woefully unpre- 
pared; equipment was insufficient in num- 
ber, some of it short of first-grade quality. 
But for many months we have been in the 
saddle. The spurs of our fighters—land, sea 
and air—are making every position unten- 
able for the enemy. 

Nearly three years ago we sidetracked 
all civilian production in order that our 
soldiers, sailors and marines might have the 
tools of their trade. When the men come 
back again it will be our pleasure to work 
with you and offer a better line of ‘Andy 
units of steel." For the present, fighting 
equipment comes first. We know you will 
understand. 
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ILLINOIS 
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His Business Card — 
20 Air Mail Stickers 


“Just a minute, I'll give you one of my business 
cards,” says W. C. Dieter as he completes an interview 
terminating in prospective or future business. Perhaps 
he’s been asked about an estimate. But when he 
hands over what appears to be a neat little card, the 
man in need of a typewriter, adding machine or a 
rental or repair job on one of these office specialties 
or business machines finds he has been given neatly 
compressed under the “card” a pack of 20 red, white 
and blue “Via Air Mail” stickers for his letters. 

All “commercials” or advertising data, which serve 
merely to “remind” the businessman, are on the 
“card” which contains the stickers. Emphasized at 
present are his “3 R’s”: Rentals—Repairs—Rebuilding, 
in addition to the supplies he handles. 

Moreover, such air mail stickers attached to his 
business card serve to make the latter stick in the 
memory longer. As the businessman keeps the com- 
pact “card” on his desk it reminds him, as he uses the 
labels, of the W. C. Dieter Typewriter Company, at 
909 Second Avenue; also conspicuous is the telephone 
number of this convenient spot for typewriter selling 
and servicing. 

Handy, too, on the reverse side is a listing of air 
mail rates, the newest rates to points in the United 
States as well as to other places high in air mail 
volume—Hawaii, England and Iceland, where so many 
Yanks are stationed. Moreover, the special rate for 
servicemen users is also indicated. 

As a final urge, the prospect is informed that he 
may secure more of those air mail stickers, when the 
“card” is used up, at Dieter’s typewriter store and 
repair shop.—CML 

>= —____ 
VICTOR WILL USE SOUND SLIDE FILMS EXTEN- 
SIVELY IN POST-WAR SALES TRAINING 

The Victor Adding Machine Company, Chicago, has 
made extensive use of sound slide films in training 
employees in the technique of extremely high precision 
war production methods. The results from this me- 
dium were so gratifying that the company has decided 
to continue the method extensively in its post-war 
sales and service training program. 

Plans for sales and service training in the post-war 





PAUL SCHUTT 


period are the most extensive and complete in Victor’s 
history. The program will use sound films to cover 
both the fundamentals of selling and application of 
products, with special emphasis on features. The films 
will be supported by a thorough home study course for 
salesmen. 

A similar program covering mechanical servicing is 
also under consideration in order to assist Victor deal- 
ers in rendering the most complete mechanical service. 

All films and other training material are being pro- 
duced under the direction of Paul Schutt, director of 
training for the company. 
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SMEAD’S 


TELL-I-VISION 


Reg. U.S. Pat. Off. 


ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Saue “Jime! 


by using Smead's Tell-I-Vision filing system, you 
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BUILD UP PROFITS For Our Country 


1L-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD ~ Pa 


that 
-_ * GOLD STARS _ « 


in the Industry’s Service Flag 


























Another member of the staff of the University Book 
Store, Seattle, has died in his country’s service. Lt. 
Gordon Fox, U. S. Navy, who had been a valued mem- 
ber of the large book store’s staff, died from wounds 
received in action when his destroyer was sunk in a 
pitched naval battle in the recent Philippine action. 
News from the Navy was received by his widow, Mrs. 
Peggy Fox, who is carrying on at the bookstore where 
she had been working during his absence. 

Lt. Fox is the second University Book Store em- 
ployee to give his life for his country. The first gold 
star was Don Spencer, who died in a training plane 
accident.—_CML 


A 


Formerly with the Keelox Company, stationery or- 
ganization of Seattle, Wash., Pfe. Charles Richard 
Todd, 21 years old, has been killed in action in France. 


















RETAILS His parents, Mr. and Mrs. T. O. Todd of 3930 Orcas sy 
FOR St., were so officially notified by telegram from the 
War Department. Young Todd met his death on No- 
, | vember 12 while serving valiantly with the infantry 
$100 KIL-KLATTER waste mints in “the thick of heavy fighting.” In the Army since 
sales-builder because it really March, 1943, he had been overseas since July of this 
deadens typing noise ... cushions year. Besides his parents, he leaves a brother, Thomas 
finger shock ... adds years to typewriter life by —” Jr., who is serving in the Merchant Marine. 
absorbing harmful vibration. That's why KIL- 
.LATTE sells thers! : . 
REAL TES antinns ale iii ia ; Industry Members Now Serving With the 
Made of famous Ozite All-Hair Felt with ; 5 
; hie Armed Forces in the United States 
treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. Size George A. Wilson, 19-year-old son of John Wilson, 


co-owner of the Archway Book Store of Seattle, is a 
“en Co ee of EES ee ee er ee a private, first class, in the Army, serving in France. 
office machines. Astractively packaged ae. ee He writes that he has a tremendous time trying 
dow or counter display. to get stationery, and er, ahem, chocolate bars. 
Young Wilson has been overseas serving our country 
for the past four months. He entered the Army more 
FREE DISPLAY CARDS TO DEALERS: With orders than a year ago, when he was hard at work studying 
Russian in a specialized language course at the Uni- 
versity of Washington, Seattle—CML 


11 x 13 in. fits all typewriters and many other 





for a dozen or more pads we'll send you FREE 
a colorful display card and a liberal quantity of 











2-color mail enclosures imprinted with your A 

or FORMER BURROUGHS MAN WINS BRONZE STAR 

A former employee of the Burroughs Adding Ma- 

a i chine Company, Lieut. Roy J. Ferneding of Cincinnati, 


has been awarded the Bronze Star “for meritorious 
service and achievement from June 16, 1944, to Oc- 
tober 28, 1944, in France, Belgium, Holland and Ger- 
many,” according to the citation accompanying the 
award. 

Lieut. Ferneding is a member of the “Old Hickory” 
30th Division, under Major General L. S. Dobbs, and 
is attached to the U. S. First Army. His particular 


{ Dealers: attach this coupon to your letterhead} 


AMERICAN HAIR & FELT COMPANY 
Dept. B-1, Merchandise Mart, Chicago 54, III. 


Send 1 doz. KIL-KLATTER Typewriter Pads with free card and 


enclosures. 


i 

I 1 
! 
i 1 
| i 
| 
| or | 
| 
I i 
1 
! i 
1 
| ! 





Send FREE sample KIL-KLATTER Pad and full information about 


quantity prices and discounts. 


CO SOG Eo Stade Slash chee ae ee ee {ddress. 2 : : Sig % : : 

assignment is that of liaison officer for an infantry 

1 Gib ; ee eee Zone State regiment. A graduate of Xavier University, he entered 
ee the Army in February, 1942.—RCE 
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pu WK have elapsed since A. L. 

Weis started in business for himself in Toledo, 
manufacturing Weis Scrap Books. This 
small business grew until in later years he 
had _ his five brothers associated with him and 
in 1904 a plant was established at Monroe 

nen for the manufacture of office filing equip- 

im ment, office supplies, sectional bookcases and 
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Weis Metal Tabbed Pressboard 
blank guides and indexes are the 
de Luxe kind that give years and 
years of service. We pride our- 
selves on our ability to have been 
able to furnish regular and special 
sizes of metal tabbed guides during 
the past few years. 
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Double Thick Where the Wear is 
Greatest means a lot to the user 
of filing folders. Weis Duo Tops 
have taken their place among the 
leaders of folders with the longer 


life and dog-earless tabs. 
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Supertex Manila Kraft Indexed 
Folders are just one of the many 
good sellers put out by Weis. 
Made with the Duo Top feature, 
in Alphabetical, Daily and Months. 
They fit into places many times 
overlooked by salesmen on their 
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Cell-U-Seal indexes take the place 
of guides with Celluloided tabs-— 
A transparent material applied hot 
to the upper part of the guide, 
strengthening and protecting the 
tabs and keeping them clean. Cell- 
U-Seal has gone a long, long way 
since its introduction by Weis. 
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Weis Desk Letter Trays in wood 
(and later in steel) are one of the 
reliable items a stationer can 
depend on for quality and generally 
prompt shipment. The GE-Green 
is the big seller these days. 
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Weis Midget Card Index Outfits 
have 40 years of background that 
has made them a fast moving item 
with all stationers. You can buy 
them complete with cards and in- 


dexes or empty. 





OF 


There is no substitute for M&V quality. Nor 
is there a substitute for M&V “Curl-Less” car- 
bon paper in both M&M and Tagger brands. 


MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 
FINE CARBON PAPERS & INKED RIBBONS - PARK RIDGE, N. J. 
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REMEMBER 


THESE ITEMS ? 


For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 
tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Bart Dahlberg, stationery department manager and 
buyer for Midland Paper & Stationery Company, Min- 
neapolis, has just had another misfortune—a broken 
leg suffered as the result of a fall. He’ll welcome 
news, cards and calls at the Northwestern Hospital, 
Minneapolis. 

oa ok a 

Arnold Berglund, Joseph Dixon Crucible envoy, has 
just completed his two-week shift in the Hennepin 
County jury box—and no expense account. Nothing 
but that friendly greeting, “Good Morning, Judge.” 


i ce. Cw 


Mrs. Fred C. Shaefer, 1317 Summit Avenue, Min- 
neapolis, wife of the well-known Sanford Ink vice- 
president, has established a fine patriotic record that 
can serve as a model for many of us. She has been 
a periodic blood donor every ten weeks since Decem- 
ber, 1942. In addition to making a tremendously im- 
portant donation to the armed forces, she states that 
the process seems to have removed a lot of her own 
aches and pains. Her “training table” includes bran 
cereals, raw vegetables and fruits, lean rare beef and 
liver, port wine and a spoonful of molasses in a glass 
of milk. 

* * * 

A small, dark-complexioned man of about 40, with 
three scars on his right cheek, is unquestionably the 
most unreasonable customer A. W. Gran and his wife, 
Nora, owners of the Office Supply Company at 18 
South Sixth Street, Minneapolis, ever had. Recently 
the man came into the store on a Saturday night to 
pick up two billfolds he had ordered earlier. When 
the time came for payment to be made, he whipped 
out a gun and forced the couple to the rear of the 
store, where he tied them to chairs. Taking the day’s 
receipts, minus the checks, he left by the front en- 
trance, locking it with Gran’s key. The Twin City 
police would appreciate a personal interview with the 
“gentleman.” 

* * * 

Ernest M. Robbins of the Robbins Printing and 
Stationery Company, Minneapolis, passed away re- 
cently. He was very well known to old-time travelers, 
having been buyer and manager for Crookston Times 
Printing Company, Crookston, Minn., before going 
into business for himself. 

* * * 

Roy Clarke, F. S. Webster Company, and Charlie 
Rainier, veteran duck hunters of the Midwest, re- 
turned from a recent hunt with the limit, as usual. 
“Some fun,” says the pair, “living in the hotel at 
Worthington, Minn., at night, and resting in the duck 
blinds by day.” Nice going, fellows; we’re all jealous. 

* * * 

Miss Ceal Murowski of Henry E. Wedelstaedt Com- 
pany, St. Paul, recently fell and broke her arm. At 
this writing she was in the Midway Hospital, St. Paul, 
but expected to be released in a few days. 

*” * * 


Ray Hammond, National Blank Book Company, has 
just returned from a grand business trip to Winnipeg, 
Manitoba, Canada. He, too, was able to confirm that 
the Canadian stationers are real friends. 

* * * 

Monte Pearson and Floyd Frutiger are all set to 
open their new store at 225 South Broadway in 
Rochester, Minn., the first of February. The new 
establishment will be called Monte’s Gift and Station- 
ery. Both men are thoroughly experienced in the 
business, have grand personalities and a host of 
friends. The Northwest Travelers wish them all the 
luck in the world. 


* * * 


Many of the boys were in the Twin Cities last 
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The Ambassador To Good Binders 
Our 1215'% Line 
The Imperial line 2151 is a secon- 
dary line, same specifications but 
without metal rim and less expensive. 


See Catalog 41, Pages 50, 51 


When your customers order a binder, you won’t have to sell Slight Auto- 
Pressure matically and 
them this one, because IT SELLS ITSELF! Here’s your chance to really on Button Positively Locks 
n - 
demonstrate the quality of your merchandise! This is the most dependable leases Poste 


binder on the market. It won’t let you down, and it will never let your 
customers down. In spite of its sturdy, durable, unbreakable construction, 
a baby’s touch on the buttons opens or closes it for inserting or removing 
sheets. Demonstrate these outstanding features: 


® Stainless steel rim. Built to last a business lifetime! 





® Nothing to wear out. Neat! Quick! Positive! Automatic locks— 
no guessing! 





® Bulldog gripping clutch! anda BULLDOG 
®@ NO SPOT WELDING! Hinge and lugs all one piece! a Sea 
® No keys to lose! Hinge Tags 
ORDER TODAY FROM YOUR BOORUM & PEASE SALESMAN (oot 
oR EVERY RECOgy 


a 


















Slight Auto- 


\ 4 = i \ ressu 
WAY TO KEEP —— So 
GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. “— i 


BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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month, chalking up their final visit of ’44. Included 
in the influx were Matt Dillon, Associated stationers; 
Eddie Speath, C. R. Gibson; Fred Larson, Globe- 
Wernicke; Ray Hammond, National Blank Book; Ed- 
die Friedman, LePage’s, Inc.; Arnold Berglund, Dixon; 
and Eddie Cooper, McMillan. 
* * * 
The “Fleet” has gone to sea. Yes, Claude Fleet has 
headed for New York. Must be that E. Faber pencil 
business again. 
Fred A. Johnson of A. & E. Supply Company, Duluth, 
is again a lucky nimrod. Fred was only three miles 





FRED PRESENTS THE PROOF 


out of Cotton, Minn., at his cabin when he shot the 

250-pound buck pictured. No wonder he has such an 

“eagle eye” in getting business. Nice going, Freddie. 
———_—— = 9 —___ 

AS GOVERNOR EISEMANN VIEWS THE NEW YEAR 

From Governor Alvin Eisemann of NSA’s District 
No. 9 comes the following astute analysis of prospects 
for the stationery field for 1945: 

“In reviewing business and operating conditions for 
1944 in District No. 9, we find a pattern which is 
probably familiar in almost all other districts in the 
nation. Shortages of manpower and material, alloca- 

















ALVIN EISEMANN 


tions and quotas of merchandise, along with other 
restrictions, have placed a heavy burden on manage- 
ment during the past year. 

“In spite of these difficulties, the demand for mer- 
chandise and services has been such that most sta- 
tioners should close the year with a _ substantial 
operating profit and optimism regarding 1945. 

“As we enter the new year, the question in our minds 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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Bolens SYNGRO-TILT 
Chair Action Controls 


... HELP YOU SELL “WORKING 
EFFICIENCY” IN NEW OFFICE CHAIRS 





= 





The post-war office manager will get more out of his 


investment in office chairs. He'll buy them on the basis 


of their “contribution to greater working efficiency.” 


That's a sales opportunity that Bolens Chair Iron de- 
signers and engineers can promise with confidence. For 
Bolens SYNCRO-TILT Chair Action Controls are being 
developed today that will help chair manufacturers effec- 
tively minimize cramped muscles, poor posture, lack of 
proper body support, backache, retarded blood circulation, 
and many other efficiency and health-retarding factors in 


office seating. 


Look for Bolens SYNCRO-TILT Chair Action Controls 
on your new office chairs. Then be sure your salesmen 

know the advantages of 
“Orthopedically 


Correct” Chair Action — 










Bolens 


a powerful selling force 
in itself, and a good in- 
vestment in office work- 


ing efficiency. 


BOLENS - Mannel 
peek CHAM HAAR: 


WRITE 


for your copy 
of the ‘'Bolens 
Manual of | 
Office Chair a. oP 4 
Selling.'' 








( BOLENS PRODUCTS CO. 


Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 


















es 
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| is whether or not continued goodly volume of business 
| will offset the many increased operating costs and the 


strong possibility of a squeeze in retailers’ profits 
caused by increased cost of merchandise which must 


| continue to be sold at “frozen” prices. 


“A continuation of the present trend would indicate 
that increased managerial supervision, sales promotion 
and sales education will be needed in our industry in 
order to properly service the needs of the nation’s 
business.” —BCR 

! es 
“DON’T SELL ME ‘THINGS’ ” 

Through the years the idea of selling the service 
rendered by a product rather than the product itself 
has been advocated constantly in the editorial columns 
of OFFICE APPLIANCES. Particularly has this been true 


| in the Office Specialties Sections, of which the twen- 
tieth annual presentation is made this month. Suc- 


cessful application of this technique is evidenced in 
the sales records of office equipment and supply 
dealers throughout the country. Overcoming the dif- 
ficulties of selling the less tangible “use” of an article 
instead of the physical components of metal, wood, 
plastic, leather, paper, and so forth, has been proved 
profitable. 

Horder’s, Inc., Chicago, have hit upon an interesting 
way to publicize the idea by preparing a 13 x 18 inch 
poster headed, “We feel that our Customers would 
like to say: Don’t Sell Me ‘Things.’” At the center of 
the left side are the words, “Don’t Sell Me” followed 
by a large brace printed in red and leading to these 
thought stimulating statements: 


Paper Clips .. . sell me important papers safely held 
together. 

Typewriter Ribbons ... 
sive looking letters. 

Furniture ... sell me an office that has comfort, con- 
venience and inspiration. 

Rubber Stamps... sell me records, orders and pack- 
ages clearly marked with time-saving motions. 
Inventory Forms .. . sell me year-end work made 

accurate and fast. 


sell me clean, sharp, impres- 


File Cards ... sell me information located in an 
instant. 
Globes . . sell me knowledge and adventure, the 


world at my fingertips. 

File Folders .. . sell me quick availability of letters 
and orders. 

Mimeograph Paper ... sell me clear and rapid multi- 
plication of my ideas to customers and employees. 

Traveldex Expense Books .. . sell me encouragement 
for my salesmen to keep their records right and 
current. 

Visible Record Equipment... sell me efficient man- 
agement, time saving, and visual control. 

The concluding paragraph epitomizes the idea ex- 
cellently: “Please don’t sell me Things! Tell me about 
their usefulness; about what they can do for me. Sell 
me an idea. I will pay for that more readily and with 
greater pleasure.” 

Printed on a good grade of paper, the poster is 
suitable for framing. Copies have been made available 
to dealers on the customer list of Horder’s wholesale 
division, Associated Stationers Supply Company. The 
only identification with Horder’s is a small “World 
Wide” trade-mark at the bottom. 


HORNBECK BUYS BEND BUSINESS MACHINES CO. 


Paul W. Hornbeck, formerly of Yreka, Calif., late 
in November purchased the equipment of the Bend 


| Business Machines Company, 122 Oregon Street, Bend, 


Ore., and will continue the business at the location 
under his own name. 

Sales and service of typewriters and adding ma- 
chines will be emphasized by the new owner, who has 


_ added several pieces of new equipment to the store’s 
| repair department. 
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You'll do better work at 


THE HEIGHT OF COMFORT! 








Measure 


Your Desk 


SHAW-WALKER’S 


New Low Desk 


The very first time you sit down at this desk you'll be amazed at 
the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 


day, alert and at ease . . . turning out more work than ever before. 


Created by Shaw-Walker and first introduced in 1938, the 
29-inch natural working height was nationalized as standard in 
1941.—The New Low Desk, is only one of Shaw-Walker’s 8000 NEW LOW SESS, ee 
office necessities that will again be available after vietory. All 
carry the famous “Built Like a Skyscraper” trade-mark. 





“Built Like a 


SHAW-WALKER 


MUSKEGON, MICHIGAN 











NEW LOW DESK, LUXURY MODEL 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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RECORD KEEPING EQUIPMENT 
INTERESTS OFFICE MANAGERS 


because 


accommodates the records 
now used in the various files 


without rewriting. 





Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing .. . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 





Each carriage handles in excess 
Ibs. 


An outstanding Rol-Dex installation 
of 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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CORRY-JAMESTOWN, A LEADER IN STEEL OFFICE 
FURNITURE, MARKS 25TH YEAR OF PROGRESS 
With the turn of the calendar page to January, 1945, 

Corry-Jamestown Manufacturing Corporation, Corry, 

Pa., swings into the prelude of its second quarter- 

century, an era which promises even greater expansion 

and progress than that which attended its first 25 

years as a top-flight leader in the steel office furniture 

and file field. 

The interesting story of the organization’s growth 
began with its incorporation in December, 1919; opera- 
tions were started on January 17 the following month. 
The original officers, who were also directors of the 
company, were O. R. Hillstrom, president; C. A. Ander- 
son, vice-president; D. A. Hillstrom, secretary and gen- 
eral manager, and C. G. Nelson, treasurer. The other 





D. A. HILLSTROM 


directors were Rev. A. M. Benander and John E. Hult- 
berg. Mr. Hillstrom had formerly been manager of the 
steel furniture division of Watson Manufacturing Com- 
pany of Jamestown, N. Y., Mr. Anderson superintend- 
ent of the same company. The Corry-Jamestown plant 
consisted of 20,000 feet of floor space and was manned 
by ten employees. Robert W. Jackson, now Associate 
Justice of the U. S. Supreme Court, was the corpora- 
tion counsel until he left for Washington, D. C. The 
initial products were medicine cabinets, cabinets for 
address stencils, and ventilation cabinets inserted in 
window openings—the “air conditioning” of that day. 

In 1925, Corry-Jamestown commenced to build its 
“Steel Age” line of files. Desks were added and gradu- 
ally the firm went into the production of a complete 
line of steel office furniture. 

By May, 1942, the facilities occupied 185,000 square 
feet of floor space. There were 250 people on the pay- 
roll and some 2000 “Steel Age’ items were marketed 
through 2500 dealers. That was the month Corry- 
Jamestown ceased production of its stock line and 
converted its entire production to war work. 

Because of its proven ability to produce a wide 
variety of quality steel products, the firm was able to 
make immediate contributions to the war effort in the 


form of airplane engine controls, ammunition boxes, 


ammunition chutes, many miscellaneous items of 
aluminum, and furniture for shipboard use. Another 
contribution to the War effort has been extensive pro- 
duction of chassis, chassis mounting assemblies, panels, 
and transformer housings and cabinets for radio and 
Radar producers. 

Today the company employs 350 people. Its present 
officers are D. A. Hillstrom, president and general man- 
ager; D. Armour Hillstrom, secretary and assistant 
general manager; R. C. Anderson, vice-president; H. H. 
Keppel, treasurer, and R. E. Larson, vice-president in 
charge of sales. 

The first branch office of Corry-Jamestown was 
opened in Chicago in 1923 with Roy A. Edgren as 
manager, and under his continued able direction has 
contributed greatly to the growth and reputation of 
the company. 

The firm’s post-war plans have not been entirely 
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yn no use beating around the bush — quality 
merchandise is still scarce. It’s bound to be, for many of 
the quality manufacturers are still making war materials; 
and the available production of their regular lines is still 
being absorbed by the Armed Forces. 

That is Bates’ position. We must keep up our manufactur- 
ing of precision parts and assemblies for radar, gun sights, 
and gun turrets—that is bringing V-Day nearer. 

And we must keep supplying our Armed Forces with 
Bates Numbering Machines, Staplers and other products — 
they need the best. 

We are doing all we can to speed up the production of 
Bates Products, and every day brings nearer the time of 
more adequate stocks and prompt deliveries. We believe 
that the wisest course now for the dealer is to watch his 





inventory and make sure that when that time comes he will 
Bates Numbering Machine, 


the standard of quality for be in a position to concentrate more than ever on quality 
more than fifty years. 


merchandise. 


vas 


1a 

of Bates Stapler makes its 
own staples, 5,000 in one 
loading. Can’t jam or clog. 
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STANDS | 
AVAILABLE SOON 


THE ALLIED MET ‘s PRODUCTS MANUFACTURING CO. 


nounce their acquisition of the Tiffany Stand Co. Tiffany Stands will 
ae built in the cle re to gr ame specificatio a standard of 
quality as in the past. Lat easel ved models eo n productio 





MODEL A 


Portable Stands— Foundations 
For Modern Business Machines 





Essential Equipment For 
All Modern Office Machines 


ALLIED METAL PRODUCTS MANUFACTURING CO. 


TIFFANY STAND DIVISION 


GENERAL OFFICE: PLANTS: 
4454 EASTON AVE., ST. LOUIS 13, MO. POPLAR BLUFF, MO. 
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ANNUAL MEETING HELD 


The Annual Meeting of the IN- 
STITUTE was held in Washing- 
ton last month and every Member 
went home confident that, by 
their collective efforts through 
the INSTITUTE, better office 
furniture will be produced in fu- 
ture years. A detailed account 
of some of the highlights of the 
program appears elsewhere in 


this issue of Office Appliances. 


MANUFACTURERS DE- 
SERVE PRAISE FOR 
ACCOMPLISHMENTS 


Probably most of you have been 
disappointed when shipment of 
your orders for office furniture 
have been delayed by your manu- 
facturers. We realize that you 
have no easy task in pacifying 
your customers. Neither, has the 
manufacturer’s task been easy. 
If you had worked on the many 


and complex problems of the 


manufacturers, as I have with 


our Members, you would be fully 
aware of the superhuman effort 
that has been exerted by the man- 
agement and employees of these 
companies. . The men and women 
who have been responsible for the 
production of this office furniture 
which has played such an im- 
portant but unheralded part in 
the War, have met almost insur- 
mountable difficulties with good 
old-fashioned American determi- 
nation and have maintained qual- 
ity and production in spite of 
many difficulties. You have had 
the task of training a few sales- 
men. The manufacturers have 
had the task of training many 
employees. Even then, only a 
fractional part of a normal per- 


sonnel can be maintained. 


The Industry starts the New 
Year facing many problems, the 
solution of which are not all ap- 
parent at the present time. How- 
ever, in spite of handicaps, we 
face the future with confidence 
and the determination to produce 


the best desks and chairs that 





the available materials and man- 


power will permit. 


“SPOT AUTHORIZATIONS” 
HAVE LITTLE EFFECT 


We do not expect any general 
benefits to be derived from the 
recent action of WPB in placing 
the Furniture Order L-260a on 
the list as one of the Orders from 
which manufacturers can appeal 
for “spot authorization” to ex- 
ceed quotas, etc. as provided in 
Priorities Regulation 25. The 
advantages of such authorizations 
are mainly academic in this In- 
dustry. There can be very little, 
if any, increase in production un- 
til there is an easing of both 


manpower and materials. 


9, Resta 


Secretary 
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5O YEARS YOUNG 


Yes, we're celebrating an anniver- 
sary, a golden anniversary at that, 
and we're mighty, mighty proud of 
this particular birthday. 


It marks a half-century of steady 
progress, the fruits of treating each 
and every customer as we ourselves 
like to be treated—friendly and fairly! 


Then, too, we have the satisfaction 
of knowing that we have kept faith 
with our “customer-friends” by manu- 
facturing carbon papers and inked 
ribbons unsurpassed in quality! Ex- 
perience, scientific research, and a 
constant study of market needs have 
guaranteed this for our dealers, and 
will continue to do so. 


This progress makes us feel 50 years 
young ...and eager... eager to do 
our part in every way possible to 
speed Victory ... and eager to make 
the “U. S.” dealership more and more 
valuable as time passes. 


To this cause we pledge our efforts! 





released, but it is known that they include many in- 
novations in “Steel Age” office furniture born of les- 
sons learned during the war. 

Largely responsible for Corry-Jamestown’s success 
is the founder, Mr. D. A. Hillstrom. In addition to his 
activity in the company Mr. Hillstrom has found time 
to contribute leadership to many civic, educational, 
musical and religious organizations. He is a past presi- 
dent of the Corry Chamber of Commerce, past presi- 
dent of the Corry board of education, member of the 
United States Chamber of Commerce and Swedish 
Chamber of Commerce in the United States. In 1926, 
Mr. Hillstrom was knighted by King Gustav V of 


Sweden. 


! ie 
OFFICERS OF HAWAIIAN FIRM EXPAND SALES 
FORCE, ORGANIZE NEW COMPANY IN NOVEMBER 


W. G. Huston, vice-president and general manager 
of Alexander Brothers, Ltd., Hawaiian Islands, is not 
waiting for the war to end before planning for the 
future. He has already started to build up a successful 
sales organization in serving the armed forces and 
commercial accounts in the islands. 

Max M. Simon, formerly connected with the San 
Francisco Cash Register Exchange, and recently hon- 
orably discharged from the United States Navy, has 
joined the Alexander Brothers staff as a general sales- 
man covering Army, Navy and commercial accounts. 
He will specialize on Ditto duplicating equipment and 
general lines. 

Also joining the Alexander sales force is Amdee 
Chanteloup, for many years connected with the San 
Mateo National Bank. He will specialize on Friden 
calculators and accounting systems, servicing all ac- 
counts in the Hawaiian Islands. Mr. Chanteloup, for- 
merly with the U. S. Marine Corps in the South Pa- 
cific, was also recently honorably discharged. 

Mr. Huston and Fred P. Alexander, president of 
Alexander Brothers, Ltd., have recently organized a 
new company in addition to the one they now head. 
The new firm, known as Huston & Alexander, Ltd., was 
incorporated November 15, 1944, under the laws of the 


| Territory of Hawaii. The new corporation, which will 


handle many new agencies not allied to Alexander 
Brothers, Ltd., reports rapidly growing business. 
Officers are W. G. Huston, president; Fred P. Alex- 
ander, vice-president and treasurer, and Donald C. K. 
Lee, secretary. Members of the board of directors, in 


| addition to the officers, are Alexander Fritschi and 


Earle M. Alexander. 
ssa atin 
MONROE-BUILT ODOGRAPH FEATURED IN 
MECHANIX ILLUSTRATED 

One of the feature articles in the December issue 
of Mechaniz Illustrated was entitled “Highway ‘Beam’ 
for Motorists” and was concerned with the operation 
and use of the Odograph, an instrument which auto- 
matically plots the course of a moving vehicle. As 
reported in the October issue of OFFICE APPLIANCES the 
Odograph is made by the Monroe Calculating Machine 
Company and is the first successful device for in- 
stantaneous mapmaking in the field. The article in 
Mechaniz Illustrated carried large reproductions of 
the Odograph equipment, together with detailed in- 
formation as to function. 


—————_— 2 ———_____ 


_ EVERSHARP SALESMEN HEAVY WAR BOND BUYERS 
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U. S. Typewriter (i Ribbon Mig. 


Filbert at Tenth St. Philadelphia, 
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Eversharp salesmen apparently read—listen to—and 
believe in their own company’s advertising. Ever- 
sharp’s advertising tag line—“Buy, Buy . Buy 
Bonds!”—means exactly that to Eversharp salesmen. 

At Eversharp’s fifth annual sales meeting, held in 
the Drake Hotel, Chicago, recently, Eversharp con- 


' ducted a War Bond drive. With Larry Robbins, vice- 


president, minute-manning the drive, Eversharp sales- 
men subscribed to a total of $210,000 worth of bonds 


| in a period of only 20 minutes. 
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| UNDERSTAND 


Count on extra customers—thanks to this sensational nn YOUR SHOW'S 
1€ new EVERSHARP move! For “Let Yourself Go!” has now 4 
n’ been supercharged with new “‘listener-appeal”! There'll NOW HOTTER 


n 


‘ be more glittering guest stars—twice as many as last THAN EVER! 
" year! More human interest—more rapid-fire comedy, 

e too! And remember! This steamed-up program appears 

e the same night folks are tuned to CBS for other hits— 

\- like “Which is Which”, Jack Carson, “Dr. Christian”! 

That means a huge block of ready-made listeners! So— 

now more than ever—it’s smart to tune in, tie in to 

EVERSHARP! 


IT ALL ADDS UP TO 20% MORE LISTENERS! 


»f 
|= 


Te) WONDER SMART DEALERS SAY... 
MA LE LO La 
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Working on aircralt production demanding absolute precision has 


bitscdered Our experience and mohabeel our post-war planning. 


Pronze fon art may soon be available and at that time we shall have 


ay 
anova new creations smartly 





¥g * 
reaay Tor your approva 


stuled...we invite your Inquiries. 





7 
BRONZE FOR DISCRIMINATING BUYERS 
Desk Sets for executive and home, Ash Trays and Cigarette Boxes, etc., Desk Lamps, 
Photo Frames, Plaques . . . ‘Memorial and Sport’ 
887 NIAGARA STREET BUFFALO 1s, NEW YORK 
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Look Underneath... 


For Extra Value. 


















































———— 
=p 
= = 

= ' — O 
=| VS 
0 \ 


Your customers will appreciate the distinctive construction points of Leopold 
desks, as well as their contemporary beauty and convenience. For example: the 


Leopold Streamliner illustrated, with its ‘‘No-leg Base.”’ 


This graceful desk’s height is readily changed to conform to a customer’s require- 
ments. If 29” gives him greater comfort than 30”, merely take out a 1” removable 


strip in the base. This is done easily and quickly. 


The desk rests on four easily adjusted glides, to provide a firm, level surface despite 
the usual floor unevenness. This much-needed improvement is another sales-inducing 


feature. 


Convenient foot space and ease in ‘‘cleaning underneath’’ also are attained without 
sacrificing substantial appearance. Yet this sturdy Streamliner is moderately priced, 
and requires a minimum of upkeep. It well illustrates how, since 1876, Leopold 
has combined sound craftsmanship and beauty of design with advanced construction 


principles . . . to pioneer new standards of efficiency in office furniture. 


THE LEOPOLD COMPANY - Burlington, Iowa 
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Wabash Sales Helps are providing 
the information you need to get this 
business. Are you reading them? For 
example: 


ver, 


Look for filing trouble. For ways to 
find it, see Manual 20. 


Recommend corrections. Manual 20 
gives many suggestions. 


Demonstrate the correct indexing 


method (see Alpha-Merical System 
folder). 


Make a record of the installation. 


Check at least twice yearly to be 
sure file is serving customer satis- 


factorily. 

...and you will automatically get 
the repeat transfer order every 
year. 


tasted 


ae OD 





Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Business in all stores and typewriter branches con- 
tinues good. At this writing the Christmas spirit is 
evident in all local spots in the industry. Enlargement 
of two typewriter stores this month in the Los An- 
geles area indicates both growth and confidence. 

* + * 


The Crown City:;sTypewriter Company, Pasadena, 
managed by G. R. “Trefzger, has moved from its old 
location at 38 North Raymond Avenue to a new loca- 
tion at 21 South Garfield Avenue. The new location, 
Within a stone’s throw of the post office, is a much 
brighter and airier place, and space is provided for 
eustomers’ parking directly across the street. This 
company, which for eight years has been a sub-branch 
of UEF, was in the Raymond Avenue location for 
12 years. 

Mr. Trefzger reports that his son, Robert, who is 
still in France, recently air-mailed a pair of lace gloves 

) his mother. They were sent one at a time, as one 

was the limit for each mailing. The young man re- 


Bares that all the boys in Paris have been searching 


diligently for perfumes to send home, but that none 
can be found in that city famous for its perfumes— 


believe it or not. 


* ok * 


Tierman, mechanic for seven years for the 
Maat g “Typewriter Company, has become a _ photog- 
rapher since going into the service. He filmed the 
battle of Saipan, and this picture has been shown to 
various groups. A unique incident was his capture 
of a movie camera from a Jap plane, and this token 
has been sent to his wife. Mr. Tiernan has been 
wounded twice in service. While in Los Angeles he 
was connected with the branch of the Royal Type- 
writer Company, 6266 Hollywood Boulevard, where 
L. C. Wolter is manager. 

The Alhambra store of the J. A. Freeman Type- 
writer Company at 238 West Main Street has recently 
been undergoing a remodeling job and the size of the 
place has been doubled. The remodeled store was 
opened to the public about December 20. About 1600 
square feet of floor space is now available. New fix- 
tures have been installed, new showcases added, and 
new shop equipment put into place. 

Mr. Freeman, who also operates another store at 
35 South Los Robles Avenue in Pasadena, had the 
annual Christmas party at his home, 2235 Casa 
Grande. About 30 were in attendance and each em- 
ployee was presented with a Christmas bonus. The 
Christmas party for employees and their families is 
an annual event. 

= x & 

Major George Boyd, formerly in charge of the bank 
department for Remington Rand, Inc., Los Angeles, 
now in the Quartermaster’s Department in Washing- 
ton, D. C., was in Los Angeles recently on an inspection 
trip. He is inspecting all quartermasters’ depots in 
the United States. The major is a key man in his de- 
partment in Washington. He was with Remington 
Rand, Inc., about 20 years. 

co a * 

R. C. Anderson of the Business Appliance Company, 
509 South Spring Street, reports that the building in 
which his place of business is located will undergo 
most extensive improvements after the first of the 
year. A more complete report on these improvements 
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Che Clouds are Lifting 


| 


4, has been a long, long road, but 
we are on the way back—clearing weather 
is ahead, the kind of weather we have 
waited for these three years, that to all of 
us has seemed the longest three years of 


our lives. 


This is not our usual New Year message. 
but this is not a usual year. For all of 
us there are reservations to our peace time 


joys and happiness. 


This time let us never forget—not for this 
generation nor for the generations to come. 
Let us pass down the years the remem- 
brances and the lessons we have learned 
and endured and resolve that the events 


of these years shall never happen again. 


These are our thoughts and our resolutions 


for this New Year. 


NEVA-SCLOG PRODUCTS, Inc. 


( 
( 
( 
! 
( 
/ BRIDGEPORT, CONN. 
( 
/ 
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vx Largely responsible for Coxry-Janil 
town’s success is the founder, Mr. D. Ay 
Hillstrom. Relentless in his quest for 
ways to improve “Steel Age” products 
he has built an organization constant) 
dedicated to producing improved prod} 


ucts and services. 
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of ACHIEVEMENT... 


¥% Corry-Jamestown celebrates its 25th birthday this month! Over those 
years, we have multiplied our manpower from 10 to 350... our floor space 
from 20,000 to 185,000 square feet. But, more important, we have established 
a record of integrity and a reputation for quality that transcends physical 


measurements. 


ww Today “Steel Age” is known as a mark of merit on Office Furniture 
throughout the business world. War interrupted its production but peace will 


see it resumed with advancements in styling, construction and utility features 


— 
: far beyond pre-war attainments. 
% On this occasion, with our energies devoted to war production, we have 
little time to celebrate our QUARTER CENTURY OF ACHIEVEMENT. 
y- James 
1. D.A Yet, briefly we mark it, in passing, with wholehearted thanks to our dealers 
quest fo and their customers for their contribution to our growth and success. 
products 
onstantl) 
ed prod} 


™ CORRY- JAMESTOWN 


MANUFACTURING CORPORATION * CORRY, PENNA. 


When it’s a question 
of points... the 
Army and Navy 
come first... 





NUMBERED POINTS 


WE are proud of the popularity 
of Esterbrook Fountain Pens with the 
armed services. ‘These priority orders 
are taking a large portion of our entire 
production and for this reason we are 
unable to meet all the requirements 
of stationers and fountain pen dealers. 


We know that our customers (and your 
customers) will appreciate the reason 
for the scarcity of Esterbrook Pens. 


THE ESTERBROOK PEN CO. 
Camden, N. J. 
Canadian Representatives : 
The Brown Bros., Ltd., Toronto 


bstectrvoR 


-» RENEW-POINT FOUNTAIN PEN.. 
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will be given next month, he states. 
a o* +e 

Joe Staller, formerly assistant cashier for the Royal 
Typewriter Company, 1031 South Broadway, writes 
from New Guinea, where he is a technical sergeant. 
He sends Christmas greetings to all his old friends. 
There is a job waiting for Joe when he returns, ac- 
cording to G. G. Ralls, branch manager. 

The Royal Typewriter Company has purchased a 
subscription to the Reader’s Digest for every one of 
its men in the service, a total of 1,100. 

ok %* ca 

Leo Miller of the Miller Desk and Safe Company, 
219 West Second Street, Los Angeles, who expected to 
get into the Navy but switched to the Army, is now 
in the infantry at Camp Roberts. 

Herman J. Klein, son-in-law of the late Mr. Miller, 
is now affiliated with the company and, beginning 
January 1, will take an active part in business. Mr. 
Klein has been connected with the shoe business and 
it is assumed he can bring into the proverbially sedate 
office furniture business new ideas on display, mate- 
rials and advertising. He is still connected with the 
Miller Boot Shop in Ontario, Calif. 

Es a * 

H. W. Black, manager of the Marchant Calculating 
Machine Company, Inc., 804 South Spring Street, re- 
ports that business has been holding a nice steady 


pace. 
* * ® 


Oscar H. Zaun of the Underwood Elliott Fisher Com- 
pany, New York, and W. M. Coffman, Pacific district 





UEF EXECUTIVES RELAX AT HOME OF LOS ANGELES 
REGIONAL MANAGER.—During the visit of Oscar H. Zaun, 
of Underwood Elliott Fisher Co., New York, to Los Angeles in 
November, both he and Pacific District Manager W. M. Coff- 
mann, San Francisco, accepted the invitation of J. A. Johnson, 
UEF regional manager at Los Angeles, to spend some pleas- 
ant hours at the latter's Santa Monica home. Left to right: 
Mr. Coffmann; Mr. Johnson, the host; and Mr. Zaun. 


manager, San Francisco, were recent visitors in Los 
Angeles. They were entertained on November 12 at 
the home of James A. Johnson, regional manager, in 


Santa Monica. 
* * * 


George B. Parker, Sr., motor machinist’s mate, first 
class, formerly a typewriter expert for the Anderson 
Typewriter Company, Pasadena, and his son, George 
B. Parker, Jr., pharmacist’s mate, second class, are 
both serving in the Navy, while a daughter of the 
elder Parker, Sgt. Mary A. Parker, is a WAC. War 
service is indeed quite an all-family affair. Mr. Parker, 
Sr., served in the Navy from 1913 to 1922 as a fireman, 
first class, on the battleship “Kearsarge.” He re-en- 
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PORTABLE 


A girl can handle and move from desk 
or stand with ease. Adaptable for small 
or large installations. 





























SIMPLE TO POST 
By Hand or Machine 


A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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BILLFORM “Processed” 
CARBON PAPERS 


Curl Resistant 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 


carbon will curl. It’s easy to handle, easy 


to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE 7 BROOKLYN 16, N. Y. 





94 














listed September 1, 1942, and served in Guadalcanal. 
Land based in the South Pacific for eight months, he 
was returned to the United States in August, 1943, 
because of recurring attacks of malaria. He is now sta- 
tioned at Jacksonville, Fla. The son is serving on a 
sub-chaser in the South Pacific and the daughter is 
stationed at Fort Lewis, Wash. 
ee ae eae 

EVERSHARP’S MILTON BERLE RADIO SHOW TO 

MAKE NETWORK SHIFT EARLY IN JANUARY 

The popular Eversharp radio broadcast, “Let Your- 
self Go,” starring Milton Berle, will reach the radio 
audience over the entire Columbia Broadcasting Sys- 
tem, beginning Wednesday, January 3, according to 














MILTON BERLE 


a recent announcement by company officials. The 
half-hour program will be aired from eastern stations 
at 10:30 p.m., in the Midwest at 9:30 p.m., in the 
Rocky Mountain area at 8:30 p.m., and on the Pacific 
Coast at 7:30 P.m. 

“Let Yourself Go” has, according to Eversharp, Inc., 
quadrupled its audience during the brief time it has 
been on the air and, with the new change, is expected 
to rank well in popularity with Eversharp’s other ra- 
dio show, “Take It or Leave It,” with Phil Baker. 
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COLORFUL HOLIDAY MAGAZINE RECEIVED BY 
“OFFICE APPLIANCES” FROM HAWAIIAN FIRM 
One of the most impressive and eye-catching maga- 

zines ever received from overseas by OFFICE APPLIANCES 

was sent to this office by W. G. Huston, vice-president 
and general manager of Alexander Brothers, Ltd., 

Honolulu, Hawaii, the islands’ leading distributors of 

office machines, equipment and supplies. 

Approximately 100 pages of editorial content, plus 
nearly 50 pages of discriminating display advertising, 
make the holiday number of Paradise of the Pacific 
a brilliant panorama of color treatments and views 
into the everyday life on the islands. Excellent black- 
and-white and color photography dominated the 
pages, fortified by several brilliant water color ren- 
ditions. 

Engrossing articles in the December issue ran the 
gamut of the islands, reached into the past, and 
stretched well into the future. Appropriately; a me- 
morial recapitulation of the Pearl Harbor episode was 
given a dominant place in this, the third anniversary 
year of the dastardly “sneak” attack. Other articles 
treated of the future of Hawaiian airlines; science 
and the island’s chief product—sugar; Hawaiian 
music; a well-written discussion of some of the island’s 
flora and fauna; and such more prosaic and familiar 


phases of Hawaiian life as labor shortage, education, ~ 


and agriculture. Several well-penned articles on mili- 
tary activities in the islands of the Pacific were also 
featured. 

In brief, it is an issue well worth hours of intensive 
reading, and will be held in the library of this journal 
as a reference work on this small, but picturesque, 
insular territory. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





November 18 was a red-letter day for the Eighth 
Region. Lieut. Gov. Roy Moreland, Schooley Print- 
ing & Stationery Company, Kansas City, called a 
meeting at the Muehlebach Hotel for the purpose 
of planning a program and arranging details for 
the coming spring regional meeting. Roy did an able 
job of pinch-hitting for Governor Ted Warkentin, 
Southwestern Stationery and Bank Supply Company, 
Lawton, Okla., who is recuperating from a recent op- 
eration. Present at the invitation of the governor, 
were John Ford, Jr., Peterson Lithographing Company, 
Omaha; John Wachtler, Omaha Printing Company, 
Omaha; John Smith, Southwestern Stationery & Bank 
Supply, Ponca City, Okla; Walter Guy, Arkansas Print- 
ing & Lithographing Company, Little Rock, Ark; 
Earl Scott, Bauman Office Equipment Company, Wich- 
ita; Cecil Jones, Western Lithographing Company, 
Wichita; Leonard Wilcox, Roberts Printing & Station- 
ery Company, Hutchison, Kans.; Gerry Manning, 
Joplin Printing Company, Joplin, Mo., and Frank 
McClure, Inland Printing Company, Springfield, Mo. 
Also in attendance was almost every Kansas City 
dealer, the officers and several members of the Mid- 
west Travelers Club. The noon luncheon on Satur- 
day looked like a regional meeting luncheon, as close 
to 50 members of the industry broke bread together. 
That meeting formulated plans for a mighty tempt- 
ing program—one which no member of this region 
should miss. 


* * * 


Comfort Printing & Stationery Company, St. Louis, 
announce a change of buyer and manager of the 
retail store. V. P. “Pete” Spalding succeeds George 
Beiter, who is now representing this firm as outside 





V. P. SPALDING 


salesman, calling on the local trade. “Pete” Spalding 
brings with him a wealth of experience which he 
gained in his many years with the Spalding Station- 
ery Company and the George D. Barnard Stationery 
Company, both of St. Louis. He managed the retail 
stationery departments of both firms. More recently 
he was the Arkansas traveling representative for the 
latter concern. Mr. and Mrs. Spalding have made 
their home in St. Louis practically all their lives, and 
have a daughter and granddaughter living in Mexico, 
Mo. Pete’s many friends congratulate both him and 
his employer on their good fortune. 


* * * 


George Desmond, Victor Safe & Equipment Com- 
pany, entertained Kansas City’s newest stationer, Cliff 
Talty, Gallup Map & Stationery Company, and your 
correspondent at lunch at the President Hotel in 
Kansas City recently. All serious political and busi- 
ness matters were definitely settled. 


* * x 


Among the travelers seen around Kansas City in 
mid-November were: Ralph Maneval, A. W. Faber; 
Austin Waterbury, Carters Ink; Dan Consodine, Rich- 
ard Best Pencil Co.; Charles Hick, Art Metal Construc- 
tion; R. C. Moore, Columbia Ribbon & Carbon; H. J. 
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Typewriter Ribbons 
and Carbon Paper 


During war-time espe- 
cially do typewriter rib- 
bons and carbon paper 
prove their importance as 
essential products! More 
than half of the output of 
the Grand Prize” Ribbons 
and Carbon Paper now 
goes to answer the needs 
of the U. S. government, 
the armed forces and war 
industries. 
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& RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, California 
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the same beautiful cushion 


COTTON FILLED 


The fastest-selling chair cushions ever to hit the 


trade! 


Chair Cushions that have good-looks, 


greater comfort, longer-lasting durability. 


Executive Type: 


No. 500—Leatherette and Fibre-X, Spring Unit, 


With Border . . . Lists at $5.00 


100—Leatherette and Fibre-X, Cotton- 


No. 


No. 


No. 


Lists at $3 .00 


Filled... 
Secretarial Type: 
400—Fabric and Fibre-X, Knife Edge, 
Lists at $2.00 


300—Leatherette and Fibre-X, Knife Edge, $2 50 
s 


Lists at 


. 200—Leatherette and Fibre-X, Cotton-Filled, 


With Border .. . Lists at $3.40 


USUAL DEALER DISCOUNTS 
Immediate Delivery. All Prices F.0.B. Factory 
Enter Your Order Today. 


CENTURY LEATHER FURNITURE CO. 
213 Greene St. New York 12 N. Y. 


100 





Hoffman, Smead; Dan MacDougall, Stationers Loose 
Leaf; Lyle Turner, Sheaffer Pen; Carl Schutz, Eagle 
Pencil; Herb Beckman, Boorum & Pease; Matt Dim- 
mit, Wilson Jones; George Desmond, Victor Safe; Bill 
Lashbrook, Esterbrook Pen; Edward Little, Wabash 
Filing Supplies; Chet Smith, Codo; Bill Martin, Mas- 
tercraft, and “yours truly”. 
ok * * 

Claude Myers, Jr., Myers Office Furniture Company, 
Kansas City, recently returned to his business after 
about a year in Uncle Sam’s service and is quickly 
getting back into the harness and very serious busi- 
néss. Immediately following his return, Claude left for 
a business trip to Chicago and points east for visits 
to his various factory sources. 

* * * 

The early part of 1945 will find our old friend and 
former president of the Midwest Travelers Club, 
John H. (Jaek) Ellis, back in the midwest territory. 
Jack expects his honorable discharge from the Ma- 
rines by Christmas. He states his plans for the fu- 


| ture are indefinite, but he hopes to be back with 


his midwest “gang”. 

Comfort Printing & Stationery Company, St. Louis, 
announces the addition to its force of George Al- 
brecht, manager and buyer of the office furniture 
department. 

* * * 

Hartley Comfort, president, and James Collum, vice- 
president, of Comfort Printing & Stationery Company, 
will soon announce several important changes and 
improvements which will affect all departments. 

* * * 

Art Pfister, formerly of Smead Manufacturing Com- 
pany, now with Uncle Sam’s flying forces in Dallas, 
Texas, expects to be among the Burma Road pilots 
very shortly. After his training, Art was detailed 
to instructing for the past two years. More recently, 
he has been flying troop transports in this country. 
He advises he will be headed for the Far West at any 
moment. 

cg * uK 

W. B. “Bill” Bohart, E. Faber salesman de luxe, 
spent two weeks of November in Kentucky and 
Tennessee in the interests of a brother salesman who 
is serving Uncle Sam. Because of this trip Bill was 
forced to miss the Kansas City pre-convention meet- 
ing, he and Izzy Voda, Wallace Pencil Company, being 
the Midwest officers absent. 

Our old friend Matt Dillon, Associated Stationers 
Supply Company ambassador, who is much missed in 
these parts since his transfer to northern territory, 
was reported visiting the dealers of Wisconsin and 
Minnesota villages during November. Thanks, Matt, 
for your kind efforts. 

a * * 

If you haven’t read that fine article by Stan Griebel, 
the Y and E ambassador, which appeared in Novem- 
ber OFFICE APPLIANCES, do it now. (Readers Digest 
should note.) 

* * * 

“Augie” Krohne, American Pencil Company’s able 
representative, who suffered a long siege of illness 
about a year ago, is again cavorting around his ter- 
ritory, looking as if he’s back in those early days of 
robust health and energy. 


* * * 


Our more recent member of the Midwest Travelers, 
but an old friend, Raymond H. McGowan, sales man- 
ager of Shaw-Walker Company, was reported “down, 
but not out,” in a recent illness which kept him close 
to home. Your many friends, Ray, hope you have 
fully recovered and are back at the bench again. 


* * * 


Undercover sources advise us that R. C. Moore and 
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NOTHING MADE IS EVER 
“GOOD ENOUGH" 


Development work on Red Feather 


Stencils and Duplicator Su pplies 





continues in our Laboratory day and 


night. This has been our practice in 
. the past and is our pledge in the 
DUPLICATOR 


io future. Better and more materials for 


DUPLICATOR 


sUPPUts a Bigger and Better job. 


CORRECTION 
FLUID 
. Write for illustrated catalog, samples 


TYPE and complete details. 


CLEANER 





HECTO 
FLUID 


RED FEATHER PRODUCTS LTD. 


a3)’ fole] iia k ® Gimme Valse) a. i7.\ 


OFFICE APPLIANCES, January, 1945 








— 








IN WAR Reyburns IN PEACE 


sere aw. WORLD 


1895—1945 _ “\ 




















ee — 
SEND FOR OUR _—- 
NEW 1945 DISPLAY | ——$=— ——S=a 


MATERIALS CATALOG ———ae 
Se 4 








THE REYBURN MFG. CO., INC. 
PHILADELPHIA 32, PA. 


BRANCH FACTORY AND WAREHOUSE 
1100 So. WABASH AVE., CHICAGO 5, ILL 


SALES OFFICES IN ALL PRINCIPAL CITIES 





102 











Cecil Jones sneaked away from their daily duties late 
in November and picked off a bunch of ducks down 
in southern Missouri. That source revealed no in- 
formation of anyone having seen or tasted said kill, 
however. Your correspondent knows, though, that 
Mary (the boss at the Jones residence) is a “wow” 
of a duck roaster, as well as a fine piano-tuner. 
* * + 

John Pydlek, Blaisdell Pencil Company, must have 
found a lot of business somewhere, because his home 
town friends in St. Louis have missed his happy 
countenance for some while. Don’t stay away too 
long, Johnnie, or that sweet little daughter might 
find a new home ... mine, for instance. 


* * * 


To Vaughan Williams, Schooley Printing & Station- 
ery Company, Kansas City, go the thanks of the deal- 
ers and travelers for his fine co-operation toward 
making the recent pre-convention meeting the suc- 
cess it was. Vaughan was Roy Moreland’s valued 
right-hand man. 

* a a 

ATTENTION MIDWEST TRAVELERS: Your officers 
have called a meeting of all club members able to 
be present on Saturday morning, January 20, at the 
Muehlebach Hotel, Kansas City, Mo., for the purpose 
of completing definite plans for the 8th Region con- 
vention to be held there on April 13 and 14. Gov- 
ernor Ted Warkentin hopes to meet with his Kansas 
City committees at the same time. All Midwest 
Traveler members who can possibly arrange their 
itinerary to be present on that date will greatly aid 
the various committees in formulating final plans 
for convention entertainment and other activities. 
Any 8th Region dealers wishing to take part will be 
most welcome, although no formal invitations will be 
sent to dealers. 

oK * aK 

Frank Miller, former member and old friend of the 
Midwest Travelers Club, and now representing Wal- 
lace Pencil Company, St. Louis, in the 7th Region, 
celebrated his twenty-fifth anniversary with his pres- 
ent employer in December. The employees of Wal- 
lace presented Frank with a beautiful cigarette case, 
and the firm paid honor to the occasion with a din- 
ner party and a handsome gift. Congratulations 
from all your old friends, Frank. 

* * ak 


Roland Spies, of Spies-Bradburn Company, St. 
Louis, visited New York City on business for his 
company in December. While there, he met Bill Bo- 
hart and Bill Pickering, who were attending an Ed- 
ward Faber Pencil Company, sales meeting at the 
Company’s New York offices. Our brother traveler, 
Lou Brown, sales manager, was in charge. 

* * ca 


Mr. and Mrs. Charles Peeper of St. Louis fulfilled 
their recent date with the stork and are now the 
parents of a healthy, howling young son. Mr. Peeper, 
president of Clark-Peeper Office Furniture Company, 
is reported slowly recovering from his experience. 

* * * 


I’ll bet there will be a lot of new female faces be- 
hind the hotel and drug store cigarette counters after 
the employee shortage has passed. The “sour-pusses” 
one sees when cigarettes are requested! 


a * = 


TRAVELERS! DON’T PASS UP THE MIDWEST 
TRAVELERS CLUB MEETING in KANSAS CITY ON 
JANUARY 20. 

* * * 

As this copy was being completed word was re- 
ceived of the passing, on December 12, of the mother 
of Fred Beem, manager of the loose leaf department, 
Schooley Printing & Stationery Company, Kansas 
City, Mo., following a lingering illness. Mrs. Beem 


OFFICE APPLIANCES, January, 1945 








OF 





ve 
1e 
sy 
0 
nt 


1- 
l- 
rd 
C- 
ed 


TS 


he 
se 
n- 


he 
al- 
on, 
2S- 
al- 


in- 
ns 


St. 
his 
30- 
id- 
the 
ler, 


led 
the 
er, 
ny, 


be- 
‘ter 
es” 


(ST 


re- 
her 
ent, 
1sas 
2em 


945 


























21 

















28 | 29 | 30| SY) ee 











ke ol 3 
iced Eo a Xi: 37 26. 





28 











THE DAY IS 


When Oakville dealers will once more 
speed up sales of the famous Yellow 
Box Line of fastening devices... Pins, 
Clips, Fasteners, Thumb Tacks and 
related items in a complete variety of 
sizes and types. 


But until critical metals and labor in 
this top-quality line return from the 
war front, Oakville will continue its 
policy of equitable distribution of avail- 
able supplies to its loyal dealers all 
Over the country. 
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The Home of The Famous Yellow Box Line ; 


OAKVILL 
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Division of Scovill Manufacturing Company 
Waterbury 86, Connecticut 








NEW YORK . CHICAGO ° SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 


103 


























AVAILABLE FOR IMMEDIATE DELIVERY 


An extensive range of 


PAYROLL and PERSONNEL FORMS 


Latest designs to meet 
current government requirements. 










The series include 
Master Payroll Sheets 
Individual Earning Records 
Bond Purchase Deduction Record 
Supplemental Personnel, Operating, 
Application & History Forms. 








Also many subsidiary forms for 
simplification of payroll accounting. 


NOMINALLY PRICED OUTFITS 
FOR OVER-THE-COUNTER SALES 


OTHER TIMELY SELLERS 
CESCO offers the dealer many other 


profitable items: 
Ring Books 
Visible Record Books 
Post and Prong Binders 
Ledgers—Catalog Covers—Indexs 
A wide selection of Commercial Forms. 


CATALOG ON REQUEST 


Agencies available to established dealers. 




















The C-€- SHEPPARD CO. 


** 4407 2\: Streef,- LONG ISLAND CITY, N.Y-< 
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was a sister of Roy Moreland, also of Schooley’s. 
Our deepest sympathies to both of these good friends 
of the trade. 

George Wilkerson, Smead Manufacturing Company 
representative, spent several December days visiting 
the trade in St. Louis, as well as preparing for Santa 
Claus’. visit to his home in Springfield, Mo. John 
Uden, of Associated Stationers Supply Company, was 
making the local rounds at the same time. 


* * * 


Our congratulations to Mr. and Mrs. Herbert Held 
of St. Louis, who celebrated their silver wedding 
anniversary on December 18 with a reception at the 
De Soto Hotel on the preceding evening. The gath- 
ering was attended by the original wedding party, 
including the minister who performed the ceremony 
25 years ago, and the daughters of the happy cou- 
ple. Mr. Held, buyer for Blackwell-Wielandy Company, 
St. Louis, is a prominent member of both the whole- 
sale and retail stationery industry and is a valued 
friend of the trade. 

nce 
PRYOR TO MANAGE SOUTH FOR WILSON JONES 

James D. (Jim) Pryor has been appointed southern 
district sales manager of Wilson Jones Co., succeeding 
the late William E. McCain. 

A native of Kentucky, Jim began his business ca- 
reer in 1917 with the Baker-Vawter Company at the 





JAMES PRYOR 


age of 19. Within a matter of months he was ad- 
vanced to the sales staff, traveling out of Kansas City. 
In 1921 he joined the sales staff of the Irving Pitt 
Company, and, upon its consolidation with the Wilson 
Jones Company, became a member of the latter or- 
ganization. 

During the past ten years, Jim has been covering 
southern territory. He is widely known and highly 
regarded in the stationery industry. 


—_—__—_9= 


MILLER-DAVIS FEATURES ASH TRAYS 

Miller-Davis Company, Minneapolis, Minn., finds 
ash trays excellent to take the place of restricted items 
in building up volume sales. A long glass counter case 
at the front of the store is filled with table trays in 
many interesting styles, some large, others small. Some 
groups are made up of trays of similar design in vari- 
ous sizes, while other groups show sets of a similar 
design in one size for distribution about an office. 
Near the entrance to the store is a display of floor- 
model ash trays with standards. These vary in style 
and design and in kind of material. 

By displaying such a large number of trays to fit 
every need, the store makes each visitor “tray-con- 
scious” and, since ash trays are a requisite of most 
offices today, sales have mounted to a considerable 
volume. The prominent location of the trays also 
speeds up the sales, since they are positioned where 
they cannot be overlooked.—_BART 


1945 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 








D. B. Cruickshank is chairman of the Office Furni- 
ture Association, an organization which came into 
being twelve months ago as a result of a general 
feeling that some study should be given in Canada to 
the question of surplus stocks and their disposal. 
There are three groups interested in this subject— 
the manufacturers, the dealers and the Canadian gov- 
ernment. 

Through the generous assistance of the larger gov- 
ernment purchasing agencies, who coded their pur- 
chases, reasonably accurate figures of the total pur- 
chase of office furniture during the war years to 
December, 1943, was obtained. From this analysis it 
was determined that the estimated surplus on Decem- 
ber 31, 1943, was $7,305,000. The surplus problem of 
the office furniture industry was shown to be serious 
by comparison of these figures with normal yearly 
production. 

The association plans to work in close co-operation 
with the government agencies, the Crown Assets Al- 
location Committee and the War Assets Corporation, 
Ltd., who have arranged the sale of such surpluses 
so that the highest level of employment and national 
economy will be maintained. Owing to a flexible policy 
being agreed upon, it is believed that every aspect 
of the problem will be met to the general satisfaction 

It has been suggested that the export by charitable 
means to European countries could be undertaken 
by the Dominion government after the war. In this 
way relief could be given the war-torn countries and 
the possibility of post-war unemployment avoided in 
Canada, a likely result if the market were glutted 
with a heavy surplus of furniture from government 
departments. 


-WELD PENCILS 











* * * 

J. Allan Johnston, London, Ont., typewriter agent, 
was recently named Liberal candidate for the London 
city riding at the next federal election. Mr. Johnston, 
who has been on service as a captain in the Canadian 
Army in Italy, returned home on leave a short time 
ago. 


PR ALELLES) 


d * a 


Western Business Forms, Ltd., with offices at 614 


Quality = General Pender Street West, Vancouver, B. C., was recently 
Pencils is clearly ie ; incorporated. The firm, which has a capitalization of 
discernible when i 9 $100,000, will engage in the selling, manufacturing and 
put to the test. printing form business, and the installation of business 
systems. 

Strong, smooth, A he 

long-lasting Carbo- | W. E. Houghton, Ottawa, Ont., was recently ap- 
Weld leads and per- f & | pointed to the board of directors of the Office Specialty 


Manufacturing Company, Ltd., Newmarket, Ont. Mr. 
Houghton joined the company in 1902 and, with 42 
ularity. 4 years of continuous service as manager of the firm’s 

. 4 Ottawa branch, is the dean of the company’s sales 
f P organization. 


fect grading account 
for their great pop- 


Build up your sales 
by featuring these 
popular brands. 


Ralph and Mary Biswanger recently registered their 
partnership in the business of the Granville Book 
and Stamp Shop at Vancouver, B. C. 

* * * 

Miss C. Creber, formerly of Burr Office Supplies, 
New Westminster, B. C., recently took over the busi- 
ness of Allan’s Stationery Shop, New Westminster. 

T. Alexander Thornton has been appointed Ontario 
sales manager for Barber-Ellis of Canada, Ltd., To- 
ronto and Brantford, Ont. 

xk 


x 


FELALCE/ CG iy (Zz. SL pi MAb Athild SAS x 

® Stenographers’ notebooks and orders providing for 

Mel Pencil Com an standardization of loose leaf sheets, indexes and 
p | forms were among a wide variety of paper products 

on which the Wartime Prices and Trade Board of 


67-73 FLEET STREET (+) JERSEY CITY 6, N. J. Canada. recently revoked. 
Limits on weights of paper to be used in stenog- 
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of Quality 


Serving world business as Standard Distributors under this interna- 
tionally famous hallmark of quality are the proud names of many 
great concerns . . . leaders in their field of endeavor. 

In the post war world market, there will be an urgent demand 
for Standard Duplicators to simplify business systems. This will 
mean many openings for new distributors. Naturally we shall guard 
the exclusive rights granted distributors in territories already assigned, 
or for which negotiations are under consideration. However, we 
shall welcome the opportunity to discuss selling arrangements with 
reputable office equipment distributors in countries where we are 
not now represented. 

Your letters of inquiry will receive prompt and courteous attention. 
Standard Duplicating Machines Corp., 1935 Revere Beach Boulevard, 
Everett 49, Massachusetts, U. S..A. 


va 
STANDARD TI DUPLICATORS 
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raphers’ notebooks and writing tablets are retained. 
John Wilson, who was recently appointed sales rep- 
resentative for Ace Fastener (Canada), Ltd., Toronto, 
and for Canadian Staples, Ltd., Toronto, will make 
G00D a trip through Ontario and Quebec in the near future, 
after which he will cover the eastern and western 


territories from coast to coast. 
¥ * 


TYPISTS Vernon Stott, a salesman with the Calgary branch 


of the Barber-Ellis Company of Canada, Ltd., with 

plants in Toronto and Brantford, Ont., at the time of 
Prefer his joining the Canadian Army, was recently promoted 
to the rank of lieutenant colonel. 

Thieves recently broke into the Toronto Typewriter 
Company, Adelaide and Bay Streets, Toronto, and stole 
a cash box containing $100 in bills and checks. 

% * * 

Chapman & Warwick, Ltd., is the new name of a 
commercial stationery firm formerly known as Murphy 
& Chapman, Ltd. The headquarters of the firm will 
remain at 569 Seymour Street, Vancouver, B. C. 

* * * 

Thirty-four employees of Barber-Ellis of Canada, 
Ltd., met recently at the John F. Ellis Memorial Hall 
in the Brantford, Ont., factory and inaugurated the 
Barber-Ellis Quarter Century Club. The 1,200 years of 
service represented revealed that the average service 
of the members was 32 years. Three members have 
a record of 42 years’ service each. 


* * * 





Hooker Stationery Company, Toronto, recently 
moved from 79 Adelaide Street West, to 27 Manning oo 
Arcade, 24 King Street West, Toronto. ates 

. " s 


3% co * 

Capt. Robert Morgan-Dean, who immediately prior r 
to his enlistment was a member of the sales staff of ae 
the Barber-Ellis of Vancouver, Ltd., was recently ~ 
killed in action in France. He was promoted to his Bon 
captaincy following the fighting at Caen, shortly be- 
fore his death. Capt. Morgan-Dean became associated 
with the Barber-Ellis firm at Vancouver in 1938. 


* * * 





William John Callow, partner in the firm of Callow 
Brothers, office stationers of Adelaide Street East, To- 
ronto, Ont., died recently in his sixty-seventh year. 
Born in England, Mr. Callow came to Canada as a 
child. 





* 


Malcolm D. Smith, 71, president of the Smith 
Brothers Loose Leaf, Ltd., Toronto, passed away re- 
cently in that city after a protracted illness. A native 
of Glasgow, Scotland, Mr. Smith came to Toronto in 
1882. Forty-three years ago, he and his brother, Wil- 
liam, founded the bookbinding business of which he 
was head. 
















* 





The famous paten- 








r 
il , wmpres yPER- ted “Carbon Grip- The annual meeting of the Hamilton Stationers As- 
sharp code © per” in every box sociation was held recently in Hamilton, Ont. The 
longe" rime. a Kote and of Codo Super- business meeting was conducted after the usual dinner. 
TREATED: sv guare Treated, Super Kote The report of the year’s activities revealed that 1944 
and Keen Rite. had been one of promise and that membership had 







been considerably enlarged. 

The following officers were elected: Chairman, W. 
Jewell, R. Duncan & Company, Ltd., Hamilton; record- 
ing secretary, Bertram Nichols, H. P. Nichols & Son, 
Hamilton: corresponding secretary, Ernest Mason, 
Cloke & Son, Hamilton; treasurer, Justin O’Dowd, J. 
O’Dowd & Company, Hamilton; directors, Fred Clarke, 
Cloke & Son, Hamilton; Lawrence Beattie, Bixby 
Beattie Company, St. Catharines; S. Wright, Office 
Outfitters Company, Ltd., St. Kitchener. 

Steven Luckett, of the Luckett Loose Leaf, Ltd., To- 
ronto, installed the officers. 











do- MFG. CORP. 


529 South Franklin St., 270 Lafayette St., 
ccpeeneene! tw A $35,000 fire recently gutted the premises of the 






Factory: Coraopolis, Pa. 





Bond Rule Company, which was located in a building 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 


FIBRE BOARD FILES 


PRONTO 
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INDYANA DESho... 


Have a Business Appointment 
with “Tomorrow 














W e believe the time will come when America will revise its concepts of the 
business office. Postwar will bring revolutionary changes in the industrial world 

. inevitably the change will influence the business office as well. When this 
new day arrives, Indiana Desk Co. will be prepared to meet this new respon- 
sibility. Our planning will culminate in the presentation of Indiana Desks . . more 
useful . . more practical and more attractive than ever before. When that 


“business appointment" with Tomorrow arrives, we'll be ready. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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INDIANA DESK CO. 


JASPER, INDIANA 
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Metal Tab Folders 
" 






File Guides with 
Amfile Tabs 


Leatherette Binder Covers 


o E 













with built-in metal fasteners. 





File Folders—All 
weights, cuts and 
sizes. 






















Binder indexes—A tab for 
every purpose. 


FILING NEEDS 


Everything to make filing fool- 
proof and finding easier. Guides, 
Folders, Cards, Binders and Tabs 
in a wide variety of sizes, styles 
and colors, to take care of any 
kind of business or profession. 
Priced right for profitable selling. 


Binder Indexes—Extra 
strong reinforced tabs. 


PROMPT DELIVERY 


75 years’ experience is behind the 
Amfile line of nationally adver- 
tised filing equipment and special- 
ties. 
Write for Catalog No. 444 illustrating, 


describing and pricing more than a 
thousand different items. 


— 





Card Guides—All styles and 
sizes. Celluloid, metal or 
plain tabs. 
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Transfer Cases—Medium or 
heavyweight construction. 
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MOTORS FINANCE Corp RATION 





P.O Box Gos 















FORT smith ARKANSAS 





Combination Statement & Reply Envelope 
used by: 


INSURANCE COMPANIES 
FINANCE COMPANIES 
PROFESSIONAL MEN 
LODGES & CLUBS 
NEWSPAPERS 


An excellent envelope for follow-up no- 
tices on account. Designed for use as a 
statement—with is own return envelope for 
prompt remittance. 


Newspapers & Magazines use it for sub- 
scription renewal reminders. 

Lodges & Clubs use it for collection of dues 
and accounts. 

Doctors & Dentists use it for monthly state- 
ments. 

Finance & Loan Companies use it to send 
notice of payments or follow-up on delin- 
quent accounts. 

Insurance Companies use it for premium 
due notices and for reminders of pay- 
ments due. 

Installment Companies use it for collections. 

Counties use it for Tax Statement forms. 


Mercantile Companies and All Business 
Firms use it as a reply Order Blank, espe- 
cially for remittance with order deals and 
to collect accounts. 


Reply-O Envelopes are also being widely 
used as Ticket Envelopes. Large outside flap 
can be used to good advantage to carry Ad- 
vertising Message. 


Available in White and Colored 
stocks. Write today for samples and 
full pricing information. 








Nhe Hestrits Line 


Norther States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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at 53 Richmond Street East, Toronto. The fire is said 
to have originated from a spark from an electric fan 
striking a vat of lacquer used in an electric lamp 
shade factory in the building. 

* * ” 


Flying Officer Maurice F. O’Neill, son of Frank M. 
O’Neill of the long-established firm of F. M. O’Neill 
& Company, Halifax, N. S., was killed recently in a 
plane crash in the Bahamas. He was only 23 years 
of age and had been associated with his father in the 
office stationery business before enlisting in the Royal 
Canadian Air Force. 

K * * 

Lt. Gordon J. Christie, a popular employee of Inter- 
national Business Machines Company, Toronto, prior 
to his enlistment, was recently killed in action at 
Calais, France. He was an only child of the late Rev. 
J. C. Christie and Mrs. Christie of Toronto. 

Born in Hastings, Nebr., he came to Canada at an 
early age with his parents. A graduate of St. Andrew’s 
College, Aurora, Ont., he was a prefect and a well- 
known all-around athlete there. He was also a mem- 
ber of the Bloor Street United Church, Toronto. 

He transferred from the Toronto Scottish regiment 
to the Armored Division (1st London Hussars of Lon- 
don, Ont.) to get into action faster. 

* * * 

L. Sergt. Philip A. Halls, vice-president of Fine 
Papers, Ltd., Toronto, immediately prior to his enlist- 
ment in the Victoria Rifles in 1940, was recently killed 
on active service in Italy. He had been wounded on 
New Year’s Eve last year and had been returned to 
the front. 

Born in Toronto, he attended Humberside Collegiate 
where he won many trophies for sports. He was a 
member of St. Jude’s Anglican Church. After going 
overseas with the first detachment of the Victoria 
Rifles he transferred to the 42nd Black Watch Regi- 
ment and then to the Royal Canadian Regiment. 

* * * 

Death recently claimed Melville Patrick Thomson, 
pioneer stationer of Vancouver, B. C. The deceased 
was born in Erin, Ont., 84 years ago and arrived in 
Vancouver on the first through train from the east 
part of Canada on May 23, 1887. 

With his brother the late James A. Thomson he 
founded a stationery business in Rat Portage, now 
Kenora, Ont., and as the Canadian Pacific Railway 
was built westward they established businesses in 
Medicine Hat and Calgary. 
ee 
NOMDA DISTRIBUTES OPA CEILING PRICE BUYING 

SCHEDULES TO DEALER-MEMBERS 


Mailed to members with the November 22 letter from 
the Washington headquarters of the National Office 
Machine Dealers Association was a specially-prepared 
typewriter ceiling price buying schedule, as compiled 
from OPA Revised Maximum Price Regulation No. 162. 

The project was approved by the Association’s Re- 
search, Education and Promotion Committee and 
printing costs were paid from their funds. A few extra 
copies have been made available to dealers whose 
loans to the committee made the publication possible; 
other members may obtain additional copies at one 
dollar each. At the request of the committee a copy 
is also being mailed to each of the 105 OPA district 
offices. 

Incorporated in the letter were several suggestions 
by Joe M. Hicks, NOMDA executive secretary, on the 
edvantageous use of the new schedule by dealers. 


Jace ta aang 
LEWIS CO. MOVES PURCHASING DEPARTMENT 
The purchasing department of The R. P. Lewis Com- 

pany, formerly located at the Detroit store, was moved 
to the Saginaw store at 128 North Washington Avenue 
on January 1. C. W. Leonard, Sr., is in charge of 
the department. The move was made in the interest 
of closer co-ordination between the company’s major 
warehouse and the buying division. 
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NOTHING COULD BE SIMPLER! 


> lamp ...NOR BE MORE CONVINCING ASSURANCE 
OF EFFICIENT, TROUBLE-FREE STAPLING! 


! 


N. 


MSPEED PRODUCTS COMPANY 


Y, 











What Does Mean to Me? 


The facilities of All-Steel-Equip have gone to war, but we hope soon to 





resume full-time peace production. A-S-E files are famous the country over for 





quality construction, for the most modern features! It's the line that has won 
popular preference! It’s the line you will want to carry because... 


er 





| ASE means MORE PROFIT 
After Victory, A-S-E files and other 


steel office equipment can again be one 
of your most popular lines. They will 
again create goodwill, stimulate sales 
and promote profits! 


AGE means BETTER QUALITY 


More than 30 years of engineering ex- 
perience behind A-S-E files . . . again 
your positive assurance of modern de- 
sign—the most efficient construction! 





I 


AGE MEANS FASTER TURNOVER 


There will again be a huge demand for 
A-S-E files. It will be a quick turnover 
line... it will be the “bread and but- 
ter” leader featured by dealers from 
coast to coast. 





AGE means FINEST FEATURES 


Glide-easy drawers, fine locking mech- 
anism, superior cabinet construction ... 
A-S-E will provide the most salable 
features in filing equipment! 








ALL-STEEL-EQUIP Company, Inc. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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ta Guulockes Victory Parade 


We are all looking forward with eager anticipation to the Victory 
Parade, when peace comes again. But after the parade, what? Will 
you be ready to meet the peacetime needs of your customers? Tie 
in with Gunlocke and you'll be able to go directly from the Victory 
Parade to the Profit Parade with Gunlocke chairs. 

Gunlocke’s postwar chairs are going to be something to see—and 
to sell! You will be just as enthusiastic about Gunlocke’s parade of 
chairs with their fiew design and new construction features—the 
kind that mean easy sales and steady profits. 

Don’t be an onlooker at this parade. There is a place for you in 
the line that’s forming. Take the first steps now to cash in on the 
profitable postwar market with Gunlocke chairs. 


.H. GUNLOCKE CHAIR CO. 


WAYLAND, N.Y. 
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C-THRU DISPLAYS 


Build Repeat Sales 





MASTER DEALER DISPLAY 


Dealer dis- 
plays featur- 
ing: 
Spee-Dotter 
Slide Rules 
Navigational 
Computing 
and 
Plotting 
Devices 





Protractors 
Triangles 


Rulers 








Prompt 
Delivery 


#1 Dealer Junior Display 19” x 13” 


Write for catalogue 








ae a . ith St ge osey e " —— 
ACTUAL DEALER COUNTER DISPLAY 


RULERS + TRIANGLES + NAVIGATIONAL INSTRUMENTS + STENCILS + PROTRACTORS - OTHER DEVICES 
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ADDRESSOGRAPH-MULTIGRAPH AD FOR POST- 
WAR SALESMEN GETS BIG SERVICE RESPONSE 
GI Joe, whether facing death daily on the battle- 

fields or serving safely behind the lines, is thinking 
of and planning now for his post-war job, J. E. 
Rogers, president of Addressograph-Multigraph Cor- 
poration, Cleveland, asserted on December 15, on the 
basis of several hundred replies he has received in 
response to a nation-wide series of advertisements 
the company ran in quest of salesmen for after the 
war. 

Although there has been much conjecturing as to 
GI Joe’s thoughts and feelings about post-war jobs, 
the letters servicemen have sent to Addressograph- 
Multigraph, one of the leading manufacturers of 
business-simplifying and duplicating equipment, pro- 
vide the first mass collection of the men’s own 
opinions. 

A flood of responses came from servicemen all over 
the United States, in Europe, the Pacific area and 
even Russia, in reply to the advertisements, which 
asserted the company was now accepting applications 
from men in the armed forces and from others for 
peacetime work selling Addressograph and Multigraph 
equipment. The ads stated that the company would 
need more than 200 post-war salesmen in addition to 
those now on leave in the armed services who will 
return when peace comes. 

All applications were acknowledged under the per- 
sonal supervision of J. B. Ward, vice-president in 
charge of domestic distribution, by personal letters 
from E. H. Denny, sales manager of the Addresso- 
graph division, and W. H. Wilson, sales manager of 
the Multigraph division. The applicants were told 
that the date of demobilization would not affect their 
chances with the company, provided they qualified in 
other respects, and that the tempo of the company’s 
re-entry in civilian markets would closely parallel the 
tempo of Army and Navy separation or discharge. 
Applicants were asked to contact the company imme- 
diately upon their return to civilian life. 


—__ 9-9 —_—____ 


GLOBE FURNITURE NEW Y AND E CHICAGO AGENT 

In recognition of the growing sales possibilities 
offered in Chicago, Harvey P. Rockwell, vice-president 
in charge of the wholesale division of Yawman and 
Erbe Manufacturing Company, has appointed Globe 
Furniture & Stationery Company, 168 West Monroe 
Street, as authorized agent for the Chicago territory. 
The company’s branch at 222 North Michigan Avenue 
will continue in operation, as it has for nearly 60 
years, but will co-operate with Globe in the distribu- 
tion of Y and E products. 

The Globe Furniture & Stationery Company, estab- 
lished in 1933 at the bottom of the depression, has 
made steady progress every year, and has formulated 
extensive post-war plans. Under the guidance of Paul 
Bolten, president, J. Alvin Johnson, vice-president, and 
James K. Martin, secretary-treasurer, the company 
has built up an aggressive sales organization and has 
continued to enlarge its volume of business. 

The Yawman and Erbe branch in Chicago is man- 
aged by Charles G. Stiles, associated with the or- 
ganization for 25 years. Mr. Stiles has served with 
both the Chicago and New York sales organizations, 


and at one time was district manager of one of the 


Y and E territories. 





ee DOC S T OR K 

Robin K. Waldvogel, son of Walter Waldvogel, sales 
representative of the National Blank Book Company, 
Chicago, was born on Friday, December 8, 1944. By 
way of celebration and announcement, Walter passed 
cigars to members of the Chicago Stationers Bowling 
League on Tuesday evening, December 12. 
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AUTOMATIC 
LOAD LEVER 
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For Temporary 
Fastening 









ENTIRELY 






SOLD THROUGH 
SELECT 
AL THORIZED 
DEALERS 


MARKWELL MFG. ix. 


200 HUDSON STREET, NEW YORK 
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WE MAKE A 
NEW YEAR'S RESOLUTION 


We have said this before but we want to tell you 
once again right now because of its extreme 
importance. 


The GUSSCO Line of filing supplies was, from its 
inception, a line particularly adapted to dealers’ 
requirements. It is sold only to dealers. 


The GUSSCO organization, from the top to the 
bottom, concentrates on fast, intelligent service 
to our dealers. 


These times have introduced factors which make 
it difficult to maintain this service. 


BUT 


we hereby resolve that during the coming year, 
insofar as it is humanly possible, we shall main- 
tain both the quality standards of our merchan- 
dise, and our dealer service. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 


=> 








TRANSFILE 
FIBRE BOARD FILE 
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Precise 
DEVELOPMENTS COMPANY 





$250.00 i $100.00 3 $50.00 
1st. WAR BOND n e WAR BOND rd. WAR BOND 
F. ARBUCKLE G. A. ERICSON ANTHONY P. HEIL 


Advertising Manager Wood Conversion Company Mabel ates 
ompany 
Schwabacher-Frey Company First National Bank Building 130 W. Belle Avenue 
736 South Broadway Whitefish Bay 
Los Angeles, California Milwaukee, Wisconsin 


The Other Winners: Each $25.00 WAR BONDS 


F. W. Meyer, Buyer for Austin Western Company, Aurora, Illinois 

H. Wilson, Purchasing Agent, Carolina Power & Light Co., Reilly, North Carolina 

Edwin H. Johnson, Manager, Purchasing Dept., Massachusetts Mutual Life Insurance Company, St. Paul, 
Minnesota 

E. S. Swanson, St. Paul, Minnesota 


St. Paul, Minnesota 





Precise Developments Company takes pleasure in announcing the 
names of the winners of our post war office appliances contest. We 
congratulate the winners and thank those who submitted entries and 
did not win a prize. All material will be returned promptly to the en- 
trants. Although we are still engaged 100% in war work which we 
must not impair, we want the trade to know that we are conscious 
of the new developments they expect for the post war market. Until 
then let us redouble our efforts toward victory by purchasing and 
holding war bonds. 


PRECISE DEVELOPMENTS COMPANY 


MANUFACTURERS OF PRECISE TRIMMING BOARDS AND CALCULATING MACHINES 
28 NORTH LOOMIS STREET DEPT. 30 CHICAGO 7, ILLINOIS 
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AMERICA’S LATEST 


OFFICE CHAIR CUSHIONS 
By Browstor 





The Above Cushion (As Illustrated) Is Made of 
Woven Waterproof Fibre Box Type—2 Inch Gusset- 
Cotton Filled, Beaded Edges. Made in 3 Sizes— 


Style KH. 
No. 7 KH (Executive) Size 17 x 18 
No. 5 KH (Side Chair) Size 15 x 16 $2.70 
No. 4 KH (Steno.) Size 14 x 15 LIST 








RUBBER FLOATING CUSHIONS 


A truly luxurious cushion with Latex Rubber inbedded 
in cotton Felt for Comfort and Coolness. Box Type— 
2 inch Gusset-Beaded Edges. Made in 3 Sizes— 


Style AC. 
No. 14 AC (Steno.) Size 14 x 15 $4.50 
LIST 
No. 17 AC (Executive) Size 17 x 18 
No. 15 AC (Side Chair) Size 15 x 16 $5.00 





SEND FOR DESCRIPTIVE CIRCULAR SHOWING 
ENTIRE BREWSTER LINE OF OFFICE CUSHIONS 


Brewster Manuracturine Co. 
1274 FLATBUSH AVE., BROOKLYN 26, N. Y. 


Pacific Coast Rep.: C. J. Schubert, 339 E. 3d St., Los Angeles 
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Victor Adding Shows Steps In 
Norden Bombsight Production 


UESDAY MORNING, December 12, a group of 

about 30 representatives of the daily and trade 
press assembled at the plant of the Victor Adding 
Machine Company, Chicago, in response to an invita- 
tion to view the processes of production and assembly 
of the famous, but little understood, Norden bomb- 
sight. Accompanied by about 20 Victor engineers, who 
explained and demonstrated the steps in manufac- 
ture, the newsmen toured the plant and were exposed 
to a barrage of technical information (simplified in 
terminology for their benefit but still beyond the com- 
prehension of most of them). 

Early in 1942, the Victor organization was given a 
prime contract to suppiy the Army Air Forces with 
the Norden bombsight for high-altitude precision 
bombing. Company engineers were supplied with two 
sample bombsights and instructed to build the instru- 
ment in constantly accelerated volume. To begin with, 
it was necessary to prepare drawings for several thou- 
sand parts, most of which had to be held to precision 
limits far in excess of anything ordinarily attempted 
in commercial manufacturing practice. 

In order to build the bombsights in the quantities 
required by the Army, it was necessary to quadruple 
floor space. Hundreds of thousands of dollars worth 
of the most modern, high-precision machinery had to 
be installed. Since dust and dirt are enemies of high 
precision workmanship, steps had to be taken to clean 
and condition the air. Personnel had to be more than 
doubled. In some departments employees use tweezers 
to set small parts in position and wear white kid 
gloves to prevent any possible deposit of body acids 
on the precision pieces. 

Despite the fact that some parts in the Norden 
bombsight exceed the close limits ordinarily asso- 
ciated with the finest watch by 40 times, Victor is 
producing these instruments today on a progressive 
assembly basis with all parts interchangeable from 
bombsight to bombsight. Incidentally, many of the 
craftsmen were watchmakers in pre-war civilian life. 

The principles that make the bombsight effective 
are well known. Certainly the enemy is aware of them, 
for some of these units have been taken in battle by 
the Axis, and they have very competent engineers. 
However, the secret of the bombsight lies less in its 
design than in the incredible accuracy of its com- 
ponent parts and the skill of the master craftsmen 
responsible for its manufacture. It would take years 
for our enemies to design and construct the necessary 
machinery, produce the sight, and special bombers to 
carry it. 

The production inspection and testing of the Norden 
bombsight in the Victor plant is a joint responsibility 
of the company and the staff of the Air Service Tech- 
nical Command. Nothing is left to chance anywhere 
along the course of production to assure 100 per cent 
efficiency in each sight packed for shipment. 

Almost as interesting as the production of the bomb- 
sight itself are the types of master tools and gauges 
used to build it. Many of the gauges must be accurate 
within 20/millionths of an inch. In other instances, 
instruments for checking have been designed to elim- 
inate the possibility of human error. There are in- 
struments such as the Shadowgraph which magnifies 
an image 100 times. It will actually measure the 
length of the feather which appears in the hair of 
the woman whose image appears on some of our 
coins. 

The company maintains a bombsight service section, 
a group whose operation spreads throughout the 
United States and to various war theaters. These 
technical representatives service bombsights and 
train Army personnel in maintenance and service 
work. The men undergo intensive training at the fac- 
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There is an BCME VISIBLE 
RECORD SYSTEM ia every 


record requirement... 


andl every one 


asareal TIME-SAVER... 





WALL 


Pictured above are but a few of the many types of Acme Systems equipment which have proven real time-savers to Government and Industry 


Acme Visible Equipment is 
applicable to every kind of 
record and, when applied, 
multiplies the value of the 
record and, in addition, 
effects a substantial saving 
in Clerical time. 

Key men in government and 
industry require dependable 
facts, swiftly —accurately— 
and economically— because 
the advantageous use of all of 
our vital assets and the con- 
servation of materials and 
effort are definitely dependent 


on proper records for co-ordi- 
nation and control. 


1 Acme VERI-VISIBLE equipment pro- 
vides visualized control and speed— 
for machine posted—or hand posted 
records. Request booklet No. 519. 


2 VISION cabinets, with protected 
record pockets, provide many ingenious 
arrangements—for multiplying the 


value of your records. Request booklet 
“VISION”, No. 387. 


3 Acme PRODUCTION CONTROL 
BOARDS with Flexoline strips, give 
you the essential facts, at-a-glance, 
so necessary for proper control. Book- 
let No. 417 contains helpful information 
oneffectiveProductionControlSystems. 





4 ACME VISIBLE CARD BOOKS— 
Compact—Portable—Light Weight— 
Inexpensive. Won’t scratch or mar 
desks. Ideal for the many important 
small records in your office. Ask for 
illustrated price list. 


5 FLEXOLINE visible listing equipment 
—strips in panels—for every kind of 
index or reference record. Easy to keep 
up-to-date. For lists of a few hundred 
or many thousands. Ask for a Flexoline 
catalog. 


6 Acme SUPER-VISIBLE, a visible 
card system with vertically filed panels 
—low in cost—high in efficiency and 
capacity. We will gladly submit rec- 
ommendations. 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE e CHICAGO 3, ILLINOIS 
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FOUNT-O-INK 


INSTANT ACTION 





For dealers’ profits, prestige and progress, 
the famous Fount-O-Ink Instant Action 
Writing Sets are available. They open 
your doors to new business and build up 


volume through customer satisfaction. 


A 


Fount-O-Ink is a full line. Utility models 
for large installations. Executive models, 
gift models, double and single sets with 
style and beauty. Writing Sets that par- 


ticular people are proud to own. 
peop 


Fount-O-Ink is nationally advertised — 
Prepare for the volume demand. Send for 


our latest catalogue today. 


GREGORY 





FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 


LOS ANGELES 41, CALIFORNIA 
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fully engaged in war work now, looks forward 





to the day when Columbia products will again 
serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 PENNSYLVANIA 
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BUY WAR BONDS FOR VICTORY 


NEW INDIANA 
Office Chairs 


will present new values 


VICTORY will release the many excellent 
materials formerly available, and new 
things will come on the market affording 
quieter, smoother operation, lighter weight, 
greater strength and comfort — pleasing, 
harmonious designs. When military suc- 
cess permits, there will be interesting news 
for New Indiana Chair Co. dealers. 

So let us press on with the task of busi- 
ness in the war effort, so nobly begun 
and so resolutely maintained by Ameri- 
can citizens. 


NEW YEAR GREETINGS 


New Indiana 
Chair Company 


JASPER, INDIANA 
NS, | MITRE NEES 








tory, and at Army air bases, until they are thoroughly 
proficient in all phases of the bombsight. 

Following the tour of the plant, the inspection 
group was taken to the Edgewater Beach Hotel for 
luncheon. Among the special guests was Col. N. S. 
Talbot of the Air Technical Service Command. With 
him at the speakers table were the following Victor 
executives: A. C. Buehler, chairman of the board and 
executive vice-president; R. O. Buehler, president; 
M. S. Bandoli, vice-president, and J. W. Schippman, 
director. 

ee 
CHANGES IN CARTER SALES FORCE 


Alvah G. Auchu, dean of the Carter’s Ink Company 
sales force, is retiring after having served the com- 
pany 52 years. 

Starting in 1892 as a salesman in Maine, Mr. Auchu 
has sold Carter products in many different parts of 
the country. He was manager of the Chicago office 
until 1910, when he became manager of the New York 
Office, a position he has held ever since. 

Jerome J. Savage will become manager of the New 
York branch on January 1, 1945. He has been a Car- 
ter salesman in New York, Washington, Baltimore 
and Philadelphia for 20 years, and so begins in his 
new position with a fine background of experience. 

Chris J. Tomford of the New York office will take 
over Mr. Savage’s duties in Washington, Baltimore 
and Philadelphia. 


Se 
WILLIAMSON JOINS KRUMWIEDE ORGANIZATION 


Edward J. Williamson has joined the sales staff of 
Elmer Krumwiede and Associates, 320 South Jefferson 
Street, Chicago, according to a recent announcement 
by Mr. Krumwiede, head of the firm. 

Mr. Williamson will assist in expanding the Krum- 
wiede organization and will travel in several mid- 





E. J. WILLIAMSON 


western states. Educated at Concordia Teachers Col- 
lege, he has had a varied career in banking, building 
and building promotion in the Chicago metropolitan 
area. He has already made a number of road trips, 
and is making a detailed study of merchandising prac- 
tices and routines in the stationery industry. 

The Krumwiede organization now represents the 
G. J. Aigner Company and Service Industries, both of 
Chicago, in addition to operating the Stationers Clear- 
ing House warehouse at the home office address. 

a 
NOMDA COMMITTEE NOW UNDER NEW CHAIRMAN 

John Dannenfelser, Jr., Petery-Hedden Company, 
New Albany, Ind., has been named the new chairman 
of the Post-War Planning Committee of the National 
Office Machine Dealers Association. He succeeds Gene 
Taylor, Pantagraph Printing & Stationery Company, 
Bloomington, Ill., who relinquished the post to become 
the Association’s new president, following the recent 
resignation of Jack Macon. 

1945 
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Che Best, of Course, 
Bears the Name BROWNE-MORSE 
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A, television screen; B, pencils, erasers, phone; C, fluorescent light, curved plastic reflector; 
D, conveyor to waste basket; E, dictaphone; F, private refrigerator; G, revolving, rejecting, 
relaxing and elevating chair; H, safe. 


THIS TOO? 


Maybe, someday . . . though chances are that this figment 
of imagination will never materialize. But, when Browne- 
Morse dealers need advanced designs to meet the demands 
of modern business, you may be sure Browne-Morse will 
supply them. Browne-Morse means ‘Leadership’... 
forged from 37 years’ quality experience and whetted by 
modern management, up-to-date manufacturing methods, 
and the war urgent pressure of unprecedented produc- 
tion volume. 


MORSE 











MUSKEGON, MICHIGAN 


SPECIALISTS IN QUALITY METAL OFFICE EQUIPMENT AND FURNITURE 


J. A. Kempton, Treasurer of Richmond Office Supply Co., Inc., Richmond, Virginia, 
writes: ‘‘Quality merchandise at competitive prices, plus real factory cooperation, 
make the Browne-Morse line one of the most profitable for a dealer to carry.”’ 






































The engineering skill, the proven durability, the ingenuity of design, the perfection 
in posture .. . these attributes that make CRAMER CHAIRS synonymous with 
seating comfort in offices the nation over, are equally appreciated by the men 
who fly America’s mightiest bombers. Building seats for the Boeing B-17s was 
our first assignment, then came the battle wagons of the air . . . the unbelievable 
in bombers . . . the Boeing B-29 superfortresses. Here again the specifications 
read:—“Seats by Cramer”, and today they are helping take fatigue out of sky 
fighting all over the world. Tomorrow, the same patented comfort features, in 
last word designs, will help take fatigue out of global work instead of global war. 


Some excellent dealer territories are still open, and complete literature illustrating all models 
will be mailed immediatey upon request. 





























CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECKETARIAL, GENERAL OFFICE & FACTORY 
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1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 


CHAIRS 


January, 1945 
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FULLY AUTOMATIC CALCULATOR 


in Combat 
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WANTED BY THE ARMED FORCES... 
a convertible calculator, with full auto- 
matic features. Should electricity fail or 
not be available the FRIDEN convertible 
mechanism permits hand crank oper- 
ation, without loss of the full automatic 
operating features. Truly a “Combat” 
calculator...ready for action in a foxhole, 
tank, command car, or in a headquarters 
office. Fridén also provides BUSINESS 
with accurate figures, combating the 
shortage of competent help. Telephone 


or write your local Fridén Representa- 

Fridén Mechanical and Instructional Service is avail- 
; able in approximately 250 Company Controlled Sales 
ability of these calculators. Agencies throughout the United States and Canada. 


tive for complete information and avail- 








HOME OFFICE AND PLANT +SAN LEANDRO, CALIFORNIA, U.S.A.«SALES AND SERVICE THROUGHOUT THE WORLD 
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ARE YOUR PROFITS 


@ .--The new 
methods and equip- 
ment we are now using for pro- 
ducing war materiel will reflect an 
improvement on our post war pro- 
duction ... Our knowledge and skill of 
building a quality product is proven 
by the years of service thousands of 
Meilink safes are giving their owners 
all over the world... New sales helps 
for you and your salesmen are being 
designed.:..Every step is being taken 
to make Meilink safes a better safe 
to sell and an easier sale to make. 
@ Safe production 
is still restricted— 
but we will be 
ready on “V” day 
to deliver a better 
Meilink safe, with 


a profitable dealer 
proposition. 


ERCULE 


MEILINK STEEL SAFE Cm 


CHICAGO TOLEDO, OHIO NEW YORK 
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NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





A case involving disappearance of an almost new 
typewriter from the offices of a Canadian naval sta- 
tion at Halifax, N. S., occupied special attention re- 
cently in the Halifax district court. Harry Lloyd, 
a sailor, was charged with theft of the typewriter. 
It was disclosed in court that a local shoe dealer had 
bought a typewriter from Lloyd for $85. The footwear 
man sent the machine to Seaman-Cross, office appli- 
ance dealers and servicers, for some adjustments. 
While it was there, a naval office appliance mechanic 
saw it and recognized it as the missing machine. 
L. N. Seaman of Seaman-Cross notified the merchant 
and the latter contacted Lloyd, who refunded the $85. 
Lloyd was arrested and in his defense claimed he 
found the typewriter in some junk adjacent to the 
naval station. His claim was corroborated by another 
sailor. They contended they did not report the find- 
ing because of fear of being disciplined by the naval 
station officers for being off station property. The 
magistrate, in his judgment, said he was suspicious of 
the story, but decided to give the accused the benefit 
of the doubt and dismissed the charge. Mr. Seaman 
was a witness at the hearing. 

oe oe * 


Charges made by Mayor J. E. Lloyd of Halifax, N. S., 
that members of the city council have benefited per- 
sonally through the purchase of office appliances for 
city offices and departments, have brought a demand 
for an official investigation. Making the demand is 
A. M. Butler, a former city finance commissioner, and 
through whom the machines were purchased for the 
city. Lloyd and Butler, both public accountants and 
auditors, are participants in a political feud. 


* * * 


Distributors and dealers in office appliances through 
the Atlantic provinces, are continuing a drive to re- 
cruit help from among boys under 16, who are not 
subject to the national selective service regulations. 
The boys are being used as repair apprentices, and for 
cleaning, errands and general work. 

9 

NEW BAKER STORE OPENS. IN BRATTLEBORO 

December 1 saw the formal opening of Baker’s office 
supply, typewriter and office machine repair, and 
music store in the site formerly occupied by the News 
Shop in Brattleboro, Vt. 

Manager of the office supply division of the new 
store is Lt. Comdr. W. Peirce Brown. About half the 
total space will be devoted to the display of office 
furniture, equipment, safes, business machines and 
office supplies. Baker’s, with an exclusive county agency 
on L. C. Smith and Corona typewriters and adding ma- 
chines, and Victor adding machines, will be repre- 
sented by a salesman in local and surrounding ter- 
ritory. A complete typewriter repair shop in the base- 
ment of the store will be in charge of Clayton Foster, 


| who formerly operated a similar shop in Troy, N. Y. 


The store’s music division, operated by Winchester 
Warnock, will stock a complete line of classical and 
popular records, radio-phonographs, pianos, sheet 
music and music supplies, subject to wartime restric- 
tions on quantities. 

e ine Rinlncitine 
PAUL CARLSON BREAKS BACK 

Early in December Paul Carlson, vice-president, 
Carlson Brothers, Moline, Il., fell while out on the 
firm’s loading platform and broke his back. He was 
taken to the Lutheran Hospital in Moline and at the 
time of going to press was reported as doing well. Due 
to the nature of the break it was necessary to put his 
back in a cast. 

Because of employee shortage Mr. Carlson was try- 
ing to help out in the shipping department when the 
accident happened. 
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REG. U.S. PAT. OFF. 


AIR MAIL* LIGHT WEIGHT* STATIONERY 


People have tried to snipe at our registered trade mark SKY-RITE. 

All they can ever hope to get is a ‘Dead Duck." 

That is not facetious—it's a sales’ proven fact. 

SKY-RITE, the Product of Pioneers in LIGHT WEIGHT STATIONERY has the demand! People ask 
for it by name! 


SKY-RITE is Nationally Advertised in 30 Million Advertisements a Month. 


AGENCY PAPER COMPANY, 74 Varick St., New York 13, New York 
Factories, New York and Chicago Distributors Coast to Coast 
Also makers of SKY-LANE Stationery, Reg. U. S. Pat. Off, 








Mechanical “Efficiency Expert” To Keep Better Business Records 


Efficient records mean a smoother flow of work 
throughout your organization. And that’s what Uarco 
Autographic Registers bring to business . . . bring 
convenience, accuracy and speed to the tedious job 
of keeping business records. 

There are no time-wasting getting-ready-to-write 
operations with a Uarco Autographic Register on 
hand. Carbon paper and forms sufficient for a full 
day’s use, or more, are loaded in the Register... 
then you're all set for fast, easy writing. And at a 
single writing, as many as six copies can be produced. 

Uarco Autographic Registers put an end to guess- 
work, lessen the possibility of errors. The firm writ- 


FORMS 


ing base... the ever-fresh roll of carbon paper give 
assurance of clear, concise records. Some models of 
Uarco Registers—the one illustrated above, for in- 
stance — automatically file a duplicate of every record 
written... eliminating lost tickets, forgotten charges 
and like errors. 

Uarco Autographic Registers are now being used 
successfully in every branch of business... wherever 
records are kept. There is a Uarco Register for your 
record-keeping need. For the complete story call a 
Uarco representative today ... or write. 


REGISTER COMPANY 
Offices in All Principal Cities 


UNITED AUTOGRAPHIC 
Chicago, Cleveland,Oakland e 


CONTINUOUS-STRIP FORMS FOR 
HANDWRITTEN + TYPEWRITTEN * BUSINESS MACHINE RECORDS 


BETTER BUSINESS RECORDS 


SDAP: 


MMR EBs y DA es ae 
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Final victory is the sum of a thousand daily 





A RC Cblken. 


BUSINESS — } 
MACHINES 
> an. 


triumphs. Facing cataracts of destruction, 
a fighter masters fear. . . defying crippling 
shortages, a worker builds freedom’s arms 
... banishing heartache, a wife writes cheer- 
fully of home. Valiant heroes and humble 
citizens alike shall share the laurels of final 
victory, for each in his own capacity con- 


tributes to the indomitable spirit of America. 


R.C.Allen Business Machines 


ALLEN CALCULATDORSG, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


& 
Makers of World Renowned Business Machines 


When final victory releases capacities now devoted fo war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 


and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated. 
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TO THREE 
JASPER DESK VETERANS 




















The old saying ''a chain is as strong as its 
weakest link" applies so well to the Jasper 
Desk Company organization. Our success, 
our progress over a period of many years 
is due in no small way to the many loyal 
workmen who help to turn out Jasper Desks. 
Each and every one of these men perform 
essential tasks . . . each individual is an im- 
portant link in our production chain and it 
is the combined team-work that makes Jas- 
per Desks "tops" in the office desk field. 
We salute men like Streicher, Burke, Lam- 


pert, and all the others who take such great 





pride in their handicraft. 


1. Ernest Burke 37 years—Cabinet Maker 
2. August Lampert 32 years—Mill Wright 
3. Anthony Streicher 38 years—Stock Clerk 




















JASPER, INDIANA 








MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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DEALERS 
One Source of Supply Under One 
Brand Name For All Your Duplicat- 


ing Supplies, Typewriter Carbons 
and Inked Ribbons. 











COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


“So DE Right urth Copy brite” 
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PACSED AWAY 


MRS. CHARLES P. GARVIN 

A telegram dated December 20 told of the passing 
that morning of Mrs. Charles P. Garvin, wife of the 
general manager of the National Stationers Associa- 
tion. The news was a great shock to us as it will be 
to the many in this industry who had the privilege of 
knowing her. 

Born Freda Koerner in San Antonio, Tex., and living 
there until her marriage about 30 years ago, Mrs. 
Garvin came of pioneer stock and inherited many of 
the sterling characteristics of her forebears. Her father 
was probably as familiar with early Texas history as 
any one, for he had a part in it. 

Mrs. Garvin knew she had been called and faced the 
fact with fine courage for several months until death 
came. 

(APPRECIATION.—The only grief Freda Garvin 
ever caused anyone was the occasion of her death. 
She was of a reserved temperament and only those 
who knew her well were able to set a just value on the 
richness of her character. Always giving of herself, 
she shared her husband’s joys and sorrows, adding to 
his happiness and mitigating his troubles. She will 
ever be a bright memory to all who were her friends. 
Joy may elevate, ambition glorify, but sorrow alone 
can consecrate the memory of a friend in the treasure 
house of the mind and heart. CHE) 


t } + 


HARRY D. SNYDER 

Harry D. Snyder, associated with Speed Products 
Company, Long Island City, N. Y., since June, 1936, 
died November 27, following a stroke suffered the pre- 
ceding day. He had been in failing health for the 
past six months. 

Manager of Speed’s filing supply division and in 
the development and sales promotion of Speed prod- 
ucts, Mr. Snyder had been active in the stationery and 
office supply field for more than 40 years. He began 
his career as advertising manager for the W. H. Hos- 
kins Company, Philadelphia, and after several years 
with that firm took a similar position with the William 
Mann Company of the same city. His next connec- 
tion was with Acco Products, Inc., as Philadelphia 
manager. Later he was called to the company’s home 
office in Long Island City, where he was placed in 
charge of Acco’s executive departments by President 
Fred J. Kline. He continued as treasurer and general 
manager after the latter’s death until forced to retire 
in 1934 because of ill health. After a two-year rest 
he joined the Speed Products organization, completing 
a number of inventions which were assigned to the 
company. As a result of his efforts the Speed Products 
Company has rounded out its filing supply department 
with a complete line of pressboard folders, indexes, 
index tabs and other popular filing items. 

Surviving are his widow, Lillian P. Snyder, and two 
daughters, Muriel S. Ayres and Kathryn S. Cole. 


Tr + & 


W. A. VAWTER 
Walter A. (Doc) Vawter, for 22 years manager of 





| the stationery department of the Palace Office Supply 
| Company, Tulsa, Okla., died on December 7 as the 
| result of injuries suffered when he was struck by a 


taxicab on December 2. He would have been 59 years 
old on December 24. 

Mr. Vawter had been connected with the stationery 
business since 1904, when he became the first employee 


| of James Constantine of Palace Office Supply at Tulsa. 


Later he entered the stationery business for himself, 


| operating his own firm for about ten years. He subse- 


quently disposed of his store and returned to the 


| firm where he started his stationery career. 


Affectionately known by his nickname to travelers 
and customers alike, “Doc” Vawter will be sadly missed 
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YOUR CUSTOMERS WILL 
APPRECIATE AL} THESE 


ADVANTAGES OF AN 


PENCIL WITH THE FAMOUS 
GRIP-TITE Tipr 


1, Leads Can’t Wobble or Fall Out! Customers can use leads down 
to the last “eth inch, for the Grip-Tite Tip holds the lead 
absolutely firm—no turning. The ideal pencil for trouble-free 


writing. 


2. Beauty at Moderate Cost! Autopoint Pencils are modern in 
design—perfectly balanced for writing ease. Furnished in a 


wide price range—even the finest is very moderately priced. 


3. Easy to Replace Lead! Because the lead is forced through 
the jaws of the Grip-Tite Tip, Autopoint Pencils are breech- 
loaders. The plunger feeds the lead as needed. The reloading 


operation takes only a few seconds. 


If You Can’t Get All the Autopoint Pencils You Can Sell—remember 
the war effort comes first. We are still busy on war work. 
Our national advertising, going to millions of readers, is 
keeping them reminded of Autopoint Pencil advantages. 
When victory is won there will again be plenty of Autopoints 


and there’ll be plenty of customers waiting for them. 


BUY MORE 


THE BBETTER PENCIL a 


REG. TRADE MARK 


AUTOPOINT COMPANY °« 1801 FOSTER AVENUE, CHICAGO 40, ILLINOIS 
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PRIDE OF THE FUTURE! 


Again we reach another milepost in time. Yes . . . years will come 
and go . . . what human events will transpire, we cannot predict, 
but we are confident of one thing . . . the proven adaptability of 
WOOD to office desks will lose none of its present appeal as the years 
roll on. Wood desks carry the years gracefully . . . it is no wonder 
then that business men are attracted to the material that nature has 
endowed with such outstanding qualities. 


Many phases of business life may change in the future but the in- 
separable combination of Imperial Desks and WOOD will continue 
to bring profit and pride to Imperial dealers throughout the years. 
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EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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by hundreds of his friends and admirers in the Tulsa 


area. 
" t + 
WILLIAM ALLEN DYER 


Those familiar with the history of typewriter man- 
ufacture in the early 1900’s will regret to learn of the 
recent passing of William Allen Dyer of Syracuse, N. Y. 

Back in 1905 Mr. Dyer was elected secretary of the 
Smith-Premier Typewriter Company. Shortly after he 
was also made treasurer. When Smith-Premier was 
taken over by the Union Typewriter Company, at that 
time a holding corporation including the manufac- 
turers of such well-known machines as Remington, 
Monarch, and others, Mr. Dyer was elected vice-presi- 
dent of the Union enterprise. 

In 1912 Mr. Dyer left the industry to return to the 
mercantile business, purchasing an interest in the 
well-known retail department store of Bacon and 
Chappel, Syracuse. 

During his connection with the typewriter industry 
Mr. Dyer earned the respect and loyal devotion of the 
Smith-Premier organization. He was presented with 
a beautiful silver loving cup by the branch managers 
and sub-managers of the organization when he 
severed connections. For many years he was prom- 
inent in civic affairs and active in the Syracuse 
Chamber of Commerce. In the typewriter field he will 
be remembered for his consistent support of the con- 
tests for “Speed with Accuracy” which were sponsored 
for many years by OFFICE APPLIANCES,: and through 
which the standards of typewriting were definitely 
elevated. His passing removes another prominent 
figure connected with the early days of promoting 
public acceptance of the value of machine writing. 


2} 
WRIGHT C. SAMPSON, SR. 


Wright C. Sampson, Sr., associated with his son, 
James G. Sampson in the Ziegler & Sampson Station- 
ery Company, 2 East Pearl Street, Cincinnati, died on 
December 8 at Holmes Hospital in that city. He was 
72 years old. 

A native of Cincinnati, he was educated at Amherst 
College, where he graduated in 1895 as a classmate of 
the late President Coolidge and Ambassador Dwight 
Morrow. 

For more than 30 years he was a partner and half 
owner of the W. B. Carpenter Company, former Cin- 
cinnati stationers and office outfitters. After a retire- 
ment of about ten years he joined his son in the 
Ziegler & Sampson organization. 

The deceased, who spent most of his active business 
life in the stationery field, is mourned by the host of 
friends he had formed among his customers and 
among the leading manufacturers and their repre- 
sentatives. 

Surviving are three sons, James G. Sampson, of 
Ziegler & Sampson, Cincinnati; Wright C. Sampson, 
Jr., Cincinnati, underwriter with Northwestern Mutual 
Life Insurance Company; and William E. Sampson, 
owner of the Business Equipment Company, Ft. Laud- 
erdale, Fla. Predeceasing him were his wife, who died 
in 1932; and two brothers, Prof. Martin W. Sampson, 
head of Cornell University’s department of English 
and William Sampson, formerly connected with the 
New Jersey health department. 


+ - | 
SAMUEL A. HINGSTON 

Samuel Anderson Hingston, 55, treasurer of the 
Rochester Ribbon and Carbon Company, 30 Beekman 
Street, New York City, died in a New York hospital 
December 1 after a brief illness. His residence was in 
Maplewood, N. J. 

A native of New York City, Mr. Hingston had been 
associated with the ribbon and carbon firm for 38 years, 
the last 20 as treasurer. His father, the late Samuel 
Hingston, had been manager of the firm. During the 
last war he served as an Army first lieutenant in the 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS avo FANCIES 


By McGillicudy 


Hitler and Hirohito are starting this New Year 
with headaches that won’‘t get any better. 
Allied armies are seeing to it that their hang- 
over will have the emphasis on the “hang.” 


No time was wasted at Quality Park in welcom- 
ing the New Year—we just kept on working—and 
in case | haven't mentioned it before, we spend 
most of our time here making Quality Envelopes... 
such as Leatheroid, Champion Clasp, Blue Line Air 
Mail, Air Way Express, Banker's Flap, and others 
(take a look in the catalog). 


In case your Quality Park catalog is getting a 
bit dog-eared—don’‘t ask us for another one 
right now. We're down at the bottom of the 
barrel but expect to have a new catalog shortly 
—so please be patient. 


The beginning of a new year means file transfer 
time for most offices. You can save time for your 
customers by calling their attention to Leatheroid 
Vertical File Pockets—the ideal container for bulky 
correspondence. There's a good assortment of sizes 
with either paper or cloth gussets—and some with 
guide height backs. If you carry a good stock you 
can startle customers these days by saying, "Yes, 
we have just what you want!”’ Of course, Leather- 
oid Vertical File Pockets, like all Quality Park 
products, are sold through dealers only. 


You know those bomb-body shipping bands 
that girdle the bombs and aren’t removed until 
the missiles are loaded in the planes? Well, 
these shipping bands are now made of paper 
and as a result 4,000 tons of steel are saved 
each month. Just another example of how 
paper has gone to war — and another reason 
why it’s still important to conserve paper. 


I saved this for the last paragraph—all of us here 
at Quality Park join in sending to you best wishes 
for a happy, healthful, New Year of progress... 
and in wishing with you for Victory in 1945 for 
our fighting forces on all fronts. 


x Buy War Goude 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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It’s Still 


WARTIME — 


* No, you can't have all the ACCO Steel 


Fasteners you want yet, because steel is 
still at war. But we think it is time now to 
start planning for postwar business, even 


though that may be months ahead. 


We think you ought to plan now to tie up 
with the best sources of supply—the finest 
products— the most progressive companies 

the lines that will be modern and that 
will tend to develop your business in other 
lines—the items that will be in demand 
because they have built a reputation, back 


you up with it and are needed in business. 


In its own field that means ACCO Products. 
In quality, in reputation, in dealer policy, 
in sales ACCO has always been a leader. 
We expect to maintain that leadership. 
Therefore we believe it will pay you to 
place ACCO well up front in your plans 


for the good business ahead. 


as «4 © 


PRODUCTS, INC. 


39th Ave. and 24th St. 
Long Island City, N. Y. 
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New York port of embarkation. 

Surviving are his wife, Mrs. Mary Dorothy Ehrhardt 
Hingston; a son, Pfc. William Lee Hingston; two 
daughters, Mrs. Robert Schaefer and Miss Patricia 
Anne Hingston, and his mother, Mrs. Ida Hingston. 


—BJ. 
Tr t + 
LESLIE A. PLATZ 


Leslie A. Platz, manager of the Kansas City district 
of L. C. Smith & Corona Typewriters, Inc., died Friday, 
December 1, at the Osteopathic Hospital in Kansas 
City, Mo. He was 47 years old. 

Mr. Platz had been with the Smith-Corona organ- 
ization since 1930, becoming manager of the Kansas 
City district in 1934. He was a member of the Moolah 
Shrine of St. Louis, a past director of the Kansas City 
Co-operative Club, and a member of the Hub Club, 
the Chamber of Commerce and the Sixth Church of 
Christ, Scientist. 

Surviving are his wife, Marie A. Platz; a son, Leslie 
A. Platz, Jr., at home; his mother, Lucy Ann Platz, 
and a brother, Clarence A. Platz, St. Louis. 


+ ls of 
DR. L. W. MECKSTROTH 

Dr. Louis W. Meckstroth, Chicago, died December 12 
in the home of his daughter, Mrs. Helene Peterson, 
Chicago, at the age of 75. His widow, Winnifred, also 
survives. Dr. Meckstroth, a graduate of the University 
of Minnesota School of Medicine retired from active 
practice as a doctor 30 years ago. For some time he 
served as president of the Woodstock Typewriter Com- 
pany several years ago. 


T PT © 


JOSEPH PINKNEY GWYN, JR. 

Joseph Pinkney Gwyn, Jr., 47, sales manager in 
Birmingham, Ala., for the typewriter division of Rem- 
ington Rand, Inc., died November 18 in a Birmingham 
hospital. 

Born in Yanceyville, N. C., Mr. Gwyn went to Bir- 
mingham in 1932. He had been with Remington Rand 
for 16 years—GHW 

sicily 
SPEED PRODUCTS LAUNCHES NEW AD CAMPAIGN 

Speed Products Company, Long Island City, N. Y., 
launched an extensive consumer advertising cam- 
paign in the January, 1945, issues of Nation’s Business, 
Liberty, Rotarian and Kiwanis. Simultaneously, Speed 
advertising was directed at purchasing managers, 
buyers of office supplies and other interested execu- 
tives through the pages of Modern Industry, Purchas- 
ing and The Office. 

The combined campaign will have a primary con- 
sumer circulation totaling 2,120,000. The company re- 
gard this as a start in the development of their pro- 
motional plans, and will expand their advertising and 
other sales promotional programs as production con- 
ditions warrant. For the immediate future, their ad- 
vertising will be designed to acquaint people with 
Speed Products, and to cultivate an expansive post- 
war market for Speed dealers. 

The new campaign follows a two-month series of 
ads directed to teachers and students, which appeared 
in the newspapers published by 31 leading colleges 
throughout the country. 


BIRMINGHAM FIRMS SUFFER LOSSES IN FIRE 

The Reprint Shop and the James A. Head Company, 
both office supply concerns, suffered considerable dam- 
age in a $150,000 fire in Birmingham, Ala., on Novem- 
ber 29. Most of the damage was to a coffee company 
and an electric supply house in the same block. The 
Reprint Shop was damaged to the extent of about 
$5,000 and the Head Company had unestimated dam- 
age in a basement storage department—GHW 
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WEAREVER AIMS 


its post-war program 











As America’s largest fountain pen 
manufacturer, we are dedicating our 
resources to the development, for 
post-war, of precision-built fountain 
pens and mechanical pencils sup- 
ported by distinguished national 
advertising. Wait for Wearever. 
David Kahn, Inc., North Bergen, 


New Jersey. 
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WEAREVER 


FOUNTAIN PENS * MECHANICAL PENCILS + REFILL LEADS 
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When the problem changes from making to selling, 






more than ever your best recommendation will be 


The Right Chair at the Right Price’ 





TRUE, the time seems long — there's a tough fight 
still ahead — more young men needed for military 
service — many materials still required for the fight- 


ing forces. But changes are taking place and though 





now imperceptible, they may soon have their effect. No. 200 


It is not too soon to prepare for new problems and 


new opportunities. 


Though JASPER CHAIR 
CO. are now restricting the 
line to the simple wartime 
numbers illustrated here 
and must fill and ship or- 
ders according to priority, 
we are planning and pre- 
paring for the changeover 
time with its better service. 
wider variety of styles and 
materials, new designs, true 


comfort and comeliness. 


Better office chairs, close 
application to users’ needs, 
more effective cooperation 
with the office equipment 
dealer—will distinguish 
“The Right Chair at the 
Right Price.” 


JASPER CHAIR CQ. 


JASPER IN DIANA 














REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) 
i ; 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 
Geo. A. Litchfield, Sales Mer. (Phone ROGers Park 3644) Seattle, Wash. 
James S. Fowls, (Southern) E. W. Thomas (Southwest) R. J. Freeman, (Eastern) 
327 Sunset Drive, North Box 3493 Peninsula Station 383 Madison Ave. 
St. Petersburg, Florida Daytonia Beach, Florida New York, N. Y. 
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A LITTLE MAN 
WITH A BIG JOB! 











We greet 1945 in its infancy, knowing full well that it faces momentous tasks. Its 
biggest job will be found on far flung battlefronts throughout the world. To achieve 
complete Victory, the business and industrial world must give a stellar performance 


too. There’s a big “desk-job” ahead in 1945 ... Myrtle Desks will do their part well. 


MYRTLE DESK 


member WOOD office 


HIGH POINT 


COMPANY 


furniture institute 


NORTH CAROLINA 
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NEW ENGLAND 
FILING 

EQUIPMENT 

IN WOOD 





Ore ww oO wy 





| 






| 


Oo OO 





ert 


| 


FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types ‘in wood 
sliding full drawer suspension @ olive from architects’ drawings and spe- 
green o- walnut finish. cifications. 


ye Ged oo 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
ow catalog. 


| 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28’Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 46) 


Nemzer, Nemzer Typewriter Exchange, Brooklyn, New 
York; Theodore R. Patton, Patton Typewriter Ex- 
change, Long Island, New York; for secretary-treas- 
urer, Jessie I. Taylor, Globe Typewriter Exchange, Inc., 
New York. The directors are Chairman Nicholas H. 
Fucci, Business Machines Service Company, New York; 
all vice-presidents, and John LaHiff, J. E. Albright & 
Company, New York. They were unanimously elected. 

President Ritchie thanked the members for their 
confidence in him, saying that the Association is really 
going places. The activities of the organization are be- 
ing closely watched by dealers throughout the country, 
he said. In closing, he promised interesting and help- 
ful meetings and asked that as many dealers as pos- 
sible attend, so that they may be benefitted. 

Joe M. Hicks, Washington, D. C., executive secretary 
of NOMDA, announced that the NOMDA would hold 
their mid-winter meeting at the Jefferson Hotel in 
St. Louis, Mo., on February 11 and 12. In the ab- 
sence of Clarence E. Bush, General Typewriter Com- 
pany, Washington, D. C., who was unable to attend 
because of poor health, Mr. Hicks spoke of the Re- 
search, Education and Promotion Committee. He made 
it plain that the service is national in scope and that 
dealers are writing in from all parts of the country 
for information and advice. 

Charles F. Krause, counsel, read a list of questions 
from out-of-town dealers, giving answers and legal 
interpretations to his audience. Considerable interest 
was shown as attested by the many questions asked 
from the floor. 


ee ee 


OFFICE EQUIPMENT MANUFACTURERS INSTITUTE 
HOLD ANNUAL TWO-DAY MEETING AT RYE, N. Y. 


The Westchester Country Club at Rye, N. Y., was the 
focal point of interest for the nation’s office equipment 
manufacturers on Wednesday and Thursday, Decem- 
ber 7 and 8, as the Office Equipment Manufacturers 
Institute staged one of the most important annual 
meetings in the history of the organization. 

As a prelude to the meeting the steel office furniture 
group devoted Wednesday afternoon to a. discussion 
of general problems of the industry. 

On Thursday morning, December 7, following the 











A. W. VANDERHOOF 


president’s report, the nominating committee pre- 
sented the following slate: President, A. W. Vander- 
hoof, Standard Duplicating Machines Corporation; 
vice-president, Ray Stephens, International Business 
Machines Corporation; vice-president, P. M. Zenner, 
The McBee Company; treasurer, W. F. Arnold, Under- 
wood Elliott Fisher Company; acting secretary, G. L. 
Meyer. Also named was the following board of direc- 
tors: G. C. Brainard, The General Fireproofing Com- 
pany; C. E. Hallenborg, Dictaphone Corporation; K. M. 
Henderson, Ditto, Inc.; Ray Stephens, International 
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“Tm | 
John Doe, M.D.” 


(MAIL DIRECTOR) 





“1 Don’t Want to Seem Conceited 


but since I’ve had this 
job, I’ve done wonders for 
our mailroom, not the least 
of which was getting the 
boss to put in a complete 
U. S. Postal Meter mail- 
handling system. And did 
it pull the plug on mail dis- 
tribution! No longer does 
this job slow up the whole 
oflice. Now, everyone gets 
his mail on time!” 


*... And What a Job It Does 


on outgoing mail! Thanks 
to our U. S. Postal Meter 
system, there are no more 
late afternoon jams in the 
mailroom, and no more 
missed trains or planes. 
Each day’s mail is handled 
easily and smoothly so 
that it goes out on sched- 
ule. The operation of every 
department has been 
speeded up!” 




















Here is a Bright, Young Man— 





the. kind of person you 
need for your mailroom. 
We suggest you solve your 
mail-handling problems by 
putting a real Mail Direc- 
tor in charge . . . and 
getting in touch with a 
U. S. Postal Meter spe- 
cialist who will gladly 
suggest ways and means 
of modernizing your mail- 





room operations. 


Metered Mail Systems . . . Postal and Parcel Post Scales... 
Letter Openers ... Envelope Sealers . . . Multipost Stamp 
Affixers . . . Mailroom Equipment. (Many units available.) 


Branches and Agencies 
in Principal Cities 


U.S. POSTAL METER 
DIVISION 


Rochester 2, New York 


NTROLS 


OO) 5-10) - 5-4 WL 8)y 
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AMERICA'S 


FASTEST SELLING 


DRAWING INSTRUMENTS 


Set No. 814 





Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 


knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 


Divider, 6”, equipped with micrometer adjustment and tension- 
adjustable head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 334” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 54%”; octagon shape carbon steel 


with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains; Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 334”, Bow Pen 
334”, Screw Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 51%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 334”, Bow Pen 
3%”, Screw Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 


WRITE FOR ADDITIONAL DISCOUNTS ON 
VOLUME ORDERS OVER $1,000 NET 


The Department Store of Art Materials 
ARTHUR BROWN & BRO. 





67 West 44th St., New York 18, N. Y. 
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| Business Machines Corporation; J. L. Stewart, Bur- 


roughs Adding Machine Company; L. C. Stowell, Un- 
derwood Elliott Fisher Company; A. W. Vanderhoof, 
Standard Duplicating Machines Corporation; Arthur 
Walsh, Thomas A. Edison, Incorporated; C. R. Ogs- 
bury, Commercial Controls Corporation; D. E. White, 
Addressograph-Multigraph Corporation; J. A. Zellers, 
Remington Rand, Inc.; P. M. Zenner, The McBee Com- 


| pany; A. J. E. Larson, Art Metal Construction Com- 


pany. 
The remainder of the opening session was devoted 
to the Institute Survey, under the leadership of Clyde 


| L. Rogers, director of the Division of Business Prac- 


tices, National Industrial Conference Board. Mr. 


| Rogers discussed the industry survey from a statistical 
| point of view and outlined the third study, “Methods 


and Costs,” for his listeners. This outline was followed 
by an interesting question-and-answer session. 
Lead-off speaker of the afternoon session was Dil- 
man H. K. Smith, vice-president of the Opinion Re- 
search Corporation, Princeton, N. J., who gave an 
illustrated lecture on how public opinion affects man- 
agement. The remainder of the afternoon was de- 


| voted to an analysis of Government trends by W. H. 


Wheeler, Jr., president of Pitney-Bowes Postage Meter 
Company. 

The Friday morning session began with a round- 
table discussion of “A Preview of Post-War Export 
Marketing,” led by F. D. Lehn, assistant secretary 
and assistant treasurer of Underwood Elliott Fisher 
Company, and by J. M. Thompson, Jr., director of the 
international division of the same organization. This 
was followed by an address on “Branch Office Morale” 
by O. C. Corbin, head of the sales training department 
of the National Cash Register Company. The meet- 
ing closed with a talk by D. E. White, vice-president 
of Addressograph-Multigraph Corporation, on the 
topic, “Surplus Property Disposal and Other Govern- 
ment Activities Affecting the Office Equipment In- 
dustry.” 

Interest throughout the important two-day meeting 
remained at a high pitch. 


—————0— 9 —___ 


OHIO STATIONERS TO MEET IN COLUMBUS 


The Ohio Stationers Club will hold their regular bi- 
monthly meeting on Friday afternoon, January 19, in 
the Deshler-Wallick Hotel in Columbus, Ohio. 

President Ken Boyer has assigned two interesting 
and timely subjects for discussion at this meeting. All 
stationers and office outfitters are invited. Member- 
ship dues are very nominal and it is not necessary to 
be a member of the National Association. 

At the November meeting, Fifth Regional President 
Herb Wilking and NSA Past President Harold Hamp- 
ton were present and conducted very interesting 
roundtable discussions. 

The March meeting will be held in Cleveland in con- 
nection with the regional meeting. 


—_———O—- o 


WINNIPEG STATIONERS ELECT 1945 OFFICERS 


The 14th annual meeting of the Stationers’ Associa- 
tion of Winnipeg was held on Tuesday, December 12, 
1944. The following slate of officers were elected for 
the ensuing year: 

President, H. Gregory, Gregory-Cartwright Station- 
ers, Ltd., 212A Phoenix Building, Winnipeg, Man.; past 
president, M. Esdale, Esdale Stationery & Printing Co., 
Great West Permanent Bldg., Winnipeg, Man.; secre- 
tary, Vernon Nobbs, The Luckett Loose Leaf, Ltd., 
52 Albert Street, Winnipeg, Man.; treasurer, F. J. 
Dool, G. R. Bradley & Co., Ltd., Canada Building, 
Winnipeg, Man.; auditor, J. Francis, Reliance Ink Co., 
Ltd., 520 McGee Street, Winnipeg, Man. 

After reviewing the year’s activities, particularly in 


| regard to the All-Canada Stationers convention held 


in Winnipeg October 6 and 7, Mr. Francis, on behalf 


January, 1945 
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om These cabinets are designed for card record systems 


and for use on desks or tables. Ideal for offices and 
LOCKS—Cabinets equipped with lock libraries. Constructed of best grade extra heavy cold 
and key add $1.50 per drawer to above 
prices. 


bi- Rubber legs are provided but can easily be removed 
, in 


rolled furniture steel, electrically welded throughout. 


when the units are stacked. 
ing 
All 
er- 
r to 


Drawers are equipped with bail suspension, to prevent 
accidental withdrawal from cabinet. Also, newly im- 


proved positive lock compressor to keep cards in place. 
ent 
np- 
ing 


Finish—rich olive green baked enamel. 

Olive 
No. Card Size Capacity Height Width Depth Green 
C335 -3x5—*1500 cards 5g" I" 16" «$3.25 
C346 4x6 Ss«d'500 ol," 7%" 16" Ae 
C358 5x8 1500 " 7g" =n" 16" 5.50 
C369 6x9 -—s«1500 8i/,"" 10," 16" —-8.00 
C3352 =. 3x5 3000 " Sif," 12,5," 16" 6.00 
C3462 4x6 +3000" bi," 140." 16° | OFS 
C3582 5x8 3000 " 7V/g"" 1836" 16" 9.50 
C3692 6x9 3000 " 8I/," 2017," 16" 12.75 
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It's faster 
simpler 

more accurate— 
The Victor 


RECORDEX 


WITHHOLDING TAX 


COMPUTER 


Wage amounts visibly indexed 
—lInstantaneous reference, pro- 
tected from soil for long-time 
speed. 





Complete Set Includes Weekly, Bi-Weekly, Monthly 


Semi-Monthly and Daily or Miscellaneous Tables 


Complies with Government Regulations 


@ Instantaneous Reference—All wage amounts 
appear on the visible margins, protected by 
non-glare, transparent transloid for long-time 
speed. No wear on the cards. 


@ Any Combination of Tables You Need.— 
The set is complete: Weekly, Bi-Weekly, Semi- 
Monthly, Monthly and Daily or Miscellaneous 
tables are included in every set. Select the 
ones which apply to your pay periods and 
insert in most convenient pockets. All can be 
accommodated if necessary. 


@ Compact—The famous Recordex Folder takes 
little space on the desk, fits file, desk drawer, 


or your brief case when not in use. Printed 
label on die cut tab. 


@ 2 Color Charts—Large figures, each deduc- 
tion separated from others by wide spacing 
and colored rules, easy to follow. Each set of 
tables on different color of card. 


@ Inexpensive — Recordex, tables for all pay 
periods, instructions and separator cards in 
one handy unit. 


@ Only $3.25 complete — Zone 1 
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of the members, presented the retiring president with 
a suitable gift as a token of their appreciation for the 
splendid work he had performed during what was 
undoubtedly the most important year in the history 
of this Association. 

The new president thanked the members for their 
confidence in electing him to the chair, expressing 
his desire to carry on the good work of this Associa- 
tion. He stated that he considered this work of es- 
timable value to the stationery industry as a whole. 


2 


Wood Office Furniture Makers 
Emphasize Post-War Plans 


“Wood is no substitute—it’s the original!”’ 


Using this challenge to potential competitors as its | 
slogan for 1945, the Wood Office Furniture Institute 
held its third annual meeting on December 7, 8 and 9 | 


in the Statler Hotel in Washington, D. C., where mem- 
bers considered new ways to overcome their two most 
pressing post-war problems: 

(1) How to render obsolete the huge number of 
wood desks and other office furniture that has been 
constructed for war, and will one day be “surplus”; 

(2) How to meet the competition in the office furni- 
ture field—metal manufacturers who, before the war, 
were making important inroads into the office furni- 
ture field, and potential competition of manufacturers 
using plastics and other recently developed materials. 

Revealed to the members, but not yet ready for the 
public, were desk, table and chair designs on which 
the best industrial designers in America had been 


working for more than two years. The designs shown | 


at the meeting were in the nature of a climax to the 
manufacturers, who had been working closely with de- 
signers since early in 1943 in an effort to develop 
revolutionary new products. 

The post-war office chair designs met with hearty 


approval of the five chair manufacturers who recently | 


joined the Institute in a body. Only a few changes 
will have to be made in the basic chair designs. Work 


has progressed so rapidly on the designs that emphasis | 


has now turned to other technical aspects of wood 
office iurniture manufacturing. However, further 
“kinks” must be ironed out of certain desk designs 
before they are put in the hands of factory superin- 
tendents. And, the manufacturers emphasized, it will 
be many months after civilian production has been 
okayed by WPB before the new chairs, desks and tables 
will be forthcoming. 

New styles in finishing came in for a great deal of 
discussion. Lawrence Kiefer, in charge of the post-war 
program, and E. E. Hoffman, chief of the industrial 
finishing division of the National Paint, Varnish & 
Lacquer Association, were featured on one afternoon 
of the annual gathering, and a finishing committee 
was set up by the Institute to probe into the styling 
that will feature the new products. Chairman of this 
committee is M. H. Raggio, with S. Guy Norman and 
A. A. Barth as members. They are charged with de- 
veloping plans that will enable members to standard- 
ize on colors and on materials that will be used in 
basic products. The committee also is charged with 
developing new finishes that will make the “surplus” 
unattractive by comparison. A finishing stylist will be 
retained to work closely with Institute designers, 

A report of the catalog committee, headed by H. W. 
Stringe and composed of Allen Joseph, Sterling Lord 
and S. Guy Norman, was adopted unanimously. The 
report calls for a standard code to be developed for all 
members of the Institute, for a standard-sized catalog 
to be used by all member companies, and for standard 
terms to be employed in designating desk and chair 
parts by each of the members. The committee was 
charged with developing these standards. 


A visit to the suburban Washington Research Lab- | 


oratory of the National Lumber Manufacturers’ As- 
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’ HANDI-PEN SET 


Handsomely designed 
in black, crystal, or 
ivory glass. Made 
from non-critical ma- 
terials — with stand- 
ard Handi-pen features 
and standard Sengbusch 
quality thatmake friends 
for you. $3.00 to $3.25. 




































HP-G13 
HANDI-PEN SET 


The new glass Handi- 
pen set with wood fibre 
base. Wood grained, 
brown finish. Remem- 
ber, Handi-pen glass is 
indestructible by 
ink acids. Bottle 
holds 2 oz. of ink. 
$4.75 to $6.75. 


HP-G12 
HANDI-PEN SET 


Double set with wood 
fibre base . . . and a 

genuine Sengbusch 

Handi-pen through 
J and through... Stock 
all three — push these 
“aids to writing ease” to 
replace lost volume on 
unavailable items 

















STEELESS 


KCr1adeoK 


No steel or rubber. Base and 
assembly rods of wood — up- 
rights of treated Hardboard. 
Model 6V-S (illus.) $4.50. 
Write for circular to Dept. 301. 
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Sengbusch Self-Closing Inkstand Co. 


Milwaukee, Wisconsin 






Sengbusch Building ° 
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AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE rivtons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 
and Carbon Paper” 


oll ° ITTLE. 
INC « 


MANUFACTURERS 


1888 Factory, Rochester 8, N. Y. 1945 


Complete SALES COVERAGE 




















This experienced sales organization can give aggres- 
sive, thorough, complete sales representation to one or 
two additional lines sold to office supply stores. Dealers 
and jobbers in Chicago and 12 neighboring states reg- 
ularly contacted for you... complete Chicago ware- 
house facilities now operating and at your service. 
The ideal way to handle your Mid-West sales . . . write 
us for further details. 


x * * * 16th YEAR « * x x 
ELMER KRUMWIEDE 


AND ASSOCIATES 
320 South Jefferson St. CHICAGO 
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| sociation, in which the Institute is a contributing 


member, featured the three-day session. Studies are 
being made there on impregnating and compregnating 
woods which are expected to be of great help to the 
manufacturers in their plans to put a better wood 
product on the post-war market. 

The full slate of “old” officers and members of the 
executive committee were re-elected unanimously. 
They are J. A. Wallace, Jasper Office Furniture Com- 
pany, president; J. B. Deane, Gunn Furniture Com- 
pany, vice-president; W. T. Powell, Myrtle Desk Com- 
pany, treasurer. F. J. Boling, High Point Bending 
and Chair Company; Gilbert H. Bosse, Imperial Desk 
Company; and H. W. Stringe, Commercial Furniture 
Company, were retained on the executive committee. 
John J. Reinecke, secretary of the Institute since its 
inception, with offices in Washington, was retained 
and commended by the membership. 

The three-day meeting featured many technical dis- 
cussions and speeches by industrial experts. Those 
speaking included Charles French, director of public 
relations of the National Lumber Manufacturers Asso- 
ciation; Frank A. Hartman, vice-president of the Pro- 
texol Corporation of New York, leading producers of 
fire-resistant wood, and Frank Hemingway, industrial 
relations manager of the American Forest Products 
Industries. 

Eo 
NSA EASTERN MANUFACTURERS HOLD MEETING 


At the Hotel Biltmore on December 14, H. B. Van 
Dorn, Joseph Dixon Crucible Company, Vice-President, 
NSA Manufacturers Division, opened an eastern dis- 
trict manufacturers’ group conference by posing a 
number of possible avenues of thought to which the 


| conference could apply itself toward the adoption of 


a program to assist the industry. 

The chairman recognized F. H. Caswell, F. S. Web- 
ster Company, who opened up a discussion on the 
latest paper limitation order. The manufacture of 
ribbons and carbons, having enjoyed the status ac- 














H. B. VAN DORN 


corded essential products, has heretofore been rela- 
tively free of the limitations and restrictions other 
converters of paper have had to contend with for a 
long time. He pointed out that the numerous kinds of 
paper required, plus the reluctance of mills to supply 
small orders, would work an extreme hardship on 
manufacturers of ribbons and carbons unless relief 
could be had from the limitations on paper stocks of 
order M241. He further indicated his belief that the 
group should concern itself with problems of the pres- 
ent, rather than those of post-war, on the premise 
that war is now our business. 

In further discussion on the paper problem it was 
brought to light that converters of paper for other 
products in our field would consider themselves for- 
tunate if they had 30 days’ supply of paper. 

Paul Buckwalter, National Blank Book Company, 
and Harold Graves, Wilson Jones Co., seconded by 
several others, reported that complaints for non- 
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ENGLAND 


SERIES 





In this Bank of England series, the “know 
how” we have acquired in more than 40 
years of chair making is especially apparent. 
Their great strength and rigidity—a direct 
result of our unique methods of manufacture 
—plus the attractive design and sitting com- 
fort make this series the most popular and 


fastest selling of all chairs. 


Dealers who have sold this popular HIGH 
POINT series will be interested to know 


that they may again be able to offer them 





to their trade soon. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 














OFFICE APPLIANCES, January, 1945 151 











ALWAYS.... 
A Full Measure of Value! 


One of the driving forces behind the success of Jasper Office Furniture Co. 
has been the desire to give a ‘full measure of value.'' Yes... and we've often 
gone further and indulged in the good old American principle of the ‘Baker's 
Dozen."' We find that giving a little more than the customer expects, pays 
big dividends. No matter what the conditions . . . even during this eventful 
period we're passing through, we still adhere to this principle. Since our bus- 
iness is founded so strongly on the formula of good value, it obviously follows 


that the future is bright with promise for JACKSON DESK dealers. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 
S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 


L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, ItI. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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shipment of merchandise were more insistent and 
bitter than formerly. The group thought a full ap- 
preciation of the difficulties of the present situation 
was not general. 

Another problem subject to'some comment was the 


over-all tightness of the manpower situation. It is | 


evident that the factories represented by those present 
had no more people in their plants than they had 
three months ago—some had less. 

The possible effect on the business, caused by the re- 
turning veteran, backed by the benefits of the GI Law, 
was considered to be something the industry could 


take in stride with few, if any, changes in distribution | 


problems. 
—————_—=-o——__ 


NOMDA MID-WINTER MEET SET FOR ST. LOUIS | 


Forced by lack of hotel accommodations to shift the | 


mid-winter meeting of the National Office Machine 
Dealers Association from the South, where it was 
originally planned to convene, to St. Louis, the Asso- 
ciation’s board of directors has announced that the 
two-day meet will be held in the Missouri metropolis 
on February 11 and 12. The meeting will be held at 
the Hotel Jefferson, 12th Boulevard at Locust. 
Hosts for the affair will be the Greater St. Louis 


Office Machine Dealers Association, youngest NOMDA | 





local, which has brilliant expectations of expanding | 


its present membership of 30 to a much higher figure. 

Sunday afternoon, February 11, will be devoted to 
a luncheon for regional governors, a board of directors’ 
meeting in the afternoon and meeting of standing 
committees in the evening. Throughout the entire day 
on Monday, February 12, the general business session 
will be held, followed by a banquet and entertainment 
in the evening. 

Though the official list of speakers has not been 
announced, the session will cover such topics of na- 
tional interest as (1) Federal Government Surplus 
Disposal; (2) Veterans’ Rehabilitation Program; (3) 
Dealers’ Prospects for Buying New Machines; (4) Mer- 
chandising—Present and Future; (5) Reconversion; 
(6) Reports of Legislative Committee: “How to Keep 
Customers Coming Back,” and (7) Reports of the Man- 
ufacturers’ Relations and Research, Education and 
Promotion committees. Other short and interesting 
talks will be followed by discussions from the floor on 
pertinent subjects. 

ee ee 


PHILADELPHIA STATIONERS ASSOCIATION 39TH 
ANNUAL BANQUET AND DANCE WELL ATTENDED 


The Philadelphia Stationers Association held their 
39th annual banquet, entertainment and dance on 
Monday evening, November 20, at the Benjamin Frank- 
lin Hotel, Philadelphia, Pa. 

The banquet was preceded by a cocktail party at 
6:30 p.m., given by the Penn-Mar-Va Travelers. It 
was a popular half-hour of sociability and good fellow- 
ship, for which the Penn-Mar-Va Travelers are so 
well known. 

Promptly at 7 o’clock the gathering adjourned to 
the Grand Ballroom where, after singing the national 
anthem, they sat down to a delicious turkey dinner. 
Attended by about 280 members, their wives and guests 
who braved the inclement weather, the affair was a 
huge success from start to finish. 

The following members contributed to the evening’s 
entertainment and good fellowship by singing: John 
Hamilton, A. Pomerantz & Company; Mr. and Mrs. 
Thomas Stagg, Hoskins, Inc.; John A. Harte, Yeo and 
Lukens Company; Kitty O’Brien, A. Pomerantz & Com- 
pany. 

After dinner President George Wustner, Wm. F. 
Murphy’s Sons Company, gave a brief address of wel- 
come. He was followed by Vice-president Edward 
Eisenstein, Shanahan & Company, who, on behalf of 
the association, presented a handsome leather travel- 
ing bag to President George Wustner in recognition of 





his past services to the association. Mr. Eisenstein | 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. 


MANY STYLES: 








IMMEDIATE 

SHIPMENT State whether or 
not priority rating 
is available. 


Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 


Dept. No. 15-1 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 























GRAPHIC 
GELATINE 
ROLLS, 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 
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New 1945 "EASY WAY” 
WITHHOLDING TAX 
CALCULATOR 


Specially Designed for ‘“The Man in the Field’ 


Every payroll clerk and timekeeper should have it. Easily 
operated, sturdily built, nothing to get out of order. Has 
official government withholding tax calculations based on 
various payroll periods. Mistakes eliminated since only one 
line is exposed at a time. 


Be Sure To Specify Chart You Need: 


C] Weekly Retails at 

.] Bi-Weekly 

C] Semi-Monthly 

C) Monthly S 1 3 7 ° 


C] Miscellaneous 
Write for our dealer proposition 


HIATT-BUSH CO. 


P. O. BOX 1571 TULSA 1, OKLAHOMA 











FOR THOSE WHO 
MUST MAKE 
BEST IMPRESSIONS 


St 


ENCILS 





The SHALLCROSS DOUBLE. 
COATED STENCIL —a superior 
stencil for the finest dealers who 
firmly believe that their customers 
deserve the best—has so many 
outstandingly good qualities that 
those who buy them today will 
still be buying them many years 
from now. 


offered his congratulations to the association on at- 
taining the age of 39 years. He added that he was 
proud to be a member and wished the organization 
many more years of success. 

Charles V. Sinisgalli, R. P. Andrews Paper Company, 
District No. 3 regional governor, gave a brief talk, re- 
marking that he was happy to be a part of the asso- 
ciation. He extended his respects and congratulations 
and expressed the hope that he would be on hand 
when they celebrated their fiftieth anniversary. 

Charles P. Garvin, general manager, National Sta- 
tioners Association, who was unable to attend because 
of his recent illness, sent a letter expressing his regrets 
and wishing all a good time. The letter was read by 
Mr. Sinisgalli, and among other things contained some 
good advice on thinking of the future. 

Frank W. Amey, Ream’s, lieutenant governor of Dis- 
trict No. 3, spoke briefly of his pleasure at being back 
in the city where he was born and of his pride at 
being a member of a swell organization. He expressed 
the hope that the association would carry on with the 
good work for many years to come. 

Entertainment was then provided in the form of a 
very fine series of variety acts which were both enter- 
taining and amusing. There was plenty of good music 
provided for those who cared to dance, both between 
dinner courses and for the balance of the evening. 

Much credit is due to the commitee under the able 
leadership of co-chairmen John J. Kerns, Stationers 
Loose Leaf Company, and James McCabe, Hoskins, 
Inc., through whose efforts this affair was made one 
of the high lights in the history of the Philadelphia 
Stationers Association. 


—— 


KINGERY NEW PRESIDENT OF CHICAGO OFFICE 
MACHINE DEALERS ASSOCIATION 

In accordance with the provision of the constitu- 
tion adopted earlier this year, the annual meeting 
and election of officers of the Chicago Office Machine 
Dealers Association was held in December instead of 
October as formerly. The meeting was called to order 
by Luis de Olazarra, Shipman-Ward Manufacturing 
Company, who substituted for President Jack Macon, 

















HARRY KINGERY 








absent because of a recent illness. The meeting was 
held at the Como Inn Monday evening, December 11. 
Harry Kingery, Kingson Service, an old-timer in Chi- 
cago association affairs, was elected president. Mr. 
Kingery has been an officer of the organization or an 
active member of various standing committees for 
many years. 

Other officers elected to serve with Mr. Kingery 
were: Jack Weiner, Belmont Typewriter Service, vice- 
president; Louis Wolf, Pruitt Company, secretary, and 
Chet Creevy, Creevy Service, treasurer. 


OUR UNQUALIFIED GUARANTEE 
ASSURES YOU OF LASTING PROFITS 


PRICE-LIST 
AND SAMPLES 
ON REQUEST 
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C 
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C CUSTOMER SATISFACTION PLUS 
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The SHALLCROSS COMPANY 











le As chairman of the fraternal committee, Sam Fogel, 
Inky-Ribbons-Stencils-Papers Mid-City Typewriter Exchange, reported that Jack 34 
TOMI ADEL CHiN Ga DE Macon is recovering nicely from an operation. He had 
ao been released from the hospital at the time of the on 
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| There’s been a Great Change! 

: Four years ago vertical filing practice had reached a perfection that seemed to leave little room for improvement. 

The mechanical details of filing were pretty much standardized. The design and quality of guides and folders 

‘ were in the main much alike, whether they were made by Oxford or any of the other reputable manufacturers of 

: filing supplies. 

Variations were confined mostly to system arrangements, and each had its advantages. Customers could choose 

‘ between single and double title headings, guide height or folder height folders, various tab positions, etc. 

: But nothing much could be done about the one inherent disadvantage of vertical filing, which was present in 

: all systems: 

: A vertical filing folder won’t stay vertical 

; unless you hold it in that position 

‘ This required a time-consuming sequence of manual operations in 
order to file or find a paper. Release follower block, spread folders apart 

; to make filing room, finger through folders to find the one you want; 

;, insert or remove papers, pull contents of drawer forward, and tighten 

; follower block. Other complications frequently arose. If the folder you 
were looking for was in front of the V shaped working space you had 
opened, its tab was invisible, because it was slanting toward you. Often 

E folders or contents of folders worked up above the level of other folders. 

\- And except when folders were well filled, the tabs of front folders con- 

: cealed the tabs of the folders behind. 

of All this was an inescapable part of vertical filing—back in 1940. 

There was no faster, easier method, and it was accepted and used. 

n, 
But then came Pendaflex. by the simple device of 
hanging the folder by its top edge, vertical filing suddenly became 20% 
faster. And all because you don’t have to hold Pendaflex folders in a 
vertical position—they can’t be anything else but vertical! 

And what a difference it made! Filing and finding in a Pendaflex 
file is a simple three-step operation: find the folder visually (without 
fingering, because every tab is always in full view), spread the folder 
open, and insert or remove the desired papers. It’s 20% faster. It requires 
far less effort. It has so remarkably improved the practice of filing that 
after a brief four years, the list of Pendaflex users reads like a Who’s Who 
of American business. Today new installations all over the country are 
being made at a rate of hundreds of cabinet drawers each week. 

‘as * ¢ ° 

11. 

1i- Tomorrow ... Pendaflex will be THE method of filing everywhere. 
Ar. Because nothing else will be fast enough, easy enough, good enough 
3 for the post war world for which our nation is fighting. 

ry 

2e- 

“| Oxfowd FILING SUPPLY COMPANY 
el, vst ; 

“ 340 MORGAN. AVENUE, BROOKLYN 6, N. Y. 125 SO. 8TH STREET, ST. LOUIS 2, MO. 
he 
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OVER “THE SUN” 
: 
We of The Sun Rubber Company are proud of a new Army- 
Navy “E” Pennant flying over our plant . . . symbol of high c 
achievement in meeting and surpassing the exacting standards r 
of quality and production required by our country. In short, : 
‘a customer was satisfied. E 
il 
ti 
7 V 
\ le 
wi t] 
\ ti 
SOMETHING NEW WILL ; 
Ww 
44 7 a 
COME OUT OF “THE SUN h 
It 
Sa 
For, in serving our armed forces, our research, designing, s 
and production departments constantly are learning new ~ 
things about rubber. Later, this knowledge will serve to tic 
further improve “Sunruco” products . . . will serve to create . 
new office accessories and specialties. 
ap 
Then, as before, “Spunfoam” cushions will again meet the vi 
quality standards of discriminating users. A tremendous mar- 
ket is waiting for rubber office specialties, and The Sun 
Rubber Company is planning a broad merchandising program ae 
to quickly restore the “Sunruco” line to its prewar position “A 
of leadership. 19. 
the 
wo 
THE SUN RUBBER COMPANY f 
bo} 
Ho: 
the 
A 
-BARBERTON: OHIO: the 
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cere 
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meeting and expected to return to his office within 
a few days. 

Action was taken to send letters of condolence to 
S. Chadroff, Ace Appliance Company, and F. J. Vestey, 
Northwestern Typewriter Exchange, both of whom 
recently had word from the War Department that 
their sons were killed in military service abroad. 

Just prior to the election the subject of improving 
the effectiveness and service of the association was 
thoroughly discussed. In accordance with a suggestion 


mM. 
FULTON 
Aayd. 


















made by Jack Weiner the officers were charged with Let’s get off to a flying start this New Year 
the responsibility of taking all necessary steps to . +. with special emphasis on 
obtain a charter for incorporating the group under its “is . 
present name. They were further charged with the ALL-WEATHER FULTON 
duty of organizing a membership drive and planning a Stamp Pads and Ink Stamp Pads and Ink 
charter night when all members would have the op- Pers ee 
portunity to sign the new charter. DRI-KWIK 

Another action taken before the election, on the Stamp Pads and Ink 
motion of Louis Wolf, was to authorize the officers 
to function as an executive board and act in behalf | FULTON Daters and Numberers 
of the members of the association between regular . 
monthly meetings. ° SERVICE Daters and Numberers 


SIE oe sek 

WHOLESALE STATIONERS CONVENE IN NEW YORK 
After luncheon some 60-odd members and their 

representatives of the Wholesale Stationers Associa- | 

tion, in session at the Hotel Commodore in New York 

on December 12, heard H. C. Whittemore give a brief | 

resumé of the difficulties of conducting business under | _ 

present Government regulations. Mr. Whittemore, 

secretary of the Association, was introduced by J. C. Ne 

Bainbridge, Bainbridge, Kimpton & Haupt. Ashe had || SN _ ; 

in various meetings throughout the country, Mr. Whit- Pi 

temore urged complete compliance with all OPA and 

WPB regulations. He had discovered that price regu- FU LTON SPECIAL Y CO. 

lations and record-keeping had proved bothersome in | 200 FIFTH AV., NEW YORK CITY 10.N.Y. 

the conduct of the wholesalers business. | FACTORY AT ELIZABETH 1, N.J.— 
To help clarify some of these difficulties, representa- 

tives of the OPA were present to answer questions as 

they were raised from the floor. Ellis G. Bishop, from 

Washington OPA headquarters, and Noel Span and 


I. Merman, from local OPA headquarters, spent a busy CARDS 
hour answering questions and offering explanations. | W AR 5 pe A 
It was apparent that the OPA recognized the whole- INDEX 


Salers’ position as being difficult. One of the points | 
made particularly clear was that the purchaser of | 
goods does not divest himself of any responsibility just 
because he receives oral assurance from suppliers that 


Special Inks for Special Purposes 











ARE MOVING RIGHT ALONG 


They are one of thosé fast mov- 
ing staples that produce profits 

















the supplier had complied with OPA pricing regula- | without effort. 
tions. The purchaser must obtain sufficient evidence | si 
of proof, for both parties are equally responsible under | Be sure to keep a good supply o 
the law. | these crisp, clean index cards on 
From the questions raised and answers obtained, it | GUIDES hand. 
appears evident that much clarification is essential | FOLDERS ope ; 
before full compliance with all the regulations can be INDEX CARDS ae pe Hin een nyt 
expected. sent a pertect record keeping sur- 
oe simile face. No fuzzy edges, all four 
GLTC CHRISTMAS PARTY WELL ATTENDED | MENDING TAPE sides are Pt cut. Fully auto- 
A large percentage of members and a number of | PROTEX STICKONS ve pee Rt ve 7 
dealers were present to participate in the festivities | en ee ee ee 
of the Great Lakes Travelers Club annual Christmas | AN OUTSTANDING VALUE! 


party, held in the Sherman Hotel, Chicago, December 
19. Except for the combination of help shortage and 
the Christmas buying rush many more local stationers 
would have been on hand. 

As each member arrived he deposited a gift for a 
boy or a girl of the Destitute Crippled Children’s 
Home. Later in the afternoon the gifts were taken to 
the home for distribution on Christmas morning. 

After singing a verse of The Star Spangled Banner, 
the group enjoyed an excellent luncheon. President | 
Bill Cox, Carter’s Ink Company, introduced Hy Lin- 
den, Ace Fastener Corporation, as chairman of the 
Christmas party committee. Hy in turn presented 
Benny Allen, American Pencil Company, as master of 
ceremonies. Benny’s first official act was to introduce THE WARSHAW MFG. CO., INC. 
the local stationers present. Then he called on Ed 1 MAIN STREET BROOKLYN 1, N. Y. 


Conlon, Rockwell-Barnes Company, who made a game ! ELE EN LT 
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CHALLENGE CLIP BOARD 


with the Engineered Clip Head 


Built for long, hard service 





Letter and Legal Size 
PROMPT DELi/ERY 


ns ‘S eda<s. MANUFATTU RIK COM PAN 


MAKERS Of FILES AND FILING EQUIPMENT , 














CARBON PAPERS 


relate, 
TYPEWRITER RIBBONS 





WRITE 





WRITE Way 
is the 
BEST Way to 
REPEAT BUSINESS and PROFITS! 


Customers come back again and again for 
WRITE products. They find that WRITE 
generously-inked Carbon Paper and Typewriter 
Ribbons do a clearer, cleaner job. And that 
means repeat business, stepped-up profits for you. 


Stock and feature WRITE to do 
WRITE-business. Act now. Send 
for samples and discounts today. 
You'll be delighted. 


Immediate Deliveries—No Delays! 















ton Avenue 


' ome 
420 Lex nN. Y. 


New York 5 


WRITE 


ORATED 
INCORP FACTORY: Bridgeport, Conn. 
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| the “Professor,” 


out of giving to a fund for wounded sailors and sol- 
diers. The total collected was substantial—well over 
$300. 

For special entertainment, “Professor” Gottschalk 
demonstrated that the hand is faster than the eye (if 
the performer is skillful) and did some remarkable 
feats of memory. This was a return engagement for 
whose program at the party two years 


| ago was so well liked that he was asked to come again. 


T.S.A. HOLDS ANNUAL CHRISTMAS PARTY 
On November 21, 1944, T.S.A.’s president, Miss Irene 


| H. Clark, spoke at the Wanderers Club meeting on the 


subject of “The Importance of Sound Employer- 
Employee Relations to the Progress of Business and 
Professional Women.” 

T.S.A. held its annual Christmas party in the Sky- 
line Room of the Hotel Sheraton in New York City on 


| December 11. Each member brought a toy or piece of 





| War Loan Drive. 


apparel, wrapped in Christmas trim. The Salvation 
Army picked up the gifts, which were later distributed 
among the needy as they saw fit. 

= —___—_- 


GREAT LAKES TRAVELERS CLUB NOTES 
Three dealers—Bill Jacquin & Company, Peoria, Ill., 
Harold Nelson and Eldon Just, both of Just & Son, 
Chicago—and one sailor, Jim Petrak, formerly of Just 
& Son—were present at the regular luncheon meeting 
held Friday, December 15. Sailor Petrak was at home 
for a visit following a long period of duty on the 
Pacific Ocean. 
ntecepieipailltillta atest 
EAGLE PENCIL MAN SPEAKS IN PROVIDENCE 
Clayton Hill, works manager for the Eagle Pencil 
Company, New York City, was guest speaker at the 
monthly meeting of the Providence chapter of the 
Society for the Advancement of Management on Mon- 
day evening, November 20, at the Narragansett Hotel 
in the Rhode Island capital. His topic was “Work 
Simplification.” 
' IO 
DATE SET FOR FIFTH REGIONAL NSA MEETING 
H. C. Wilking, B-C-D Office Equipment, Inc., Detroit, 
Mich., governor of District No. 5 of the National Sta- 
tioners Association, has announced the time and loca- 
tion of the spring meeting of his region as Friday 
and Saturday, May 18 and 19, Statler Hotel, Cleveland, 


Ohio. 
es a 

NEW YORK GROUP HOLDS DECEMBER MEETING 

The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on the evening of Decem- 
ber 18 at the Advertising Club, New York City. 

President R. J. Berry, Berry, Dickie & Stettler, Inc., 
in calling the meeting to order recognized Harry R. 
Lipshutz, Art Steel Sales Corporation, who announced 
on behalf of Bernard Nemlich, Regan Office Furniture 
Corporation, chairman of the committee on publicity, 
that the next issue of the club’s bulletin would be 
published in January. 

Secretary Ben Itkin, Itkin Brothers, announced that 
over $100,000 in War Bonds had been sold for the Sixth 
He thanked the members for their 


generous support, saying that the office equipment 
| division’s response had exceeded each of the last three 


drives. Mr. Itkin, chairman of the office furniture 
and equipment division of the Federation of Jewish 
Philanthropies of New York, also thanked the group 
for their generous support. He announced that $15,400 
had been donated. The balance of the evening was 
devoted to interesting discussions of vital problems 
confronting both dealers and manufacturers. Led by 
Guy Rensler, Remington Rand, Inc., the discussions 
aroused much interest as most of those present par- 
ticipated. 

The next meeting will be held on Monday evening, 
January 8, at the Advertising Club, New York. 
1945 
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Reproduction of Victor 
advertisement appearing 
this month in 
FORTUNE 


Timing... from Hell to B 


You may remember the morning after 
that first B-29 raid on Japan. But you've 
forgotten the three-minute egg that you 
slowly spooned as you hurriedly de- 
voured the news. Yet the raid and the 
egg both hit the spot because both had 
the benefit of . . . timing. 


It took timing—and teamwork—to hell- 
blast the Jap mainland six months ahead 
of schedule. We know, because we were 
in on it in a small way—the Norden 
Bombsights that we make for the Army 
being on that mission. And we have the 
timing and teamwork of eighty sub-con- 
tractors, and the experts of the Army 
Air Forces, to thank for the satisfaction 
we felt as we read our newspaper on the 
morning of last June 16. Some of our 
team of eighty were great industries, 
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already loaded with war work. Others 
were smaller enterprises, but just as 
busy. All were hand-picked for special 
skills. And all had the spirit to add this 
job to the rest, and gear themselves into 
the timing of the team. 


Oddly enough, timing happened to be 
the stock in trade of one of this able 
group. That was N. H. Rhodes, Incor- 
porated, of Hartford, Conn. Their tim- 
ing devices, that now split seconds 
into hundredths, had their peacetime 
counterparts on kitchen ranges, washing 
machines, and other electrical appli- 
ances all over the country. Perhaps one 
of them prevented your 
three-minute egg from V | C T 0 k 
hard-boiling—on that 
history-making morning 


1945 








reakfast! 


of June 16! 


We mention the Rhodes organization 
only because it is typical of all the 
members of Victor’s Norden Bombsight 
Team. They all pitched in on a new job, 
an unheard-of job, and gave it every- 
thing. They all helped make teannwork 
and timing possible. 

That’s the kind of all-out, from-hell- 
to-breakfast spirit and resourcefulness 
that will insure, to America at peace, 
products better than its prewar best... 
arriving on time! 


ADDING MACHINE CO. 
STILL WORKING WITH RIGHT ANSWERS 


159 





built by 





Thousands and thousands of prospects, 
many hundreds of whom are yours, have 
been wailing and waiting for the day 
when they can again buy Remington 


Rand Portable Typewriters. 


Sorry, but—no promises now — except 


this one, when the green light is flashed 


The DELUXE MODEL 5, one of the line of 
superb Portable Typewriters ...s8o0 well worth 


waiting for, so soundly engineered and sturdily 


THE FIRST NAME IN TYPEWRITERS 


160 





we'll be ready at the earliest possible 
moment and our production will be al- 
located to our Dealers so that everyone 


will get a square deal. 


When Portable Typewriters are on sale 
acain, the finest you can offer will be one 


“ 


with the Remington Rand name on it. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn 





Handling hordes of diversified stationery items and 
kindred lines, a friendly new stationery and book 
store, “The Best Seller,” has recently been opened at 
705 Commercial Street, Anacortes, Wash. Its owner is 
T. H. Haugland; its manager, Lester Carlson. Besides 
a fine selection of stationery items, greeting cards and 
books, a complete music department has been in- 
stalled. Both young and old are catered to by Mr. 
Haugland in the varied stocks and appointments of 
the new store, where he strives to have a cordial meet- 
ing place in the heart of Anacortes, as well as a sta- 
tionery shop. Mr. Carlson, the manager, has been 
found to be most interesting and highly informed, 
especially with reference to our “Good Neighbors” 
south of the border. He has traveled extensively in 
South America. 

* * * 

E. Lyle Goss, assistant manager of the University 
Book Store, University Way, one of the leading sta- 
tionery outlets at the University of Washington in 
Seattle, has recently returned to his desk and picked 
up the threads of store management where he left off 
two years ago. During this time he has been Lieu- 





tenant Goss, on active duty with the U.S. Navy. Now | 
separated from the service after having done his bit, | 


he has been greeting old friends of the staff of the 
big store, as well as his old customers in Seattle’s 
university district. There are more customers this 
winter because of the higher collegiate enrollment, 
many discharged fighting men having returned to 
classrooms to complete their educations. 


x * * 


O. D. Williams, head of the Williams Office Equip- 
ment Company, 1005 A Street, Tacoma, Wash., has 
recently joined the ranks of Tacoma’s biggest business 
executives by becoming a member of the Tacoma 
Chamber of Commerce. At the same time, John E. 
Wilcher of the Adding Machine & Calculator Exchange 
was elected to this select body of business bigwigs 
of the Puget Sound community. Member Ford rounded 


up both these office appliance company executives to 


strengthen the ranks of his Chamber. 
a oa * 


Trick & Murray, stationers and printers of Seattle, 


have jumped into the’lead of the Ben Franklin Bowl- | 
ing League, although tied with Carlson’s Typos for | 


first place. Both these teams have won 24 games and 
lost but 12, which gives them the leadership among 
trundlers at the Ideal Alleys in Seattle. The exciting 
winter sport has been under way for several weeks 
among the friends and customers composing the 
graphic arts group of the Ben Franklin league. 

* * * 


Quaint Japanese stationery of peculiar manufacture, | 
left behind when the Japs were blasted from one of | 
their formerly held Pacific isles, has been recently | 


used for his letters by a Seattle man who wrote of 
his battling for the isle with the U. S. Marines. Lieut. 
Charles Arthur Helseth used the Jap stationery to 
good effect in writing to Major R. W. Freeman at 
Seattle. The ersatz stuff—far different from the re- 
fined, cultured stationery of civilized peoples—was 
very rough stationery. Measuring 10 by 14 inches in 
size, ruled with red lines, it was marked with Japanese 
symbols meaning “Sea Force.” The Marine lieutenant, 
who had been in some tough battles with the Nips, 
wrote: “Don’t ever let them fool you. The Japs are 
deadly fighters, remarkable on mortars, and good 
shots. The snipers are always a menace.” 
* ok * 

With a line of office supplies, stationery, novelties 
for bureaus, and similar lines of paper and other 
material, the Washington Paper Company has recent- 
ly established spacious headquarters with warehouse 
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VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U. S. Pat. OF. 


COPYHOLDER 








POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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REG. U.S. PAT. OFF. 








20 


NG) STOCK SIZES 


Special Sizes 
Made to order 






Millions of loose-leaf records accumulating in our war plants must 






, space at 1000 Pike Street, Seattle. The company has 


generally renovated and brightened the set-up, com- 
plete to a fine new outside sign. They previously had 


| been located at 2023 Third Avenue in Seattle. 
* 


be kept for future reference. Liberty Storage Binders, an eco- | 


nomical binder for storing such records safely, are still available. 


You have a greater market than ever before—and strange as it 
may seem—the merchandise for supplying such a market. Liberty 
Storage Binders are made of tough Masonite presdwood with 
strong levant- grain fabrikoid hinges. 20 Stock sizes. Also avail- 
able on special order in any size with any punching. Furnished 
with two Chicago Screw Posts in 1”, 119", 2", 3”, or 4” length. 


Write today for complete details. 


AVAILABLE IN ANY QUANTITY 


Liberty String Binders cannot be 
surpassed as the ideal method for 
packaging small forms such as 
Sales Slips, Vouchers, Checks, 
Tickets, Deposit Slips, Bills, 
Time Cards, ete. 

Liberty String Binders are made 
of quality jute manila with ten- 
sion button and cord attached. 
Style A—1 button; Style B—2 
buttons; Style T with right or 
left hand tab for indexing. Made 
to order, any size, any quantity . 
Low in cost. 

A QUICK OVER THE COUNTER 
SELLER 
SPECIAL UTILITY SIZE 
STYLE RBS 2” x 3” 
Retails at $13.00 Per M. 


Write for complete details 
and prices. 





Established 1918 
BANKERS BOX COMPANY 


536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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Frank J. Ierulli, connected since 1920 with a number 
of stationery and printing establishments in Portland, 
Ore., and recently manager of the Pacific Stationery 
& Printing Company of that city, has bought the Will 
C. Davis Printing Company at 421 Southeast Second 
Avenue, Portland. It has been renamed the Frank 
Stationery & Printing Company, after his own first 
name. He bought the business from the Davis estate. 

* * oK 

Some stationery departments or larger stationery 
stores have established a part-time employment shift 
to piece out the manpower and womanpower shortage 
that has developed in Seattle, where so many thou- 
sands of persons have been called to make the new 
B-29’s (Superfortresses) for effacing Tokyo. At Fred- 
erick & Nelson, Seattle unit of the Marshall Field 
organization, there has been developed a _ special 
“Housewives Shift” for its stationery department, an 
important outlet for stationery, paper and gift sup- 
plies. The shift for housewives is from eleven to three 
each day from Tuesday to Friday inclusive, allowing 
long week-ends, and morning and afternoon time for 
running the household or apartment. By this means 
the store caters to those who have home responsibil- 
ities and wish to earn extra money of their own. 

* * * 


A large stationery and gift department has been 
added to the Renton Hardware & Furniture Company 
at Third and Williams Street, Renton, Wash., where 
all manner of stationery lines and allied items, espe- 
cially Christmas gift lines, have been stocked. 

* * * 


Several of the principal stationery outlets of Seattle’s 
university district recently co-operated in the putting 
over of the 6th War Loan. At a big evening rally and 
entertainment revue there were $250 in War Bonds 
given for bond purchases, with several stationery 
houses offering substantial awards. The University 


| Book Store, catering to most of the college students’ 


LIBERTY STRING BINDERS | 


stationery needs, as well as Diamond’s 5 and 10-cent 
store, also stocking diversified stationery, each gave a 
$25 War Bond to the lucky winners. The Linholm 
Bookstore, of the collegiate section of the city, gave 
a fine pair of book ends to assist in the bond sale. 

* * * 

R. A. Raymond of the Friden Calculator sales agency, 
101 South Ninth Street, Tacoma, Wash., has recently 
joined the coterie of leading businessmen in the 
Tacoma Chamber of Commerce, thanks to Member 
Snell of that business body. 

* + * 

The Seattle Rubber Stamp Company has added to 
its war effort with a brand new and most unusual 
service. It donates the metal license plates for those 
good dogs coming back from the K-9 Corps to occupy 
their little dog houses in the rear of many Seattle 
homes. The heart-shaped metal tags for these dogs 
bear the inscription “War Dog .. . Discharged from 
United States Armed Forces . . License No... . 
Seattle.” The local humane society furnishes a nice 
collar free. 

* ~~ * 


Extent of the bond-buying proclivities of the Royal 


| Typewriter Company were recently revealed at the 
| Spokane Branch of the Royal Typewriter Company, 
| by its manager, G. C. Peterson. This head of the 
| Spokane unit, at West 824 Sprague Avenue, stated that 
| $28,500 worth of War Bonds were purchased early in 


December in the 6th War Loan Drive by the Spokane 
members. Furthermore, the entire company, through 
all of its other branches, had bought three million 
dollars worth long before the close of the current 
drive. 


1945 
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is THE NATIONAL STANDARD FOR SAFE, 

ry ECONOMICAL, EFFICIENT RECORD 

ty STORAGE FOR MORE THAN 25 YEARS 

The leadership of Liberty Boxes quickly estab- 

. lished over a quarter century ago has been 

a constant through the lush of prosperity, the 

m trials of depression, and now through the un- 

ve certainties of war. Top quality at the right 
price, and fair treatment of our dealer organiza- 
tion is responsible. 

y Today our dealers have helped us in a concen- 

ly trated effort to get Liberty Boxes into War 

A Plants, Government Offices, and Essential 


Industries where they are aiding the war effort. 
er That this has been accomplished is proved by 
a glance at this representative list of but a few 
of the Essential Industries using Liberty Boxes 
to for preserving their vital records. For this 
patriotic job we humbly thank our dealers and 









] : 
0 ask that they continue the good work. 
se : ‘4 . - 
n us way our allotmen oO 90ard 18 ein m 
a In thie wa: Hotment of board is being A 
t] fairly distributed through the greatest number rk 
e of dealers to the plants where Liberty Boxes na MC. 
gS ; - Aviation £ otton Products ¢ t 
, serve the war effort best. laa Plant—Buicy M 0. otors Ce ) 
ym. PLEASE NOTE: Idwin rn: Stee! Co. Otor Henne" i Bud POration 
: i 
ae. Liberty boxes are being shipped promptly direct veneral A rican entive Works mane Hall Marvin Safe ¢ 
ice to War Plants, Government Offices, and essential Browne & Shar Car Corporat; W. On Electric Mfg. ¢, . 
Industries. Send your orders to us: (1) giving your Kingsbyr pe Manufacturin 4g Consol altham Watch Co 
customer's name, address and order number. Carnegie. 111 ¥ Ordnance Plane * 0. idateg Vultee Air 0. 
(2) Include a statement regarding his percentage 'Nois Stee! or ‘ H “WeNS-IIlingis GI et Corp, 
; of war work. (3) Instruct - to per muneont se ~— Lamp ace Co. 
a direct to your customer. (4) Advise whether ship- wart. w, low C Ping Cor 
A ment is to be sent Prepaid or Collect, F.O.B. ‘ner Corporation hemica| Company 4 
e Chicago. 
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in 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





IN SPANISH 

A survey by your correspondent among retail sta- 
tioners and business equipment dealers indicates that ‘ . a \ 999 
1944 was a good year, the only difficulty being in ;Vendan marca ELLS’. 
getting merchandise and competent help. Sales have : + ’ 
been consistent, and dealers have filled out their ;Ve n d an 2 a bi amente. 
stocks with greeting cards, games and toys. 

Greeting cards have enjoyed an unusually large 
\ sale. All stores have put in special display tables and 
\ 





racks, with cards being grouped under various classi- IN PORTUGESE 
fications to simplify selection. In addition, small as- 


sortments of games and some toys have been put in, z - OW . ~99f 
the former getting the best response. Vendan marca ELLS'. 


r Discussing last year’s operations, E. P. Haye, local S e ’ 
\ branch manager for L. C. Smith & Corona Typewriters, Ve n d an Sa b lamente., 
‘, Inc., said: 

re “We have been rocking along, making the best of a 

\ bad situation. There is plenty of service work, but we 


can’t get the men; and there are plenty of demands 1] . 
for typewriters, but we can’t get the machines. All IN ENGLISH 


in all, however, we closed 1944 in pretty good shape. 
,¢ And provided that release of more typewriters comes 
through this year, we are looking forward to better e e he ee 


business for 1945.” 


From the retail stationers’ angle, G. S. Thorne, Paul e 
Anderson Company, said: ’ 
“Business for 1944 was very good, especially in view ell \\ ] “a el y e 


ef the difficulty experienced in getting supplies. For 
1945 the outlook is rather uncertain. Our office furni- 
ture department has suffered from lack of merchan- 
dise, and the outlook for replacements is pretty un- 
certain at this particular time. Furthermore, the 
action of the Government in clamping down on all 
activities except those directly affecting the course of 
the war casts a gloomy outlook on any possibility of 
getting much additional merchandise or any new lines, 
particularly during the first six months. By then, the 
course of the war in Europe may have so changed 
the outlook that there will be an easing up, with 
improved shipments of merchandise. It is practically 
impossible to predict anything; we can only go along 
doing the best we can under the circumstances.” 








* * * 

E. H. Zuercher, secretary-treasurer for Maverick- : ‘ : P 
Clarke, is recovering from an appendectomy. He was Our Latin American neighbors will 
stricken early in December and rushed to a hospital be interested to know that WELLS 
for an emergency operation. It was a hard case for aoe. para: é 
Mr. Zuercher, for he is an ardent deer hunter and OFFICE FURNITURE CO. means 
was hospitalized just as the deer season was getting . ’ ; rl 
ander way. one source of supply for a complete 

: line of office furniture and office 

Al Eisemann, vice-president of Maverick-Clarke and ciciimaiiien: aa oe ’ 
governor of the Ninth District, NSA, is a busy man accessories. Yes... everything con- 
these days. In addition to supervising the work under veniently grouped together so as to 
his direction, he has made several trips to Houston F : a 
with R. P. Grieve, vice-president and general manager make your buying efficient and eco- 
of this firm, in the interests of the Southern Printing nomical. When vou think of office 
and Lithographing Company, recently purchased by : ye 
Maverick-Clarke. These duties, coupled with those as equipment, think of WELLS .. . 
governor of the Ninth District, take up all of his time. you too can SELL WELLS and 

At The Clegg Company, L. B. and William Clegg are WISELY. 
proudly telling of their success in bringing home their 
buck. L. B. bagged his early in the season. Later, ’RITE FO ; PACE 
on a trip with Bill, he brought variety into the picture WREEE FOR Tae 165 er 
by bringing down a javelina. Bill, not to be outdone, WELLS CATALOG NO. 555 


brought down an eight-point buck 20 minutes after 
the start of the safari. Congratulations! 

William Clegg, always active in any civic work, took 
a leading part in the recent bond drive. He captained 
one of the teams and turned in some mighty good 
ET results. os ; 
LL. The Clegg Company, in addition to featuring a full ® Sigs ~  - 
00 line of greeting cards, supported these with a large " 
assortment of fancy holiday letterheads that enjoyed OFFICE FURNITURE COMPANY 
an unusually fine reception. What made them popular 7125-33 SOUTH LASALLESTREET CHICAGO 5, ILL 
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INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 





% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 





Your large discounts give you a 
real incentive to sell these units. 


Tue Roperts NumBerinc Macuine Co. 
694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 
Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago 10, Ill. 
593 Market St., San Francisco 5 




















“FAVORITE” 


STEEL SEALED EXPANDING ENVELOPES 


Ec a eee 





74 years 


Yes, seventy-four years making expanding 
specialties for sale in leading stationery 
stores. An outstanding record such as this 
is your guarantee of good salable mer- 
chandise that is readily sold whenever and 


wherever offered for sale. 
h 


THE COOKE & COBB COMPANY 








Originators of f anding Per talties 





57 NINTH AVE. NEW YORK 11, N. Y. 
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was the fact that they could be purchased in limited 
quantities. 

Ross J. Sibert of this company has a plaque behind 
his desk in recognition of his 25 years as a member of 
the Kiwanis Club. 

* a or 

Central Typewriter Company, M. R. Allen, manager, 
has put in a small stock of paints and varnishes to 
fill in for other supplies that are not available. Re- 
ports are that they are having a good reception. 

* * * 

The many friends of Wayne Bolton, formerly assist- 
ant eastern sales manager for Royal Typewriter Com- 
pany, will be interested in learning that he has been 
transferred to a post on the Atlantic seaboard. He 
has been stationed at one of the local Army camps. 

ak * + 

P. F. Southern, Southern Sales and Service, has re- 
turned from a trip to the Woodstock typewriter fac- 
tory, Woodstock, Ill., and to Chicago, where he con- 
tacted manufacturers and wholesalers concerning the 
preparation of plans for the new year. 


Carl Voss, owner of the Typewriter Sales and Service 
Company, and Marty Cowan, district manager for the 
Victor Adding Machine Company, joined in a recent 
deer and turkey hunt on the Voss ranch near Bandera. 
Result: one buck. What makes news, however, is the 
fact that they honestly admitted that the big one got 
away, although four shots were fired. In addition to 
hunting, they spent a few days on the ranch rounding 
up cattle. Mr. Voss reports that when it comes to 
cooking and rounding up cattle Marty Cowan is a 
topnotcher. 

* * * 

Lester J. Ferguson has joined the J. Andrew Smith 

Company, San Antonio, office furniture and accessory 


| dealers, as general manager. 


’ 


Mr. Ferguson comes to his new post with five years 
experience as district representative for United Auto- 


| graphic Register Company, with headquarters in San 


Antonio. He served in the Air Forces as a special 
technician from October 8, 1942, until July 17, 1943, 


| when he was honorably discharged under the War 
| Department regulation permitting men over 38 years 
| of age to return to civilian status. 


The new appointee is secretary-treasurer of the San 


| Antonio Bird Dog and Quail Club, and a member of 


Community Lodge, No. 1201, A. F. & A. M. He is 
married and the father of a 14-month-old son. 
The addition of Mr. Ferguson to this important post 


| in the Smith organization is in line with plans that 
| J. Andrew Smith, head of the firm, has under way for 


expansion. Services will be expanded and additional 


| lines added. 


' —_———=>- 
GLOBE-WERNICKE PLANT DAMAGED BY FIRE 


Production of vital war matériel at the plant of The 
Globe Wernicke Company, Cincinnati, Ohio, was en- 
dangered on December 5 by a fire which caused several 
hundred dollars damage to valuable equipment. The 
blaze was attributed to a spark from a spot welding 
machine. The fire was confined to the fourth floor of 
the building, the wooden flooring in this section being 
completely destroyed. Firemen prevented the flames 
from reaching large quantities of highly inflammable 
paint, lacquers, and varnish stored in a near-by room. 
—RCE 

' 9 
NEW OFFICE FURNITURE FIRM IN ATLANTA 


The opening of a new store dealing in new and used 


| equipment—Bryan Office Furniture Company, 78 East- 


wood Avenue, N.E., Atlanta, Ga.—has been announced 
by the firm’s president and manager, F. G. Bryan, 


| who has been in that line of business in Atlanta for 


more than 20 years. F. P. Drake is the company’s 
vice-president, W. Herbert Hodges its secretary-treas- 
urer. 
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Imperial 
quides 


At Stand Cie 
in any Tk 








_ 








Even a filing cabinet does a better job 
if it gets off to the right start in 
“business life”. That means... outfitted 
with a complete set of Imperial System 
Guides. Imperial System Guides in every 
standard size and subdivision are easier 
to sell... they’re better profit producers 

. they’re designed to withstand the 
punishment of a busy office. Yes... 
your customers will discover and 
appreciate the extra value that Imperial 


System Guides furnish. 


Write for the latest catalog. No. 45. 


Imperial 
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AICO-GRIP Insertable 
Celluloid Index Tabbing 





AICO 
Identification 
Card Holders 











AlCO—Shop AICO 
Ticket Holders Stock Indexes 


No. C-110V OFFICE EQUIPMENT AND SUPPLIES 


wss | AICO PRODUCTS 
- 20” x:30" 
EX lenge capacity |. Aico Indexes. Wide variety of styles. Stock 


fe te anforeagy styles are available, and special indexes can 
a be made to order. 


| 2. Aico-Grip Tubular, Insertable Index Tabbing. 
The first on the market, and still leads in effi- 
ciency and popularity. 













3. Aico Protective Holders. A protective holder 
for production records, shop tickets, route 
slips, specification and blue prints. 


4. Aico Plastic Label Holders. For file drawers, 
| stock bins, tool cribs, etc. Protective, con- 
venient and economical. Easy to insert. 


Always specify AICO 
They’re Proven, Profitable Products! 


AICO-GRIP TABBING 
AICO PRODUCTS LOOSE LEAF INDEXES 
THE BASKET KNOWN TO A CONTINENT’ | DESK PADS and 
G. J. AIGNER COMPANY ACCESSORIES 


| 
SHOP TICKET HOLDERS 


503 S. Jefferson St., Chicago 7, Ill. 


Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 
218 Greenwich St. Nee w York 8, N. Y. 





World's Leading Manufacturers of Indexes and Index Tabbing 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 





The Tidewater Office Equipment Company of Nor- 
folk and Newport News, contractors for Government 
equipment and office supplies, have announced the 
appointment of a new general sales manager, Paul 
H. MacMahon. Paul was born in Chattanooga, Tenn., 
in 1895, and was educated at Wendell Phillips high 
school in Chicago and the University of Illinois. He 
has a military record of two years in the U. S. Navy 
in World War I (13 months overseas) and is a mem- 
ber of the Army and Navy Club, Veterans of Foreign 
Wars, American Legion, and the Adventurers Club of 
Chicago. He was formerly district manager of Paasche 
Air Brush Company, Cincinnati. “Hats off” to Mac, 
and congratulations on a nice steel shelving deal he 
has just closed for the company. 


te oe 


Hon. James E. Gardner, Virginia state manager for 
the Royal Typewriter Company and a member of the 
Virginia legislature, the oldest democratic law-making 
body in the world, has just announced himself as a 
Democratic candidate for Congress. A special election 
will be held in Virginia’s third congressional district 
to name a successor to Hon. Dave Satterfield, resigned. 


* * * 


Clyde H. Vick, the “whirlwind” salesman of Mar- 
chant Calculating Machines at Norfolk, under Emmett 


Avery at Richmond, was a December visitor in the | 
latter city. He was celebrating a dual occasion of 15 | 


years of married life and 15 years of selling high-class 
calculating machines. A big party was staged at Vir- 
ginia Beach, Va. 
* * * 
The Richmond Office Supply Company, owned and 
operated for nearly 20 years by J. A. Kempton, M. D. 


Epes, J. E. Carner and T. A. Stansell, has flourished in | 


the stationery and office appliances business in Rich- | 


mond’s business center by close adherence to business 
principles, and by having at all times the staples of 
commercial stationery. They will mark their twentieth 
anniversary on February 6, 1945. 


* * * 


C. F. Russell, an old, experienced hand at the busi- 
ness of rebuilding typewriters, adding machines and 
Edison Mimeographs for many years in Norfolk, does 
not need to extend his business. He always tries to 
give personal attention and could relate some interest- 
ing rental experiences, but objects to the publicity. 
Widely and most favorably known throughout the ter- 
ritory, he is a brother of Seth Russell of the American 
Typewriter Exchange of Richmond. 


* * * 


A. C. Simmes of Business Machines Service at Nor- 
folk, Va., well known as the Royal man there, is at 
present handling all he can in that line. 


. ee « 


W. C. Westcott, of the Westcott Typewriter Com- 
pany, Norfolk, is kept busy servicing 800 standard 
typewriters used by the public schools in his 25-county 
territory adjacent to the city. 


* * * 


C. S. Taylor, Bank Street, formerly successfully op- 
erating in Norfolk as a dealer for Ediphones, is now 
confining himself to the dealership in typewriters, cash 
registers, adding machines and the R. C. Allen line. 


* * * 


The Norfolk Stationery Company, established 1901, 
is at present being conducted by J. Armistead Carter 
during the absence of his two brothers, who are in the 
U. S. Navy. Richard W. Carter is stationed at the 
Chaplain’s School in Williamsburg, Va., and James D. 
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ORIGINAL 
TUBULAR 
EDGE 
INSERTABLE 
INDEX TAB 























Dependable, time-saving 
Features 


AICO GRIP TABS 


1. Have a grip that does not slip. 


2. Last longer. The molded, tubular edge 
cannot be pinched together; therefore, 
it will not crack. 


3. Are easy to insert. 
4. Can be quickly and firmly attached. 


5. Are easily identified. 7 colors and clear 
celluloid. Reduce finding time by one- 
half. 


6. Hold titles firmly. Titles easily replaced, 
yet cannot slide out. 


7. Are convenient. Pre-cut tabs of 6” 
length can be cut as desired. Also 
available in other packaged units as per 
catalog section '""G". 


ORDER TODAY 


AICO-GRIP TABBING 


~ meer Ss LOOSE LEAF INDEXES 
Pry fh pu 4 DESK PADS and 
74-411'h a ACCESSORIES 
; N ” SHOP TICKET HOLDERS 


+ 
DL Uytht 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Seating 
America’s 
office workers 
CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 










OUR NEW 
REPRESENTATIVE 


in Oregon, Washington, 
Wyoming, Montana an 
Colorado: 
JAMES H. DAVISON 
Hotel Figueroa, Los Angeles 






No. 44 
with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 

















A PERMANENT PEDESTAL 


Many who bought BOSTON Pencil Sharpeners before the 
War have seen them serve throughout this time when Pencil 
Sharpeners are unavailable. To them, BOSTONS have won 
a permanent place in their office, a pedestal of merit for 
dependable service. 

Only a few Pencil Sharpeners are now being manufactured. 
Priority orders must be filled first. We appreciate your co- 
operation and understanding of the continuing limitations 
placed upon us. 


BOSTON 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTIST PENS 
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Carter is at sea aboard one of the new battleships— 
the “U.S.S. Wisconsin.” 
* a * 

The Underwood Elliott Fisher Company has just 
announced the appointment of Ira G. Porter as adding 
machine representative for the Sundstrand in the city 
of Richmond. Mr. Porter entered the U. S. Army in 
1940 as a reserve officer, and was stationed at Camp 
Lee three months before the formal opening of the 
big camp here. He is serving as quartermaster assist- 
ant transportation officer and post regulation officer. 
He later served at Hill Military Reservation as assist- 
ant quartermaster post fire marshal, purchasing and 
contacting officer, post ordnance officer, motor trans- 
portation officer and transportation officer. He retired 
from active duty as a captain in January, 1944. 

aa * * 


Rowe Jarman, who served for several years as a use- 


“ful and valuable apprentice with Cole, Harding & 


James, stationers, is now doing a very successful busi- 
ness in this line with his father at Charlottesville. 
His father, 91 years old, is one of the oldest active 
stationers in the United States. 

* * ok 

E. P. Crockett, Jr., formerly with systems of railroads 
at Richmond, is already making quite a success with 
the “‘WHEELDEX.” His striking advertisements in the 
local newspapers have contributed much to his success. 

* * * 

Many will remember D. T. Kennedy, formerly in the 
stationery field in Richmond with Cole, Harding & 
James, Inc. Mr. Kennedy is now in New Guinea and 
has recently been promoted to a captaincy. 

* ok * 

Floyd Mackey, also with Cole, Harding & James, 
Inc., for a number of years, is now a second mate in 
the Merchant Marine, on the “Newton D. Baker.” 

* otis 
STILSON ADVANCED BY TELAUTOGRAPH 

C. W. Stilson, for the past four years Washington 
branch manager for the TelAutograph Corporation, 
has been named assistant general sales manager of 








Cc. W. STILSON 


that organization. Previous to joining the company 
he was a district superintendent for the Dictaphone 
Corporation. 

The managership of TelAutograph’s Washington 
branch will be assumed by Charles T. Malburn. Prior 
to joining the company, Mr. Malburn was with Lehman 
Brothers, New York. For a number of years he was 
a member of the New York Curb Exchange. 


HERB KLEIN OPENS NEW STORE IN DETROIT 

Herb Klein, for ten years associated with Service 
Office Supply Company, Detroit, Mich., as sales and 
advertising manager, has announced the opening of 
his own office supply and equipment store—Office Sup- 
ply Service Company—in the McKerchey Building, 
2631 Woodward Avenue, in that city. 
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Will Not Split, Peel or Warp 
Handiest of blackboards—have NEW vel- 
vet-smooth' surface that is so easy to write 
on. Each board has 12 in. trough for chalk 
anid eraser—2 holes at top for hanging, 
reinforced with metal eyelets. Packed '/2 
doz. to a carton. 


Me. Oor....... ce ge? List $1.10 Ea. 
nh, aaa Size 18"x24"__...... List $1.50 Ea. 
or Size 24x36"........ List $2.60 Ea. 
No, 804..........Size 36”x48"........ List $5.00 Ea 





SERVICE 
DESK TRAYS 


Distinctive, practical, amazingly durable, 
these handsome trays are made of a beau- 
tifully grained plastic material that com- 
bines extreme lightness with excep- 
tional strength. Material actually 
improves with use. 


No. 912—Letter Size (10’x12/2” 
x23", inside) ....List $1.50 Ea. 


No. 915—Legal Sie (10”x15""x 
234", inside) ist $1.75 Ea. 












See That CORNER 


No. 900—Rigid Metal Supports, 





Molded plastic Corner (Pat- set of 4 ..List $0.50 Ea. 
ented) binds tray together ; 
with vise-like grip. Write for 


CHAIR MAT 


NEW DESCRIPTIVE FOLDER 








‘« BEST. 





DOUBLE- TEMPERED 


for LONGER WEAR 


Amazing 
Resistance to 
Scuffing and 


Scraping 
* 


STANDARD MAT ‘See diagram at 


op ff RE ERE De PIPE = B= List Ea. $5.50 
In Yo dozen lete--stenderd padiage List Ea. $4.50 


* 


JUMBO EXECUTIVE MAT (sec 


diagram at left)... List Ea. $8.00 
In 1/3 dozen lots—standard package......List Ea. $6.80 


* 


GENUINE SERVICE CHAIR MATS are !/, in. thick— 


have beveled edges and rounded corners. 
4 Colors: Brown—Green—Maroon—Black. 


Sold Through 


DEALERS EXCLUSIVELY 


SERVICE 
CLIP BOARDS 


Base is glass-smooth gen- 
uine plastic fibre board. 
Strong clip spring holds 
papers in vise-like grip. 
Furnished in following 
sizes: 
No. 200—Size 61/2"x11"— 
List $0.50 Ea. $5.75 Doz. $67.50 Gross 


No. 203—Size 6”x9"— 

List $0.50 Ea. $5.75 Doz. $67.50 Gross 
No. 204—Size 9”x1214""— 

List $0.55 Ea. $6.35 Doz. $72.00 Gross 
No. 205—Size 9x 151/4"— 

List $0.60 Ea. $7.20 Doz. $78.00 Gross 














SERVICE PRODUCTS COMPANY chicsto 6. ttinoss 
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es the West Lighting — Huorescent oe 
a the West actin in VAN DYKE! 


- a 
























Walnut Wood Base. 
Wood Uprights. 
Instantaneous man- 
ual type, switch 
and ballast. 


THE LAMP OF A 1000 USES! No. 1000 
. . . Arm is adjustable to any 
height. Lamp finished in baked 
on Morocco: reflector with 
baked on White Liquid Plastic 


finish. A. C. 


Model No. 1280 for 
ior 15” height 24” 
t 12 Ik 


Model No. 1281 ——— 

ioe SA". walaht 13 

No. 1280-2 for j Today more than ever... VAN DYKE is 
esc a: PE a America's favorite portable Fluorescent. 
Extension 15” NO ORDER FILLED WITHOUT PRIORITY 


cxtension ld . 


VAN DYKE INDUSTRIES 


CHICAGO 8, ILLINOIS, U.S.A. 


21ST. AND ROCKWELL STS. 
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NEW ENGLAND TRAVELERS CLUB NOTES 
A meeting of the Wholesale Stationers Association 
of the U. S. A. was held at the Hotel Statler, Novem- 
ber 15. After a very enjoyable luncheon the meeting YOUW CAIN HH tEXT ARP 
was called to order by Harold Whittemore, secretary 


of the Association. Addresses were made by Mr. Page, 
OPA representative, and his assistant from the paper 


goods division. 
After the addresses, which were on present and past > LIGHTEN THE AIR-MAIL LOAD ‘io 
war conditions in our industry, an informal question- 


and-answer period was held. All present felt fully re- 
paid for attending. 








by suggesting 


* * * 


: . F to your customers: 
The Connecticut Valley Stationers Association held 


their regular monthly meeting Wednesday, November 

29, at the Indian Hill Country Club in Newington, ? USE EATON’S LIGHTWEIGHT PAPERS ys 
Conn. President Ed Granfield presided, and 37 deal- 

ers and travelers showed up to consume a very gor- 
geous steak dinner. Speaker of the evening was Rich- 
ard P. (Dick) Towne of National Blank Book Com- 

pany. Considering the fact that that section of the BERKSHIRE 
country was enjoying a little snowstorm that night, 


the Connecticut dealers we rell represented. 
‘ : ee Get TYPEWRITER PAPERS 


The attractive store of the Springfield Office Supply 
Company has been remodeled recently to allow more 
room for selling space and easier store traffic. The 
stairs, which had been in the front part of the store, 





in air mail weights are durable travelers. 


have been moved to the extreme rear. The street floor There's a correct Berkshire ‘T ypewriter Paper 
has been redecorated with an attractive light blond 

wood moulding around the shelving, and just inside s for every office need. 

the door is an attractive open display of social sta- NTONS S ld ] id ial 
tionery and gift items. The second floor houses an rrewurren® old through dealers exchuswely. 


“en, EATON PAPER CORPORATION 


PITTSFIELD MASSACHUSETTS 


immense display of office furniture and also includes 
the business office of the company, as well as the sales 
office and a service department for machines. The 
third floor is used as a receiving and stockroom and 
also includes a separate room for marking and pricing 
merchandise before it is put in stock. The exterior has 
not been neglected, the name of the company being PLUMA FUENTE ESTERBROOK 
displayed in large neon lights. 

James Feeley, the owner of this progressive organ- 
ization, and his entire staff are to be* congratulated 
for their foresight in preparing now for post-war 
business. 

(The above items are from the December issue of | 
the New England Travelers Club News.) 











*—- 


HUNT PEN ENGINEER RETURNS FROM SERVICE 

After two years service in the Army, including some 
exciting experiences in the Persian Gulf operations, 
Henry M. Frankenfield has returned to the C. Howard 






Creacién de la fabrica mas grande de 
plumas en los Estados Unidos, esta mag- 
nifica pluma fuente con sus treintitres 
estilos de puntas facilmente intercambia- 
bles, convierte el mas pesado trabajo de 
escribir en un verdadero placer. 


H. M. FRANKENFIELD 
Hunt Pen Company, Camden, N. J., to resume his work 
as developing engineer. 


Mr. Frankenfield will be remembered for his inter- 
esting and instructive books on linoleum block print- 
ing, and his development of this subject to the status CAMDEN, NEW JERSEY, E. U. A 
of a national hobby. 





Puntas ~ 
\. Inter-Cambiables 
\ Las Que Vd. Puede A 
\ Cambiar 
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TYPEWRITER RIBBONS * CARBON PAPERS + STENCIL INKS 


For Real Joy of Living, the sensation of skating down the 





TO BUYERS ABROAD: 
We cordially invite you to 
ing one’s legs on a far-flung lake, is unsurpassed. ° write our Export Depart- 
ment at Aurora, IIl., in 


beckoning length of a glittering stretch of river, or stretch- 


° your own language, pre- 
senting us your problems 
; er , , , concerning Inked Rib- 
For Real Beauty of Writing, Miller Line Inked Ribbons, . 

Carbon Papers and Stencil Inks, are unsurpassed. Your letters will be an- 
swered promptly by air- 


bons and Carbon Papers. 


mail. 














BUILD YOUR REPUTATION ON 


STENCIL INKS FOR 
MIMEOGRAPHING 


TYPEWRITER AND 
OTHER INKED RIBBONS 


CARBON PAPERS The Line That Withstands 


Comparison 





Manufactured Exclusively by 


MILLER-BRYANT- PIERCE 


DIVISION OF L C SMITH & CORONA TYPEWRITERS INE 


AURORA, ILLINOS, U. 5. A. 





Write for address and telephone number of Your nearest Miller Line Service Center. 
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your inquiries. Many types and styles of © 
binders are available. Write for further details 


@ CHICAGO 10, ILLINOIS 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 «© PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 3503 
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ram % BIG SELLERS IN THE MAP FIELD 


For All Office Supply Houses, Stationers, Book Stores and Gift Shops 








Big Maps for Little Money . . . Fine PROFITS 








i 





Mediterranean and 
the Near East 
United States 

The World 
Atlantic Ocean 
Pacific Ocean 
Alaska 
Newfoundland 

Cc 


anada 
7 British Columbia 


Mexico 

Central America 
West Indies 
NorthAmerica 
South America 
Europe 

Africa 

Asia 


9 Japan 


Australia 

East Indies and 

New Zealand 
Philippines 

Hawaii & U.S. Posses- 
sions in the Pacific 
Oceania (Southwest 
Pacific with Australia 
and New Zealand) 


37 





Display Box FREE with Order for 6 Dozen 
41 Subjects—35c Each—Order by Number 


5 England and Wales 

9 Scotland 

1 Ireland 

5 Spain and Portugal 

9 France 

1 Netherlands, Belgium 
and Luxembourg 

5 Sweden and Norway 

9 Denmark and Finland 

3 Germany (before 
Austria, Czecho- 
slovakia, and Memel) 

5 Greece & Switzerland 

9 Italy 

1 Yugoslavia, Albania, 
Rumania and Bulgaria 

7 Poland, Lithuania, 
Latvia and Estonia 

1 Russia (U.S.S.R.) 
in Europe 

3 Palestine, Syria, 
Trans-Jordan 

5 Turkey and Southeast 
Europe with Syria, 
Palestine, Iraq 

9 India 


383 China 
384—Invasion Map of Germany 


Cram’s 


INVASION 
MAPS 


of ALL NATIONS 
AT WAR 


in Europe, Asia, in 
the Pacific Ocean, 
Also of the World, U. S. 
and Foreign Countries 


There are 41 subjects to choose 
from. All the maps are as finely 
detailed as possible according to 
scale. They are full colored and 
make a fine showing wherever dis- 
played. All the maps are in demand, 
rapidly being sold to all who have 
friends and relatives in the service. 
Many dealers are offering 3 for 
$1.00 which adds to volume and 
profits. Maps going strongest now 
are of all the countries in Europe 
and of the Islands in the Pacific 
Ocean, China, Philippines, India. 

For more profits, order more 
Modern Series Maps. 


SAIPAN, TINIAN ano AGIGUAN 
( of the Marianas Group) Marpi Pt. (Tore misetth 


-Mappi San 832 Fe 















Maniagasha ( Meniagoha To) & Tanapag (Tenapeky) 


Tanapag Hbr.\ saipan Ko) ‘nai Fehon 
Mutcho Pt. (Poxtamuchou Sari) Sadogutashii 
' ; 
Saipan Hbr, (Garapan Anch} Gara ‘y 
+f *& Tapgcho San ( Tapotchaw ) 1666 Ft. 
Laulap (Raurau) 


ie /Haguman Misaki 
“7 Magicienne or Laulaw 
J De (neares Wont _ 


Faibus san hilo Pt 
(Fuatousu San Hiro Saki) 


15° (Bona Vista) 





N. Curguan Pt N. 
(Featowse Sa» Popa Sari) 
Tinian (Tenian $57 Fe. 
Tinian sf Marpo Pt. (Warege baat) 
Lalo Pt. 
(Aarorinasu Baki) 
4; Tatsumi Sho 
Tinian Suido 
Agiguan sera 

(Agiigan To) E , 
Mefotes twee 448%40E, © Vee George F. Crom Co.. inc. 

















DELUXE MAPS—A prize selection. Many new and shown for 
the first time. Printed on fine super in full colors. Easy to read. 
A COMPREHENSIVE INDEX — Covering over 300 countries, 
islands, and places throughout the world whose exact 

locations are not popularly known. $ 00 
page with cross reference for quick location to all e 


battle fronts Price in dozen lots only 


ram’s Global War Atlas 


Large Maps in Color Cover the World. Size 12x15 Inches. 


32 Pages ... Board Covers. 


Index refers to 

















ram ’s Maps of the Bible Lands 
Now Sold Through CRAM DEALERS 


A big opportunity for dealers to cash in on a Specialty 
that has unlimited opportunities with no competition. The 


book is carefully edited 





a complete reference for Bible 


Classes, Sunday Schools, Religious Bodies and for the gen- 
eral public who wish to follow the bible story with its 


geography. 


Beautifully printed in 4 colors, 8% x11 inches. Contains 


over 20 Maps. 


Index to over 400 Places in Bible History. 


Shows the Birthplace of Civilization Down to the Present Day. 
Special Feature is “The Life and Journeys of Christ,’ 
told in 8 Separate Maps. 


Order direct from this 


advertisement or write for 
Descriptive Literature. Price in dozen lots only........ C 





Section of One of 62 Insets (Actual Size) 


Cram 


PICTOGRAPHIC 
MAP OF PACIFIC AREA 


Sizes 46x 36 Inches + 10 Beautiful 
Color Tints + 63 Maps in One 


Large map encompasses entire Pacific Area— 
62 close-up maps around border give details of 
all important Islands and Strategic Points and 
Ports on Both Sides of the Pacific. 


FREE 


WITH PICTOGRAPHIC MAP 
176 Miniature FLAGS 


Flag Emblems of all the warring nations. 
Makes it easy to follow Allied advances and 
enemy set-backs. 


16 Page INDEX BOOKLET 


Covers over 2,500 name places of all points on 
map. Keyed to locate quickly even the most 
remote places, 


STYLES and PRICES 


P.A. No. 1. Paper sheet. Each map in an indi- 
PEL RI Su cet sx ceiciccbasenicch-ortmkuee teat $1.00 each 
P.A. No. 2. Map mounted on Cloth with split 
sticks top and bottom for hanging......$3.00 each 
P.A. No. 3. Mounted on center-hinged Tack 
Board. Map can be folded or stood up anywhere 
at V angle. Eyelets permit hanging.....$2.50 each 


FRIENDLY CHALLENGE TO DEALERS 


If you do not agree that this is the largest, 
most colorful, finely detailed and completely 
indexed map of the Pacific Area ever shown, 
return the maps ordered, charges collect, for 
prompt credit. 





Order Direct from This 


Advertisement 
or Write for 
Bulletin P.A.6 





THE GEORGE F. CRAM COMPANY, INC. 


730 E. WASHINGTON ST. - 


NEW YORK 1 
230 Fifth Ave. 


CHICAGO 54 
1524 Merchandise Mart 


INDIANAPOLIS 7, INDIANA 


LOS ANGELES 15 
1,000 So. Los Angeles St. 


Prices Shown Are 
Selling Prices. 
Anticipate Your Needs. 
Order NOW. 
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Calendar of 
Industry Activities 

















February 11-12. Midwinter meeting, National Office 
Machine Dealers Association, Jefferson Hotel, St. Louis, 
Mo. Joe M. Hicks, Executive Secretary, 1101 Vermont 
Avenue, N.W., Washington 5, D. C. 


February 26, 27 and 28. Thirtieth annual meeting, 
Wholesale Stationers’ Association of the U.S.A., Edge- 
water Beach Hotel, Chicago. H. C. Whittemore, Secre- 
tary-Treasurer, 250 Fifth Avenue, New York 1, N. Y. 


April 6-7. NSA District No. 9, Galveston, Texas. 
Alvin Eisemann, Governor. 


April 13-14. NSA District No. 8, Muehlebach Hotel, 
Kansas City, Mo. Ted R. Warkentin, Governor. 


April 16-17. NSA District No. 10, Denver, Colo. Fred 
B. Robinson, Governor. 


April 23-24. NSA District No. 7, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Governor. 


April 26-27. NSA District No. 6, Edgewater Beach 
Hotel, Chicago, Ill. W. M. Weck, Governor. 


May 18-19. NSA District No. 5, Statler Hotel, Cleve- 
land, Ohio. H. C. Wilking, Governor. 


October 1, 2 and 3. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 
P. Garvin, General Manager, 740 Investment Building, 
Washington, D. C. 

———<— -_—_ 


NEW CORPORATION TAKES OVER ZION PRINTING 


A new company, known as Burgess, Anderson & Tate, 
Inc., was recently organized in Zion, IIll., as successors 
to the Zion Printing and Office Supply division of Zion 
Industries, Inc. The new firm will take over the physi- 
cal assets, including the printing plant and merchan- 
dise, of Zion Printing and Office Supply, which has 
been in operation more than 40 years. 

The three principals involved have been associated 
with Zion Industries, Inc., for many years. John G. 
Burgess, associated with the company for 28 years, and 
manager for the past several years, will serve as presi- 
dent; Harry Anderson, long a special representative, 
is the new executive vice-president, and Wilfred S. 
Tate, buyer for the past 12 years, has been named 
secretary-treasurer. 

The new officers have announced that business will 
continue as in the past, with the same general policies 
in effect that have made the organization successful 
during the last quarter-century. 

ee 


CELEBRATES TWENTIETH ANNIVERSARY 


The Typewriter Equipment Company, 38 Park Place, 
New York 7, N. Y., is celebrating its twentieth anni- 
versary this year. 

In 1925, just 20 years ago, the business was started 
by the late E. M. Glueck. The company prospered and 
is now under the guidance of the founder’s son, 
Charles F. Glueck. The firm deals in typewriter sup- 
plies and parts, and are exclusive distributors of 
Miracle platens and Konkave Touch-Eez key cards. 

’ re 
CRITERION PRODUCTS TO OPEN RETAIL STORE 


Criterion Products Corporation, a printing estab- 
lishment at 19 West 44th Street, New York City, has 
signed a lease for a commercial and stationery store 
at 420 Madison Avenue. The new store, to open on 
or about February 1, will be managed by I. Kaplan, 
formerly manager of Gensup Stationery Company. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a | 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our ¢o- 
operation. 


EXCLUSIVELY for | 
DEALERS «. STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
4 New York 7, N. Y. 























New plastic heads... 
uniform colors... light- 
er weight. Needle sharp 
points. RIGHT through- 


out. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 
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Available Again! 


THE ORIGINAL 


NORTA 


PLASTIC TYPE CLEANER 





EQUAL TO PRE-WAR QUALITY 


Once again the famous NORTA PLASTIC 
TYPE CLEANER can be had in its orig- 
inal excellence—widely known before the 
war for its efficiency in cleaning type- 
writer type, stamps, etc. 


NORTA will be welcomed back by its 
many old friends who have used it so 
successfully before. Its remarkable qual- 
ities will make many new friends for 
NORTA—that completely satisfying type 
cleaner. 

Unlike other cleaners, no more scrubbing 


no more rubbing; clean, efficient, quick 
just press and the job is done. 





It’s a fast seller...order a supply today. 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST... NEW YORK 18. N. Y. 








PENCIL POINTERS _ DRAWING AND TRACING PAPERS. 
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CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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(Continued from page 32) 


tain. Fiber ferrules are less efficient, they said, and 
plated steel, though satisfactory, does not have the 
rust-resistant quality of brass. 

A Chemicals Bureau representative reported that 
cellulose acetate and butyrate were in fairly good 
supply. However, the quality of cellulose acetate is 
somewhat inferior to the pre-war quality due to in- 
adequate supplies of certain critical plasticizers. In- 
creased requirements for smokeless powder and insect 
repellents consume a large portion of the plasticizers 
needed for cellulose acetate, he pointed out. No im- 
provement in the quality of the cellulose acetate is 
anticipated for at least four or five months, he stated. 

Lumber will also continue to be extremely limited 
in supply and there is little possibility of an increased 
quantity of lumber being allotted to pencil manufac- 
turers in the near future, Government officials said. 


o 
INCREASE IN GUMMED TAPE MACHINES ALLOWED 


An increase in the manufacture of gummed paper 
sealing tape machines has been permitted by an 
amendment to General Conservation Order M-126, the 
War Production Board announced on Friday, Novem- 
ber 24. 

The sealing tape machines are hand dispensers made 
of cast iron or sheet steel. They hold rolls of gummed 
paper and are commonly used by commercial and in- 
dustrial establishments. They help conserve the use 
of rope, cord, string, or wire in the packaging of ma- 
terials, WPB said. 

Permission to purchase the machines has been 
granted heretofore on AA-3 or higher priorities. How- 
ever, increasing demands for this item of industrial 
equipment have made it necessary to allow unre- 
stricted manufacture of the dispensers, insofar as 
manpower and material restrictions will permit, offi- 
cials of WPB’s Steel Division said. Controls will con- 
tinue to be enforced over manufacturers’ and distribu- 
tors’ inventories. 

The gummed tape machines will be manufactured 
chiefly in the New England area, WPB said. 


o 


WOOD OFFICE CHAIR ADVISORY COMMITTEE 
ASKS WPB TO LIFT PATTERN RESTRICTIONS 


Removal of restrictions on the number of furniture 
patterns that may be made and offered for sale at any 
one time by individual furniture manufacturers was 
recommended by the Wood Office Chair Industry Ad- 
visory Committee at its recent meeting, the War Pro- 
duction Board reported November 24. 

The furniture order, L-260-a, currently permits each 
manufacturer to make and sell no more than 25 per 
cent as many furniture patterns as he offered for sale 
during September, 1941, or 24 patterns, whichever is 
greater. Deletion of this provision from the order 
would be a forward step in preparing the industry for 
the resumption of peacetime production, since it would 
permit manufacturers to make more wood office chair 
patterns whenever manpower, materials and labor 
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SAILING TOWARDS VICTORY 


We’ ve limited produc- regain their places in business competition 
tion of Stebco brief —... to swing brief cases once again with 
cases and zipper port- their high old optimism. 


folios during this war . 
Victory then will mean just this: 
because of the restric- . 
For us: A return to volume production of 


tions that have pre- eo 
civilian goods for your urgent requirements. 





vailed and also to For you: Quality leather goods, even finer 
make emergency sails for life rafts plus than before . . . improved by new techniques we 


other vital war items for service men. have developed in war work. 


an ; For our victorious service men: The type of 
[hese men must be served today... just 
‘ fine portfolios and sales cases that help make 


as they will be tomorrow,.when they return . am 
. » successful American s 


victoriously. Again they will be eager to Linndnene ibe: 4 


STEIN BROS. MANUFACTURING CO. 
231 South Green Street © Chicago 7, Illinois SI CO 
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Cash in NOW On 
FAIR CHAIR CUSHIONS 


ee rae soos = = We Can Deliver NOW 





Our DeLuxe Line of 
Genuine Flaked Foam 
Rubber, Wrapped in an 
Equal Amount of Cotton 
Felt, Are Self Selling. 


Our Cotton Line, 
Filled With All Cotton 
Felt, Are Priced for 
Volume Sales. 





Available in Brown and Green; in Executive and Steno Sizes; in 
2" Thickness (as shown above) and |"' Thickness (as shown below). 





Covers Are in Three Styles. 
1—AIll Gabardine 


2—Reversible; One Side Fibre 
Matting, One Side Gabar- 
dine. 


3—Reversible; One Side Ar- 
tificial Leather, One Side 
Gabardine. 


* 


All cushions are sewed inside and 
out for heavy duty and are perma- 
nently guaranteed against opening. 





Write NOW For Circular and Price List 
FAIR FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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are available and their war work is completed, com- 
mittee members said. 

The committee also recommended deletion from 
L-260-a of the provision prohibiting furniture manu- 
facturers from maintaining an inventory of lumber in 
excess of 42 per cent of the amount of green lumber 
and 21 per cent of the amount of other wood used in 
the production of furniture in 1943. WPB representa- 
tives pointed out that the furniture manufacturers 
then would be subject to the inventory restriction of 
Priorities Regulation 1, which permits manufacturers 
to maintain only a minimum practicable working in- 
ventory. 

Under Direction 6 to the lumber control order, L-335, 
issued November 18, 1944, WPB officials reported, cer- 
tain sizes and grades of eight species of hardwood 
produced by sawmills cutting 5,000 or more board feet 
of hardwood per day are required to be reserved for 
military orders. This applies to white oak, red oak, 
birch, beech, pecan, rock elm, hard maple, and tough 
white ash in No. 1 common and better grades, in 5/4 
and 6/4 thicknesses (1% and 1% inch). Officials ex- 
plained that these hardwoods are needed to assure the 
fulfilment of urgent military requirements for cargo 
truck bodies and cots. 

Office chair manufacturers who have any of these 
hardwoods on hand, however, may use them, WPB 
representatives said. They suggested that manufac- 
turers whose stocks of these species, grades, and sizes 
exceed their present needs offer such lumber for use 
under these urgent military programs. Manufactur- 
ers who offer lumber for this emergency may replace 
it by extending the rating assigned to the military 
orders for their lumber, which presumably will be 
AA-1. WPB representatives added that possibly the 
armed services would not need all “shorts” (less than 
8 feet long) of the affected species and that appeals 


for the release of “shorts” could be filed by manufac- | 


turers. 
Not only the critical lumber situation, but also the 
difficulty of obtaining rubber for seat fillers and up- 


holstery leather will retard the resumption of normal | 
production, industry members said. They also said | 


that post-war demand for wood office chairs is ex- 


pected to be high enough to permit the industry to | 


double current employment. 
SET die ce 
NEW MAN TO HEAD EDIPHONE BRANCH 


The appointment of Charles P. Andrae as manager 
of the Ediphone branch office at Kansas City, Mo., 


effective December 1, has been announced by A. P. | 


Hornor, vice-president and general manager of the 


Ediphone division of Thomas A. Edison, Inc., West | 


Orange, N. J. 

Mr. Andrae became affiliated with Ediphone in 1919 
and was employed in various sales capacities until 
1939, at which time he was appointed director of 


municipal, state and federal sales of the Ediphone | 
division in the New York State area. In 1942 he en- | 


listed in the security division of the Maritime Service 
and after six months of active duty returned to Edison 
as a production executive. 
Territory under the jurisdiction of Mr. Andrae will 
include most of Missouri and all of Kansas. 
———-o— 9 


KENNEDY’S STORE MOVED TO DODGE CITY 


Jack Kennedy, owner of Kennedy’s Office Supply, 
operated for a number of years in Wellington, Kans., 
has announced that the store has been moved to 1102 
West Chestnut Street, Dodge City, Kans. 

Virtually the west half of the state of Kansas will 
be covered, Mr. Kennedy has announced, adding that 
his organization has been made distributor for Rem- 
ington Rand, Inc., for the southwest quarter of Kan- 


sas. The firm specializes in office supplies, printing, | 
lithographing, county records, office furniture, gifts 


and novelties. 
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PRODUCTS 








... A new line of Guaranteed peau Supplies 
that will ring up bigger profits and repeat orders. . . 
MASECO DUPLICATING SUPPLIES 


Indestructible Cellulose Stencilk—Mimeograph Inks— 
Elliott Inks—Correction Fluid—Styli, etc. 


ALL RIBBON STYLES 
Typewriter & Adding Machine Ribbons 
Addressograph & Multigraph Ribbons 


STILL AVAILABLE 
Rebuilt LINE-A-Times (All sizes up to 36 in. wide) 


OFFICE MACHINES 














Adding Machines Calculators Dictating Machines 
MAILING MACHINES 

Addressographs Mimeographs Sealing 

Elliott Addressers Multigraphs Stamping 

Speedaumat Liquid Duplicators Folding Machines 





Kardex, Rand & Acme Cabinets 
All Merchandise Completely Rebuilt and Guaranteed. 
WRITE FOR PRICES 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15th St. (Mailers’ Bldg.), New York 11, N. Y. 

















=” PROFITS 


Few products handled by dealers re- 
turn such a steady run of profits as, 
Nev-R-Kurl Carbon Paper. Give 
Nev-R-Kurl’s exclusive features rigid 
comparative tests and they will prove 
to be the winner in any race for repeat 
business. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 





Gives 35 to 50°, more copies per 
sheet by actual tests. 
Universal adaptation— same _ sheet 


works on standard or noiseless type- 
writers, billing or bookkeeping machines. 










Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons a 
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PROTECTING the 
BANK ACCOUNTS of the WORLD 


For nearly half a century, Todd Protectographs have been used to safe- 
guard the finances of governments, banks and industry in every part of 
the world. 


They are acknowledged everywhere to provide the most effective and 
dependable protection from check fraud losses, and . . . insurance guar- 
antees the reliability of this protection. 


Todd Protectographs are designed and built to operate smoothly and 
efficiently for many years. Expert servicemen are located in practically 
every principal city. They inspect, clean and adjust Protectographs in 
order that users may continue to enjoy their trouble-free operation and 
unfailing protection. 


When victory is won, new models of these indispensable business 
machines will be quickly available. 


THE TODD COMPANY, INC. ROCHESTER, NEW YORK, U. S. A. 
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Easy to sell because: 


1. The “Y and E” Direct Name System is the most efficient system 
for filing correspondence and other papers and is SO SIMPLE TO 
OPERATE. 
2. There are real selling aids to help you. 
a. A pocket size die cut Direct Name Demonstrator that shows all 
component parts of the system and the function of each part. 
b. “Y and E” Office Manual Section 17. A complete set of Instruc- 
tions and Indexing and Filing Rules. 


ce. THE DIRECT NAME OUTFITS (Nos. N125D-N125DP). 
Where the larger indexes are not needed, these complete outfits are 
a big help in starting your customer or prospect to use the Direct 
Name System. The small business office or the business executive 
can use these attractively packaged outfits advantageously. BIG 


SALES START WITH “Y and E” DIRECT NAME OUTFITS. 


Profitable to you because: 
1. Every sale means a satisfied customer. 


2. Filing system installations, properly serviced, open the door for 
countless repeat supply orders. 


3. A customer who is satisfied with the service from his filing system 
naturally will give you consideration when it comes to Files, Transfer 
Cases, Desks and other equipment. 


The “Y and E” Franchise includes many valuable helps for making 


QUICK INVESTMENT TURNOVER. 
FOREMOST FOR MORE THAN SIXTY YEARS 
Branches Agents 
inte, YAWMANNDFRBE MFG.(O. 222: 


1015 JAY ST., ROCHESTER 3, N. Y. 
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COEPERSOODOTAROLOROROEDNOEREDO RIDERS 





THERE IS A 


De , Disp - mm 


REG. U. S. PAT, OFFICE 


DATED PLATEN 





for every type of 


FOCUUEUSCURUAOREECUAEEOEOUEUEEUEOEDEEUEOEOURORUEDEROEODOOEE 


office machine 


TYPEWRITER 
PLATENS 


furnished only in 


GRADES 3 and 5 





SHIPMAN-WARD MFG. CO. 


THE DEALER’S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, Il. 
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New 
Wartime 






Emergency 
Location 


UNTIL 
THE 
VICTORY 
IS 
WON 





acre 


EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
BROOKLYN, N. Y. 
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STORING AND HANDLING NON-PRODUCTIVE 
STOCK 


(Continued from page 28) 


claim it. The majority of companies keep no record 
of turnover for non-productive stock. This method of 
establishing stock limits is not proposed as a hard and 
fast rule, but should be tempered with common sense. 

The consumption of some items may be so low it 
would not be practical to follow this rule. Packaged 
items and quantity discounts also enter the picture, 
but should be carefully considered to make sure the 
reduction in price more than offsets the interest on 
the investment, the extra space occupied, the extra 
handling costs and any loss through deterioration or 
obsolescence. 

Minimum and maximum stock limits can only be 
established on the basis of experience. It is apparent 
that if we desire to learn the lessons that the facts of 
experience can teach us we cannot depend on memory, 
but must have a text book in the form of written 
records concerning each transaction on each item. 

This form should be made in duplicate. The dupli- 
cate should be retained and, after noting the date on 
the “maternal control” card, placed in a “tickler” sec- 
tion at the front of the “unfilled” file. It should be 
filed under the requisition number which has been 
placed in the upper right hand corner for ready ref- 
erence in filing and finding. 

The original copy should be sent to the purchasing 
department and from it the purchase order can be 
written. A copy of the purchase order should be sent 
to the stockroom. Upon receipt of this copy, the rec- 
ord clerk should remove the duplicate requisition from 
the ‘“‘tickler,” insert the information on it, and return 
it to the main section of the unfilled file. 

He should then note the bin location on the P.O. and 
send it to the receiving clerk, who should file it under 
the order number until the receipt of the material. 
Then, after checking in the shipment, it is transferred 
to a filled file. This advance notice cf incoming ship- 
ments will be helpful in planning his work. 

The placing of orders with a vendor is a function 
of the purchasing department, and as such does not 
come within the scope of this discussion other than 
to mention that (a) the purchase record card for the 
part number should show the requisition number, one 
or more sources of supply, the normal and emergency 
delivery periods; (b) the order form should instruct 
the vendor to show both the order number and the 
requisition number on all shipments (bills of lading, 
invoice and packing slips); (c) if the quantity is 
changed from that shown on the requisition the pur- 
chasing department should notify the stockroom rec- 
ord clerk. 

The Receiving Form 


The receiving form is ordinarily contained on a 
5” x 3” card. It is desirable to use the same size for 
both the requisition and the receiving slip. The re- 
ceiving form should be made in triplicate. The original 
copy should go to the purchasing department and the 
duplicate to the record clerk. The triplicate should be 


_retained and filed by requisition number. 


Upon receipt of the duplicate, the record clerk 


' should pull his copy of the requisition, post the infor- 
| mation from both on the material control card, and 


then file the duplicate receiving form by part number 
and the requisition by its number in a filled file. He 
would then have a cross reference on part and requisi- 
tion numbers, further supplemented by the order 
number from the P.O. copy in the receiving clerk’s 
file. 

In the case of part shipments, shortages or dam- 
ages, the accepted portion of the material should be 
posted on the material control card, but all other 
records should be left in position and signaled to show 
they are incomplete. If the quantity involved on dam- 
ages or shortages is large enough to endanger the 
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HE war has created thousands of new friends 
and customers for Ace Stapling Equipment. 
Ace Staplers are now found in practically every 
civilized country...also on board ships, in training 
and army camps, munition plants, drafting rooms 
and Government offices...everywhere a stapling 


job is to be done quickly, efficiently. 





ACE SCOUT...$1.00 





ACE PILOT...$4.00 


A“ Fasteners are made with watchlike pre- 
cision, from the finest materials procurable 
and by skilled workmen, yet they are so rugged 
in construction they last a lifetime. Production 
is being stepped up as rapidly as wartime con- 
; ditions will permit. Additional shipments will 
a a rf 7 soon be available for dealers’ stocks. 

a emmmnenenett SOLD THROUGH DEALERS EXCLUSIVELY 





ACE CLIPPER... $4.50 








- SP 


ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO. 
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MICHIGAN 


Sectional 


BUOKCASES 





No. 700 
STURDY CONSTRUCTION 
EXCELLENT FINISH 
EASILY ASSEMBLED 
TURNED OR STRAIGHT LEG PATTERNS 
BOOK SECTION HEIGHTS 9, 11 or 13 INCHES 


NOW, while stock is available for imme- 
diate shipment in walnut or mahogany 


finish, is the time to get in your samples. 


The demand for bookcases will be 
heavy. Don't wait to place orders until 
too late to obtain service and thus lose 
the profit possibilities available in 


Michigan Bookcases. 





Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 
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minimum stock limit a new requisition should be 
issued for replacement without waiting for a settle- 
ment with the carrier. 

A decision should be made in consultation with the 
accounting department to determine the length of 
time these records should be retained after receipt of 
the material. It may be suggested here that they be 
retained two or three months after annual inventory. 

For disbursing there should be a separate requisition 
form for stockroom withdrawals. This form should be 
of a color to distinguish it readily from the order 
requisition. Here again a 5” x 3” size has been used 
for the reasons previously explained. A separate form 
should be used for each item requisitioned. 

Approval should be made only by an authorized per- 
son whose signature should be on file in the stock- 
room. In the majority of cases the disbursing clerk 
will have to fill in the part number from the descrip- 
tion given. He should have a catalog or manual (de- 
scribed later) for this purpose. 

A requisition which cannot be filled at once should 
be attached by a Signal clip to the order requisition 
in the unfilled file to show the backed-up demand. The 
same should be done with a partially filled requisi- 
tion after the delivered portion has been posted on the 
material control card. 

A receptacle should be provided near the issue win- 
dow in which to place temporarily the filled requisi- 
tions until they can be posted. Posting should be a 
continuous operation and should not be permitted to 
lag behind disbursements more than a few hours. 
After posting, they should be filed in a filled file under 
the part number, for a period to be decided upon. 

If tools are issued on loan a separate file should be 
used to house the requisition. When the tool is re- 
turned the requisition should be pulled and destroyed. 


Significance and Use of Material Control Card 


The material control card is a record of first im- 
portance. This should control and insure the efficient 
operation of the stockroom from the standpoint of 
having the proper quantities on hand and in the loca- 
tions where they belong. 

A stockroom cannot be more efficient than the rec- 
ords which control it. A record that is poorly kept or 
which only tells half the story is a written guarantee 
of an inefficiently operated stockroom. 

Care should be taken to include all necessary data, 
but data that is not pertinent only adds work and 
confusion. Enough space should be provided in the 
columns so that the data can be posted legibly with- 
out resorting to engraving each letter or figure. 

There should be columns showing the monthly to- 
tals to summarize the receipts and disbursements, and 
present a quick picture of the turnover. It is from 
these that stock limits can be established accurately 
and corrections made in them as experience dictates. 
After this record has been maintained for a period of 
time, seasonable demand for any of the items will be 
disclosed. If there is a seasonable demand of suffi- 
cient importance stock limits can be varied ac- 
cordingly. The daily entry columns should be repeated 
the full height of the reverse face of the card. 

In a stockroom where the entries are quite numer- 
ous, it may be found desirable to have a supplemen- 
tary card with the daily columns starting immediately 
under the top line on both faces.A retention period 
for this record should be decided upon but it should be 
kept in mind that a history of several years may be 
required to establish revised stock limits. 


Operation of a Location File 


It usually will be found desirable to have a “loca- 
tion” file at the issue window. This is especially true 
in large stockrooms. The file can be highly condensed 
by listing a number of parts on a single card. A 5” 


' by 3” size will permit listing of twenty parts. Any 
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MICHIGAN'S 


SECHA-TYPE (Patent No. 213380) DESh 
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A favorite with Michigan's many Dealers prior 
to the war — but at present a casualty. 


When materials and manpower are again avail- 


able, this grade of merchandise will be produced 
—and with added improvements. 


Present production of Michigan desks is being 
distributed as fairly as we know how. 


MICHIGAN DESH COMPANY 


GRAND RAPIDS MICHIGAN 
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BRIGHT MASONITE FLOOR PADS 






FOR 
IMMEDIATE 
| DELIVERY 


4 y/? 


‘emma * 


36x48 


NATURAL 
COLOR 


' . P ; 4 IN A CARTON 
Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 








ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY Mr6. CO. 


70 EAST 125th ST., NEW YORK 35, N. Y. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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MUTSCHLER BROTHERS C? 
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Carefully designed thru- 
out with form-fitting 
seat and back rest to in- 
duce good posture, lux- 
urious comfort, and long 
life durability. Made of 
selected hardwoods in a 
blond shaded or walnut, 
varnished finish. Opeis 
and folds easily and 
stacks compactly. 








DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 


NOREOR Zc 


NORCOR MANUFACTURING CO. ¢ GREEN BAY « WISCONSIN 
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DEALERS ‘ts NEW 


s 7 
Immediate Shipment It s timely 


Every office and plant a prospect—factories, 
clubs, hotels and small stores alike. 
Will sell even better than 7 _ 
now when Victory comes and . 
priorities are j 
forgotten. 


Government is 
releasing 30 
thousand _ serv- 
icemen per 
month, 


RETAIL 
PRICES 


Size 8” x 12” 
with one set of 
numbers (Up to 
100 employees). 


$2.50 Ea. @ 


Size 17%x24" 7 
with two sets of © 
numbers (Up to 
1000 employees). 


$5.00 Ea. 


Size 24”x36” 
with three sets 
of numbers (Up 
to 10,000 em- 
ployees). 

$7.50 Ea. 


Usual dealer eae 
discounts ee ORE a ORS ER uaa 


For display in windows or offices to show your co-operation with the 
government on reemployment of service men and women. High grade 
rayon silk. Gold cord with pole at top. Beautiful gold fringe at bot- 
tom. Flexible celluloid numbers easily changed in 5 er a 

Order at least one of each size for dupley in your store and window. 


ORDER TODAY. 


SERVICE FLAG & EMBLEM CO. 


300 West Adams Street 


EX-SERVICE 





Chicago 6, Ill. 











HI 


945 





BUILD GREATER SALES-THE FEDERAL WAY 





For Office, Industry and Home! 


aad modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 
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TUBULAR CoIN WRAPPERS 


Stationers! It's your Line—Exclusively! 








"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


| 
| 

Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 
Coin Storage Trays 


Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
| Linen Shipping Tags 


Downey Change Trays 


HANNIBAL, MO. 








I THE C. L. DOWNEY CO. 








| Autocopy WAS 
CLEANSING ““4@ 


At 
¥ . 


4 
== 









Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 










Quick effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
gentle action, its pleasant 
scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. gt 
has been tested, approved 
and adopted for use by 
6 oz. tubes many large firms including 
2 Ib. cans Bethlehem Steel, Timken, 
. - & a R.C.A., Inland Steel, Crane 
Co. and Ryerson. 

TRIAL ORDER—Send your 
order for 12 tubes today. 
Price list and quantity dis- 
counts will be enclosed. 


TERRITORY AVAILABLE! 
DEALERS — WRITE FOR 
PROPOSITION 


, JMC. 


466 West Superior Street Chicago 10, Ill. 
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..» TIME 
.» EFFORT 
..- ERRORS 


/ Cone iG RIGHT 


"9" WRONG WE =2 ad 
| -—y 


; ea 


's Sones of typewril- fs 

“ers and skilled Typists makes : 
it imperative for every busy 
organization to get the UT- 
MOST out of available effici- 
“ency equipment. Dealers can. 
benefit themselves and their 
customers by showing above 
illustrations or machine itself. 
If you need stock and or 
data-Mail Coupon Now! 


Copy RIGHT Mfg. Corp. 


53 Park Place, New York 7, N. Y. 


(J Send literature and price 
() Ship a Copy-RIGHT semen sample) 
on regular terms. 


THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK & 
COPY-wORK 
HOLDER 


ie oa S 
(attach to letterhead) | 


Ss etueelliesamediaacinaaedinme taeaad 


Fe RR EE SEN NEE EY EME 


ON) a = 
a ee = 


AVAILABLE 








Patent Nos. 23 
& Sliding *5,450_2,256 606. 


Squ 
Safety” OMe “ 


inauicies invited. 


Pre 
old on Prioriti utters 
TTT tes ;Oniy 
me) 


55-59 E. 26th. ere 


Representatives 
Fred Deutsch, 3525 Southwestern N. L. & K. W. Zeagier, 1709 W 
Bivd., Dalias, Texas—Texas and Okla. ye St., tos Angeles, Cal 
Milton Stone, 30 Church St., New R. E. Horter, Ind., I! Mich., Ohio, 
York City, covering New York. 3523 W. 109th Pi. Chi icago, Ill 


Harry ong ated Second St., San S. Lichenstein, 1228 Locust Ave 
Francisco, Philadelphia, Pa 
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DARNELL CASTERS 






















A Double Ball-Bearing 
Swivel assures easy rolling 
under heaviest of loads and 
reduces floor wear to a min- 
imum. It will pay you to in- 
vestigate today. ..... 


FREE 


DARNELL 
MANUAL 


DARNELL CORP. LTD. 60 WALKER ST. NEW YORK I3 NY 
LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 itl 











PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 








TH 

















OUR ANNIVERSARY) 
1925 1945 
We are grateful for your support which enabled 
us to serve you during the past twenty years. It 
is our aim to be worthy of your confidence in the 
future. We offer with pride our two outstanding 


items.... 
“MERACLE” PLATENS 
AND 
“NO-GLARE” KONKAVE KEYCARDS 
Also a Complete Line of Typewriter Parts 
and Supplies 


TYPEWRITER EQUIPMENT CO., INC. 


38 PARK PLACE - NEW YORK 7, N. Y. 
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GOVERNMENT SURPLUS — EXCEPTIONAL VALUE! 


BRAND NEW IN ORIGINAL CARTONS 


WILSON-JONES COLUMBIA POSTING TRAYS 


with stands and covers, 
equipped with lock. 
Wood construction, 
Operating mechanism on 
front and rear compres- 
sors of steel, exactly as 
used on pre-war trays. 
Has drop side for offset. 
Olive Green finish. Will 
take cards up to 10” 
wide and 7” high with 
cover (any height with- 
out cover). Equipped 
with stand on roller bear- 
ing casters. 


OUR SPECIAL LOW 
PRICE 


$28.75 


EACH RETAIL— 
F.0.B. New York 





Substantial discounts to dealers. Shipping weight 45 Ibs.— 
Measures 2034"' long. Write, wire, phone at once. 


COLUMBIA TRADING CORP. 


7 Waverly Place, New York 3, N. Y. ° GRamercy 3-3741 


Merchandisers of surplus materials. 








EXPENSE BOOKS 


Everyone needs them now — 
more than ever before —for 
income and payroll tax deduc- 


tions. 
BEACH’S 


“Common Sense” 


Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


DETROIT 2 


Beach Publishing CO. micuican 








“Ammunition” is anything that hastens Victory. Time 
saved in clerical work is high-power ammunition. Impor- 
tant time savings can be made by using Cook’s Steel 
File Signals on cards and ledger sheets to segregate 
groups of facts for quick reference. In 12 non-chip colors 
for all filing systems. Card of samples on request. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 




















MONGOL Colored Pencils 


provide lowest cost “tooling” for those im- 
portant jobs of color-coding and routine 
checking. 24 brilliant colors. Thin, strong, 
indelible leads that sharpen in pencil sharp- 
ener without crumbling. Three degrees of 
hardness for efficient office use. 


EBERHARD 
FABER / 


on every order for PENCILS and ERASERS 
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DUPLICATING 
CLIMATE-PROOF 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy toread’’ gray-black tone. 


Sinclair and “Valentine Clo. 
@s 





611 W. 129th Street New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 
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Approved Under WPB Allotment 
A REAL KNIFE—NOT A NOVELTY 


e 5 Position Blade 

e Highest Carbon Razor Steei 

@ Lustrous Colored Plastic Handle 
e A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school. Sturdy, light- 
weight and 354" long. Razor-edged blade slides 
open or closed with one finger, locking safely 
in any one of five positions. Handle is molded 
of lustrous colored un- 
breakable plastics. Handle 
colors: Pearl White, Bone 
Onyx, Red Onyx, Green 
Onyx and Black. 
vidually boxed, 12 to a 
display carton— 12 dis- 
play cartons (144 knives) 
in a shipping container 
. (8 pounds). 


ht 50¢ exch 


List 
Order from 
Your Jobber 


BITS 


4664 West Huron Street, Chicago 44, Ill. 
famous CGits 
Protect-o-shields, 
etc. 





Manufacturers of the 
Flashlights, Knives, Games, 
Savings Banks, 


Cenadian Distributor: Kahn, Bald & Laddon, Ltd., 69 York St., Toronto 





FRITZ-CRUS5 


Posture 
Chairs 


Eighteen years “Know-How” in building the 


best in posture seating equipment. 








THE FRITZ-CROSS COMPANY 


GITS KNIFE 


standard size desired could be used, but it should be 
noted that it is desirable to adhere to multiples of five, 
or preferably ten, in listings for rapidity in reference. 

Since numbers must be assigned arbitrarily to the 
parts and materials, it is necessary to adopt some 


_ method for doing so, and also, of preparing an index 


Indi- | 


for finding the numbers after they have been assigned. 

The first thing to consider is a method of assigning 
these numbers. The parts and materials should be 
broken down into groups of like kinds and/or uses. 
Individual plants differ so widely in their require- 
ments that it is not practical to attempt to compile 
a list that would meet the needs of all. Smal! stock- 
rooms may elect to forego a numbering system, but 
they should set up a grouping system just as ih ugh 
they were going to assign numbers, and should con- 
tinue to follow it. 

The bank of numbers allotted to a group or to an 
item within a group may be increased to meet the re- 
quirements of the individual stockroom. If this is done 
the increase for the groups should be in banks of ten 
thousand so that numbers within a group can be easily 
recognized as belonging to that group. 

A parts catalog, with index, should be provided so 
the catalog page can be found quickly. The groups 
listed with the banks of numbers assigned to them 
Should head the index. 

Since sheets have to be replaced occasionally for 
corrections, additions or because of wear and tear, 
some type of loose leaf binder should be used for this 
catalog. Metal shelving, of course, is preferable for 
storage. It will provide more cubic feet of usable stor- 
age space per square foot of floor space occupied. 


Factors Involved in Bin and Rack Layout 


The layout of the bins and racks should be given 
careful consideration from several angles: 

1. Keep to a minimum the feet of travel both in 
replenishing stock and in filling requisitions. 
Store fast moving items close to point of issue. 

2. If available floor space permits, do not exceed a 
height that can be worked from the floor with- 
out climbing. If this is not possible, then store 
slowest moving items at heights beyond reach. 

3. Keep heavy items at or near the floor. Items 
stored in boxes should not be above eye level. 

4. Arrange racks to get the most advantage of nat- 
ural light unless this reduces operating effici- 
ency. Aisles should be well lighted. 

5. If a sprinkler system is in use do not accommo- 
date the shelving layout to it at a sacrifice of 
operating efficiency. A sprinkler system, or a 
change in it, is paid for only once while the cost 
of operating is a continuous expense. 

6. Parts should be stored by groups, excepting 
bulky items which do not fit into the regular 
bins to advantage. 

7. Because of the fire hazard it may be preferable 
in some instances to segregate stocks of lubri- 
cants, paints and chemicals. 

8. It is suggested that. racks be designated by num- 
bers, units or sections of shelving by letters, and 
Shelf levels by numbers. 

9. It may be found desirable to have a secondary 
safeguard against dropping below the minimum 
stock limits. This can be done by using a signal 
in the bins. 

The office of the stockroom should be located 
so as to allow entrance without going into the 
stockroom itself. No one should be permitted 
entrance to the stockroom except for business 
purposes. 

The stockroom is an important factor in the opera- 


10. 





tion of the entire plant. The investment in it will be 


| returned many fold if it functions as it should and 
| will when given the right tools with which to work. 


304 E. 4TH ST. ST. PAUL, MINN. 
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The above telegram tells why. We're still produc- 
ing vitally needed war goods and will continue 
to until final victory is won. However, unique 


postwar sales plans are ready. Write us for facts. 


METAL FURNITURE COMPANY 
MANITOWOC - WISCONSIN 
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ORTH STREET 


NEW YORK.N_Y 
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MARKILO 
AAMAS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 
















STATIONERS! STOCK THE 


REX LINE DATER 


Superlatively made, to help you get 
repeat business, this is one of several 
very attractive items in our line for 
wll stationers. A fast seller and priced 
: 4° right. Furnished with stationers im- 
print at slight extra charge. Write 


Consolidated Stamp Mfg. Co. 
NEW YORK 


} g Lit 
ZED OY 1025: 
gnT. 8 Toot SPRING VALLEY 














ALCULATION 


om The Nation-Wide Wage Rate Caiculation Book 


SAVES HOURS OF VALUABLE TIME 
NOT A GADGET!!! 

)ver 30,000 Precal ited Fig 5x7 

@ 64 Pages, Spiral Bound... N je R 
NOTHING TO FIGURE 

Know the Hourly Rat 1° Hours 

Worked, and Simply Copy the Amounts 

Wage Rates 40c to $1.50 Per Hour 
9 n Ic Steps: to $1. Ster 


PAYROLL 




















n Rat t 
A 


“ows 4 
z= 


Four Units, Giving ov A Straight 
Time, 20 Hours Time and Half, !0 Hours 
Double Time. 
sul 250 Inserts Furnished $ 
2) Price and Name Omitted 50 
om! with Each Dozen Books. F.0.B 

&} To retail at aS ee 


53) THE COLONIAL COMPANY 


TSiwntna wth cuaunenue messmo 2954 Avenue ©, Bklyn, N.Y., Dewey 9-2844 

















BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 






Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








NON-RUBBER 
Typewriter 
Keys 
* 

The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 








Speed Key Mfg. Co. 225,counmbes Piers... 





COMPLETE 
* DEALER LINE x 


OF 
FILING SUPPLIES 





Filing Filing 
Systems Folders 
« « 


Printed and Ruled 


Guides and Indexes Stock Forms 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 








ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


—— For use with Filing Cabi- 

= nets and Shelving, in Of- 

F fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 


I. D. COTTERMAN 4535 fe nenang Ave. 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 

















Protex Cuff Shields 
SALES SOAR 
with Cool Weather 
and Long Sleeves 

e ALL PLASTIC 

e Practical as well as Decorative 

e Easy and Simple Adjustment to wrists 

(No nuisance bands, buttons, ete.) 


e Each pair in individual imprinted 


envelope 
PLASTEX CO. 


727 Sixth Ave. 
NEW YORK 10, N. Y. 
Watkins 9-1320-1 












Wise . Se: 
Retails at rt < 
25c per pair 


3 doz. to a box 
Immediate delivery 





CHANGEABLE LETTER 


Bulletin, directory & menu boards. 
Also used for announcements, desk 

— name plates, honor rolls, signs, sta- 
crossow € € 


DARIDA « tistics, etc. 
esrosiTro vu , 
GRAY 4.5 A size and style for every purpose. 
MARTWICK ©. J ' 

Ravuoe € 
ROBERTSON 
sScHmiTZ F. 








DIRECTORY 


ACME cn — aB.e 


Both indoor and outdoor use. 


Write for illustrated catalogues and 
folders. 


ACME 


37 E. 12th St., New York 3, N.Y. 






































~~ PRECISION 
STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 
3800 Agnes Avenue Kansas City 3, Mo. 














Taare 


RITE-RITE MFG. CO. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


imest Quality 
* DOWNERS GROVE, ILL. 
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DAYTON STENCIL 
WORKS CO. "oxic" 


CLEANS TYPE 


with a whisk of a brush! 


ete: 


The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 





RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 




















WRRERAR KE EET SS 


HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types. 


Send for illustrated literature. 


| nee Now for Postwar Bronze Tablets 
AVOID DELAY LATER 


UNITED STATES BRONZE SIGN CO. INC. 








“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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NEW SALES 


Clarotype is needed more than ever 
today because of aging typewriters. 
Clarotype keeps the type clean and 
legible, and saves stenographers time 
because it works instantly. Feature 
this speciality. Write for our free new 
advertising aids and dealer discounts. 













Serving you 25 years. 
The Clarotype Company, Inc. 
16-A Hudson Street New York 


CLAR-O-TYPE 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





Siop Petty Thefts 


WONDER [OCK 4,05 everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 
be secured with one WONDER /OCK 
by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


WaonDER 0. ‘K Prompt Shipments 


53 W. Jackson Bivd. Chicago 4, Ills. 





List Price $2.50 














GRIPTITE 
BANDS 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 


They are easily applied; quickly removed 
They hold papers such as cancelled checks, 





deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 


14 lengths— 
6" to 54” long. Order from your Stationer or 


write direct for sample 
They can be used over and over again. 


and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 














the ACME 


MIDGET 


A light weight, handy 
desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. ‘ili 2—SURESHOT—SIMPLEX 














Investigate the new 


Kock aFule 


An veereen new system of fil- 
ing. Compartments turn open 
at the touch of a finger instead 
of pulling open... Material 
withdrawn or inserted from the 
side—instead of vertically. 
Saves up to 50% floor space. 
Everything instz antly accessible 
—No filing experience neces- 
sary. For full information write 
or wire 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 E. Wacker Drive, Chicago 1, III. 


Patents Applied For 


MOORE pusu-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 














Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


MOORE PUSH-PIN COMPANY :- Since 1900 
113-25 Berkley Street, Phila. 44, Pa. 












MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dus with fast, accurate 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- 
est half cent, clear and di- 
rect, simple and easy. 





Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, ne. asa at 














Have You 


a Friend—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO 6, U. S. A. 
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EASE OF ust Yes... we say Higgins Ink is so easy to use that even a baby 


can cope with the situation. Artists, draftsmen 








and students know that Higgins Inks actually 
“zip” their ideas in place. Use Higgins Inks 
for ease of application, precise performance, 


uniformity and speed. 














HIGGINS 








Send for a color card 


K 
AMERICAN INDIA IND. 


cee cane 





The International Standard 
Since 1880 
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Buclt to meet the Extreme Conditions 
YOUR BEST POST-WAR BUY 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STS. PHILADELPHIA 11, PA. 
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Woodstock Typewriter Co. 


Woodstock, Illinois 

















AX we enter our 50th 


year of continuous service 
to users of carbon paper 
and inked ribbon products, 
we are again proud to offer 
our complete line to those 
who insist on nothing but 


the best. Samples gladly 





sent on request. 


4 


THE BUCKEYE RIBBON & CARBON COMPANY 


1458 EAST S5TH STREET « CLEVELAND, 3 OHIO 
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THE STANDARD FOR QUALITY 


Mage in Newark, USA 


ae 


NOS. 310,315 CORALINE 


NO.900 °* Soft coral color. Quality clear through. Bias 
SUEDE " — bevel ends and sharp edges erase lines and 


Soft gray texture. Slightly octagonal lettering, broad face cleans large surfaces. 
shape. Erases ink and typewriting. : 


Correch Mestahees tt Any Language 
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WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 
Neill inna: 2 ae ere heen 
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Wr. Dealer... 


Today's expenses and profits are in wood files while waiting for 
steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, 
also tab files. Fairly prompt shipment. 


BUSINESS EFFICIENCY AIDS | 


TIME SAVER FILES 
BOX 258 D SKOKIE, ILL. 
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A MAN’S HOME IS HIS CASTLE 


It does not follow that his office must be (or even 
appear to be) his dungeon. The research being 
conducted today promises new beauty and effi- 


ciency in the office furniture of tomorrow. 


Prepare to Profit With Gunn—When the War Is Won 





GUNN FURNITURE COMPANY GRAND RAPIDS 2, MICHIGAN 


Wattiug 


for take-off signal 







Our production units are all set and ready to go 
the minute we get the starting signal for full 
scale manufacture of Error-No line-by-line copy- 
holders. 


Right now we are accepting orders for these 
famous high quality all-steel copyholders. De- 
livery dates are still uncertain, though, because 
war work naturaly gets priority. 


ee VES 
WG. CORP. When Error-No copyholders start coming off 

the production line, it will be first ordered, first 
DIVISION OF THE filled. Even though we can’t guarantee a definite 
delivery date, we probably can ship your order 
much faster than you would expect. 





HALL-WELTER CO. 


ROCHESTER 7, N. ¥. 
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FAULTILESs 


FLEXxI-PosT 


REG. U.S. PAT. OF F. 


THE BINDER THAT GROWS WITH YOUR BUSINESS.... 








HAS TWO INCHES 
OF WORKING SPACE 
ALWAYS AVAILABLE 
IS UNLIMITED IN 
CAPACITY... 

AND IS THE BEST 
BINDER FOR ALL 
WRITTEN RECORDS 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE |, 524 N. Broadway “a THE ORIGINAL 





* 





“TREASURGARD”’ 


FIRE PROTECTION AT LOW COST, 
PLUS ASSURANCE AGAINST PETTY THIEVES 


THE PERFECT PERSONAL SAFE 
FOR THE OFFICE AND HOME 


OUTSIDE SIZE 
104g” HIGH, 15%” WIDE, 173%4"" LONG 


NO PRIORITY REQUIRED 
TO ASSURE EARLY DELIVERY — 


“ORDER NOW” 


PRICE $ 3 0° RETAIL 


F. O. B. Hamilton, Ohio 


HERRING- HALL-MARVIN SAFE COMPANY 
HAMILTON, OHIO 














OFFICE APPLIANCES, January, 1945 201 








“Tll tell you GOOD 
TIMES ARE COMING!” 


“Tll tell you 
BAD TIMES AHEAD!” 





What’s it to you?—PLENTY! 


OKAY! Maybe the optimists are 
right. There’ll be good times after 
the war. 

OKAY! Maybe the pessimists 
are right. We’ll have another de- 
pression. 

What’s it to you? PLENTY! 


It’s largely in your hands as to 
which we'll have. 


The one way to make it good 
times is to do your share to help 
keep prices down now! 


That means buying only what 
you really need. It means paying 
off your debts, saving your money. 


And here’s where you’re lucky. 


The same program that helps in- 
sure prosperity is also the best 
possible way to get yourself in 
shape to take another depression 
if one does come. So what? You’re 
right both ways—if you save your 
money. You lose both ways—if 
you splurge right now. 


Think it over, fella. Then get 
in there and fight. Read—and 
observe—the four rules to head 
off inflation. The war isn’t over 
yet. And the war against infla- 
tion isn’t over yet—by a long 
shot. Remember World War I? 
The cost of living rose twice as 
fast after the war as it did during 
the war itself. 





4 THINGS TO DO to keep prices down 
and help avoid another depression 


1. Buy only what you really need. 


2. When you buy, pay no more than 
ceiling prices. Pay your ration points 
in full. 

3. Keep your own prices down. Don’t 
take advantage of war conditions to 
ask more for your labor, your services, 


or the goods you sell. 
4. Save. Buy and hold all the 
War Bonds you can afford— §@EhP 


to help pay for the war and LIS 
insure your future. Keep up KEEP 


your insurance. 


—__ ~~ -~—_— ~—PRI WN 


mation, and contributed by this magazine 


A United States War message prepared by the War Advertising Council, approved by the Office of War Informati 
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in cooperation with the Magazine Publishers of America, 
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When Victory Comes 
The Famous Four 


PRESTO Profit Makers 


will be at your service 
— BETTER THAN EVER 


1.— PRESTO Stapler 









2.— PRESTO Staples 







World's Fastest Selling Desk 
Stapler in Pre-War Record. 






~ 





3.— Amazing PRESTO 
Staple Remover 
Sturdily built of 
colorful plastic and 
hardened steel. 












4.— PRESTO 
Personal Paper Punch 


Sells itself — with attractive 


counter card. 


Metal Specialties Mfg. Co. 


3200 Carroll Avenue Chicago 24, Illinois 












VICTOR PENS IN 
SERVICE EVERYWHERE 
LAND, SEA and AIR 


THE U. §. VicTOR FOUNTAIN PEN Co., INC. 


ESTABLISHED 1915 
225 LAFAYETTE ST. NEW YORK 12, N. Y. 




















~ OTHELLO 
PENCILS 


with MICROFINE Lead 
STRONG * SMOOTH ¢ PROFITABLE 
Made in 5 Degrees: 
No. |. Soft, 2. Medium, 2 4/8. 
Medium Hard, 3. Hard, 4. Extra Hard. 


Boxed or banded Othello—the finest quality five cent 

pencil on the market. Feature Othello and get your 
share of the profits. 

Othello Colored, Inaclible and Drawing 

Pencils in the same fine Swan Quality. 









A in 


SWAN PENCIL GO., ING.” 


221-225 Fourth Avenue New York 3, N. Y. 
















Bureau Systems File 


Acclaimed by farmers, tax experts 
and accountants 


Every stationer to 
whom Bureau Sys- 
tem has been of- 
fered has ordered. 
Buyers who were 
out when salesmen 
called ordered by 
mail from folder. 
Bureau System is 
designed for farm- 
ers to simplify 
compiling of in- 
come tax and to 
save them money. 
Provides five-year 
record. A thor- 
oughly live sales 
article. 























PRICE 


att LT 


Write for Folder Now 





Copyright 1943 
Reg. U. S. Pat. Off., Pat. Pending 


Write at once for folder describing this unique file. 
It offers a new and quick source of profit. 


BUREAU SYSTEMS COMPANY 


1007 E. Adams St. Springfield, Mlinois 
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SUPPORT 





Until the last knock- 
out blow is delivered to 
the Axis Powers it is our 
job at home to continue 


backing our Armed 
Forces by buying 


MORE WAR BONDS 





INTERNATIONAL BUSINESS MACHINES CORPORATION 
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BRITISH STATIONERY 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


SEND US THIS COUPON 








ALL METAL 'TECHNYSCOPE 





THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 

bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 

inches wide by 21% inches long 

Price, complete with Lamp, Ball Point Stylus, $] 450 
(Slightly 


Flexible Writing Plate and Four Manuals piaher week 


of Rockies) 


TECHNYGRAPH CO. recuny, i. 

















To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





Address ......... leone oN OLE Oa RSE aT Re SN = seGeastiaten 
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SORRY ..4 
No Typewriters yet! 


BUT . 


We still have better ribbons and car- 
bons—at better prices. 


REGALRITE... 


Carbon Papers 

' Typewriter Ribbons 

VaXolob bole mm \/ (Col ebbel-Mms att e)erey ot 
|sToXo) 4 .<-1-) 0) bute me iy (oColebbel MM att o}oley et) 


HEADQUARTERS . . . 


Royal Typewriter Parts for Dealers 


NOW 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE... 


The manufacture of a limited produc- 
tion of new typewriters has been re- 
10s oY to Ba B co Co (D> bel-E-J elo Ce Mol_meoadettlede)(- 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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(WE HOPE!) 












, NY -CLINERF- 


: nr is on the way! 











Just as soon as our war work can safely be relaxed... 
this quality line of Metal Furniture will be available 

again. It will be even more beautiful — practical — and 
modern than before . . . with extra years of service added 
One of many out- 
standing models in 


the Royal Line of 
Tomorrow. ! 


through new, more durable fabrics and increased manufacturing 
skill. Watch and wait for ROYALCHROME ... it’s coming soon! 
The Royal Metal Mfg. Co., 175 North 

Michigan Ave., Chicago 1, Ill. 





The 
Metal Furniture Since ’97 (sie LI N E ( F 7 ( M ( R R ( W | 


YS\\plol MZ, 


— 





Royal Steel Folding Chairs « = ¢ Royal Housewares 





DISTINCTIVE FURNITURE 
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HEYER Qiakiy STENCILS and INKS 

































Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 40 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 


~ Heyer Quality 


ALWAYS SATISFIES 








— 








Dolly Do-it-well And as she wept and wrung her hands, 
Recalling school work that was grand 
at last she understood! 


Pretty 
Delayed, again, past quitting bell. 
Now, perhaps, she'll miss her date; Then 


Her machine has made her late. At school, she used an Underwood. 


a2 
Dictation from the President Speak up, Dolly. You know how. 
Retyped ten times ... could not be sent. Tell your boss to “do it now". 
Type skipped and blurred and doubled back; If he really wants perfection, 
Hit light and dark and jumped off-track He must purchase your selection. 


Now Dolly's really not to blame; And here's a reason even better ... 
It's her machine should blush with shame. His picture is in every letter; 

The space bar doesn’t work so well; Since he wants that picture good, 
The "e" fills up and looks like "1". Tell him ... “Buy an Underwood!" 


| Dear Boss: 


There's ay 





Mcture of you in every 
Some =e ee > a AA) = etter she writes, Gj 

It jams ... and Dolly must erase. 
5 = [ nderwood. 


The keyboard cannot keen the pace. 

rive her an 

| 2 4S soon as the y 

The wonder margin's not so hot aes are availahle* J 

py : ail: > So she can make 

that picture clean- 
cut and appealine 


Underwood jeWwemetnees A LETTER... BETTER? 


Copyright 1944 


4 l nderwood Elliott |: wner Company ®*Uncerwood Typeuriters are avail 
) es : : - . ahle now subject to War Production 
\e Br dgeport Works One Par “ \ venue, Ne \ ork I ,, N. \ . Loard regulations, 


t 


Won't stop the carriage on the dot. 








